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For the beauty of your desk... 


Edison presents’ an 8%"x 11” miracle 


to expedite your work 


‘Tie Laboratories of Thomas 

A. Edison did a beautiful job in designing this enclosed 
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a letterhead. It closes completely! Dust is kept out. It’s 
truly beautiful! 

And you'll do a beautiful job using it. This amazing 

Edison Voicewriter brings efficiency to your work as well 
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as distinction to your desk. Just lift the receiver and talk 
your work away. Memos, letters, instructions and reports 
clear out of your mind! You can forget them... because the 
Ediphone remembers for you. 
Try this handsome Ediphone on your own desk. No obli- 
gation. Telephone the Ediphone (your city) or write Dept. 
V-12, Thomas A. Edison, Inc., West Orange, N. J. 
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CONSUMER SURVEY 


Agency Bureau Meeting Produces Interesting Data 


sociation of Life Agency Officers, and the Life Insur- 

ance Sales Research Bureau, a report was read by Mr. 
Fred Bremier of the Curtis Publishing Company, based 
upon the Government Consumer Purchase Survey, now 
going on. Although this survey is not directly concerned 
with life insurance, it did ask several questions concern- 
ing life insurance premiums, policies, etc., and the data 
being developed is valuable, as this is one of the first 
general surveys of its kind ever made. So far only partial 
figures are available, these being based on the larger size 
cities. When the complete survey is ready, there will no 
doubt be additional life insurance data forthcoming from 
the Government. 

In a general way the survey shows the following 
points: (1) families spent about 7% of annual income 
on life and annuity premiums, with little variation ac- 
cording to the wealth of the family ; (2) approximately 
80% of the families have life insurance already, this 
grading from 93% of those families in the highest in- 
come group, to 64% of those in the lowest income group ; 
(3) however, measured in dollars, 56% of life insurance 
income is contributed by the wealthiest first quarter of 
the families, with 24% in the next quarter, so that 80% 
of life insurance premiums is contributed by the first half 
of the families, measured in income. This indicates of 
course that the real market for life insurance is in the 
higher income group; (4) this conclusion is re-enforced 
by the fact developed in the survey that more than two- 
thirds of the families in the upper half income group have 


N connection with the annual joint meeting of the As- 


a budget surplus at the end of the year’s operation, as 
contrasted with only one-third of the families in the lower 
half income group; (5) more money is spent for food, 
housing, clothing and automobiles, life insurance being in 
fifth place for the upper half income group, and sixth 
place in the lower income half, following medical care. 
Naturally the first three of these items are essential, and 
very likely also “medical care’’ for the lower half income 
group. It is interesting to note that automobiles, a pleas- 
ure and luxury line, is ahead of life insurance in both 
groups, on the money spent for it. 

This survey confirms what has generally been known 
about life insurance, viz., that the selling job has been 
thoroughly done, with most people owning insurance, 
and devoting a similar proportion of their income to it 
(with probably more sales having been made in the 
metropolitan and urban centers than in the country) ; 
likewise because of their superior financial condition, the 
higher income families provide most of the life insurance 
dollars, life insurance being chiefly in proportion to re- 
sources. 

We reproduce the following two tables from the in- 
vestigation. The first shows the amount that Chicago 
families devote to Life insurance and Annuity premiums, 
this being the city where the greatest breakdown of sta- 
tistics is presently available. We also show the table 
showing the ranking of life insurance in various expense 
items, this again being based only on the six large cities 
covered so far in the survey. 


TABLE I 


AVERAGE ANNUAL AMOUNT THAT CHICAGO FAMILIES DEVOTE TO 
LIFE INSURANCE AND ANNUITY PREMIUMS 


Based on Families Paying Premiums 


Number of Families 
Paying Premiums 


EC ae ee 717,518 
ER SI es 2,118 
7,500 & Under $10,000 ............. 2,213 
5,000 ; ee nab wwh owt 12,580 
4000 “ “4 ARS 17,273 
3,500 “ we ie a uae ot a 18,484 
3,000 ‘ mn Si i abide w'te an 29,814 
2,500 ‘ m Wheels we hdia ce 51,080 
2250 “ = Ee Eee 43,081 
2,000 “ Dt tee dnbenee ts 52,494 
1,750 “ - Rc ne a comin’ 68,657 
1,500 “ ” 0 SS 71,996 
1250 “ 7 ar 77,368 
1,000 “ - DT bbeabibeses ce 81,827 
750 “ ; DT Unleaded s ewes 72 025 
500 “ " 0 Se are 53,848 
250 “ a ry 42,510 
Under Sts eclnd bwes aS 20,150 


Total Amount 


Average 
Annual Amount 
Devoted to Life 





Devoted to Insurance by Those 
Premiums Paying Premiums By Quarters 
$77,455,919 $s 
3,326,050 1,570) 
1,356,569 613 
5,824,524 463 
5,002,410 290 
4,430,728 240 $211 Highest or First Quarter 
5,358,488 180 : 
7,837,893 153 
5,911,356 137 
6,519,942 124] 
7.299270 106 
6,006,432 83 $98 Second quarter 
5,789,454 75 
5,372,024 66 $67 Third Quarter 
4,060,050 56 
2,284,029 42 
875,196 21 $35 Lowest or Fourth Quarter 
201,504 10 


See Table II on page 545 
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WHAT'S BEHIND TT? 


ten by Senator O’Mahoney, regarding the insur- 

ance aspect of the T.N.E.C. investigation (Mo- 
nopoly Inquiry) at Washington. Similar statements 
have emanated from various important people connected 
with the investigation, since it started. 


Yet it is quite true, as stated by the Senator, that many 
people in the insurance business are alarmed at the na- 
ture and direction of the inquiry. This is not so much 
a result of the specific objects of inquiry to date, which 
have been in many cases unimportant, and disconnected, 
and having little to do with the general subject of mo- 
nopoly, but because the greatest continuity and sense 
in the Committee’s investigation so far appears to lie 
in sub-surface opinions, which may be rather clearly 
discerned from questions asked, even on unrelated sub- 
jects. 


O N THE opposite page we print a recent letter writ- 


It is no wonder to our minds that insurance people 
have become alarmed. By putting together disconnected 
parts of the inquiry, an all too clear picture is produced. 
As an example, which could be repeated many times, 
we submit the following, first quoting the testimony 
taken on the opening day of the investigation from 
government witnesses : 


Mr. Arnold. “In other words, had there been no re- 
serves at all, all of the policyholders would have been 
paid ; 1s that a correct statement?” 

Dr. Davenport. “The answer to that question, Mr. 
Arnold, is one that would require a great deal of elabo- 
ration and I should prefer that you reserve the question 
until we are prepared to answer it adequately.” 

Mr. Arnold. “Just for my own understanding, your 
statement would indicate that out of current premiums 
over this period the policyholders could have been paid.” 

Dr. Davenport. “That is true, excepting——” 

Mr. Arnold (interposing). “And while I recognize the 
reserves had a certain necessity in view of possible con- 
tingencies, as a matter of fact, in view of what actually 
happened the current income was sufficient to pay with- 
out reserves; that ts true, isn’t it?” 


Dr. Davenport. “That is perfectly true.” 





A little later in the proceedings, we find the same ques- 
tion up again, as follows: 

Dr. Lubin, “In view of what Dr. Davenport said this 
morning, namely that over a period, in fact throughout 
the whole history of these insurance companies, their 
total income, that is income from premiums plus other 
income, has always been sufficient to meet their needs, 
is it fair to conclude that this reserve which has been 
gradually increasing and now patie $21,000,000,000 
has never been touched?” 
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Mr. Howe. “Yes; I say that ts avery difficult question 
to answer, when you say tt has never been touched. It 
is used continually, and with respect to certain policies, 
and other funds are paid in. It certainly, in my opinion, 
is unfair 

Dr. Lubin (interposing). “Let me put it this way: In 
order to meet the liabilities of the companies as they oc- 
cur, this $21,000,000,000 theoretically could have been 
nonexistent and the insurance companies could still have 
met their liabilities.” 

Mr. Howe. “Well, with respect to the period under re- 
view, that is, historically in this period when life insur- 
ance has grown at such a rapid rate, that has been the 
condition. I do not think that it ts fair to assume that 
the reserves are not a necessary part of the institution.” 

A question on legal reserve life insurance, as to 
whether the reserves are necessary, is simply asking 
whether the business is necessary, with the implication 
that it is not. We will now skip ltne along the Com- 
mittee’s hearings to the testimony of Mr. Ecker, Chair- 
man of the Board of the Metropolitan, where, as we 
shall see, a new subject is developed, which soon comes 
back to the same answer. 

Mr. Gesell. “That was not my question, Mr. Ecker. 
The question was whether you had encouraged the 
growth of your company through the writing of new 
business.” 

Mr. Ecker. “I think I answered that. We have a very 
progressive management and have had it for years.” 

Mr. Gesell. “My question ts not whether it is a pro- 
gressive thing to do to get larger, but rather whether you 
have definitely encouraged, as part of your management 
policy, the writing of new business, year in and year 
out.” 

Mr. Ecker. “I don’t see how you could take tt out of 
the business. It is inherent in it. A man’s compensation 
as an agent depends upon his writing.” 

Mr. Gesell. “And who fixes that compensation?” 

Mr. Ecker. “First of all it is fixed by section 97 of 
the law, under which you can’t go beyond certain ex- 
penditures.” 

Mr. Gesell. “Does section 97 say that you must pay a 
commission to a salesman for the amount of new busi- 
ness which he writes each day, each year, and each 
month ?” 

Mr. Ecker. “It says that there is a limit there of what 
you might pay.” 

Mr. Gesell. “There is no mandatory provision in the 
New York law that you must pay a man for new business 
written?” 





Continued on page 536 
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At the dinner given for Governor Saltonstall by the 
Massachusetts Insurance Society, on November 21, 1939, 
the Hon. George E. Allen, a Vice President of the Home 


THE LETTER 


Insurance Company of New York on leave of absence, letter was quoted in full, as follows: 
made an address, from which he quoted a letter received 


from Senator Joseph C. O’Mahoney, who, as our readers 
know, is the Chairman of the T. N. E. C., which has 
been investigating the life insurance companies. This 








“Washington, D. C. 
November 14, 1939. 


“Dear George: 


“Thanks for your inquiry with respect to the insurance study of the Temporary National 
Economic Commuttee and particularly for your expression of disbelief in unfounded reports 
which have recently become current in insurance circles with respect to the purposes of the 
committee. I am glad to learn that you are to address the Massachusetts Insurance Society at its 
annual dinner to Governor Saltonstall at Boston on November 21, and I am most happy to 
authorize you to say on my behalf that there isn’t the slighest basis for the wmtimations appearing 
in certain insurance journals that the committee, or any member of its staff, is promoting any 
scheme for governmental competition with the insurance industry. 


“This story resulted from the fact that Mr. E. C. Bronson, an actuary employed by the 
Social Security Board, was called recently by the committee to give opinion testimony on the 
cost of industrial insurance. It was recognised by the staff of the Securities and Exchange Com- 
mission, which has conducted the insurance study, that industrial insurance cannot be justly 
compared with ordinary insurance in the matter of cost, particularly since they are intended to 
fulfill different purposes. Therefore, it was deemed appropriate to compare the cost of industrial 
insurance with a program for which tmdustrial insurance was devised—namely, to provide a 
burial fund. 


“When Mr. Bronson was called to the stand, it was specifically stated by Mr. Gerhard A. 
Gesell, special counsel for the Securities and Exchange Commission in charge of the insurance 
study, that Mr. Bronson was appearing ‘in his individual capacity as a trained actuary’ and that 
he was ‘not testifying as a representative’ of the Social Security Board. Mr. Gesell also added 
that his testimony should not be interpreted as ‘in any way representative of any position that 
the Social Security Board has taken with respect to the matters’ involved. 


“This statement of Mr. Gesell may be taken at full face value, not only with respect to the 
fact that Mr. Bronson did not speak for the Social Security Board, but also that he did not speak 
for the Temporary National Economic Committee. Moreover, since Mr. Bronson spoke merely 
as an individual, no inferences can be drawn from anything he said as indicating an tntention 
on the part of the committee to foster any plan which ts inimical to the insurance business as a 
whole or to any reputable insurance company. 


“As has been indicated by the message of President Roosevelt in which he recommended 
this economic study, and by frequent statements of the chairman, statements which have never 
been controverted by any member of the committee or of its staff, the sole objective of the com- 
mittee is to promote free, private enterprise. Statements to the contrary are wholly unworranted. 


“I take a great deal of satisfaction in the fact that we have received a high degree of co- 
operation from business executives throughout the country. Certainly there is no business from 
which the committee should receive a greater degree of cooperation than from the insurance 
business. The greatest progress in insurance will be achieved when there is the highest degree 
of stability and prosperity among all of the people of the United States. A stable and prosperous 
economy can be preserved only when there is a free economy operating without arbitrary controls 
exercised by either public or private authority. 


“Insurance men are interested in preventing losses. This committee is interested in prevent- 
ing losses. Insurance is one of the most vital factors in our national economy, and it is of the 
greatest importance that the Congress of the United States, the legislative body which is charged 
with the duty of protecting the national interest, should be fully advised with respect to all 
phases of the industry. 


Sincerely yours, 


(Signed) Joseph C. O’Mahoney 
United States Senator, Wyoming” 
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WHEN A POLICYHOLDER WANTS TO 
BORROW ON HIS POLICY HE WANTS 
HIS MONEY . . . QUICK! 


A policyholder seldom borrows on his 
life insurance unless he is in serious 
need of money...and then he wants it 
in a hurry. Our efficient Policy Loan 
Department is keenly aware of this, 
and air-—mails most policy loan checks 
within 24 hours after the request 
comes in. Even in rush periods, rarely 
more than 48 hours are required. The 
25,000 Union Central policyholders 
who borrow $10,000,000 yearly on their 
policies appreciate this fast service. 
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WHAT'S BEHIND IT—Continued 


Mr. Ecker. “There is no mandatory provision to make 
the payment, but there is a mandatory provision that you 
can’t pay beyond the limits fixed by that provision of the 
law.” 

Mr. Gesell. “Isn't it a fact that your whole method o 
compensation encourages the writing of new business?” 


And more of the same as follows: 


The Chairman. “Now, if it were decided to put a ceil- 
ing to the growth of such a corporation, it could be done 
in one of two ways, could it not; first, by adopting a pol- 
icy of not writing any more insurance, which you found 
an undesirable policy 

Mr. Ecker (interposing ). 


business.” 


And so we see the same question raised again, from a 
very different premise—a question as to whether the 
companies should not entirely discontinue their agency 
plants, and stop writing new business—after which, in 
the course of time, they would themselves be out of busi- 
ness. Now turning to another subject, that of lapses, 
but still using Chairman Ecker as a witness, comes the 
following : 

Mr. Douglas. “I don’t think, Mr. Ecker, that the line 
of questioning here is designed to attack the fundamen- 
tals of insurance. It is merely to get at the facts as to 
who bears the cost in case of lapses.” 

Mr. Ecker. “It is apparent that the first year’s business 
costs more to put on the books than is received in the 
premium. If that is the question there isn’t any doubt 
about it.” 

The Chairman. “I think perhaps the witness is dis- 
turbed by the inference which might possibly be drawn 
from the word ‘loss’ and I don’t believe that the examiner 
intends it in the manner in which the witness makes the 
inference.” 

Mr. Gesell. “I do mean to state that in the acquisition 
of new business there is a definite and trretrievable and 
absolute loss to the policyholders who were in the bust- 
ness before that new business was written.” 

Here the practice of asking questions is brushed aside, 
and the Counsel for the Committee makes the definite 
statement that new business causes loss to policyholders. 
Presumably, therefore, it should be eliminated ? Develop- 
ing the ensuing point: 

Mr. Arnold (interposing). “I am not asking you any- 
thing about whether it should be your policy to write new 
business or whether the country needs new business. 
Leaving those aside for the moment, ts it a fact that the 
existing policyholders in a company would gain if no 
new business were written?” 

Mr. Ecker. “If from heaven or some other place all 
the expense of conducting a business and looking after 
the affairs were provided, or provided in some manner 
or other, yes.” 

And back on a previous line of inquiry again, still 
with Mr. Ecker: 

Mr. Gesell. “Have you had conclusions of your actu- 
aries telling you that you should write as much business 
as you can, every year, year in and year out, and how 
have those conclusions been expressed?” 

Mr. Ecker. “We haven't had them; there has been no 
occasion for them.” 





“Utterly destructive to the 
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We will now skip quite a bit further in the Commit- 
tee’s investigation, to the time when it was taking testi- 
mony from Frank L. Jones, Chairman of the Replace- 
ment Committee of the Association of Life Agency Of- 
ficers. This, as our subscribers know, is the Committee 
which put into force the so-called “Anti-Replacement 
Plan” designed to cut down twisting and unnecessary 
replacements, and to conserve the policyholders’ money 
on this score. From the previous ideas of the T.N.E.C., 
as expressed in the type of questions asked it might be 
supposed that such a program would be praiseworthy, as 
it would tend to cut down lapses and expenses, both 
sore subjects with the investigators. Here we go with 
Mr. Jones: 

QO. “So that ona statistical basis, if I wanted to replace 
an insurance policy 1 have with another company, I 
would have about a 50-50 chance?” 

Mr. Jones. “You would have any chance you wanted 
to take after you had the information. You would be 
faced right away with what all of the facts are with ref- 
erence to it, and then you should do what you like.” 

QO. “I would be faced with two insurance agents where 
I had one before, also, wouldn't 1?” 

Mr. Jones. “You might and you might not; maybe 
there would be no agent at all for the company whose 
business is being replaced. They might write you a letter 
about it.” 

Not exactly friendly to the idea, you see. And now 
we begin to get down to the fundamental ideas, similar 
to those underlying previous questions, on entirely dif- 
ferent subjects: 

QO. “Well, for instance, one of these companies saved 
88 per cent of their business. Have you any study which 
would indicate whether the savings of that business was 
or was not in the interest of each of the policyholders 
involved?” 

Mr. Jones. “We take the general broad view that tt 
is avery difficult matter to replace one policy with an- 
other to the policyholder’s advantage.” 

Q. “It is possible, isn’t it?” 

Mr. Jones. “I don’t offhand think of a single case.” 

QO. “You mean that if there is a policyholder who took 
out rather an expensive form of Endowment policy, let's 
say, and his income has fallen off in recent years; his 
life insurance agent hasn't been anywhere around to see 
him; suddenly an agent from another company pops up 
and talks to him about his insurance and he says, ‘J don't 
have any need for an endowment policy here. I was go- 
ing to endow my daughter, but she has died and I have 
just been carrying this old form of endowment policy 
because I didn’t know I could change,’ and, this other 
fellow says, ‘Well, I will sell you a whole life policy 
which will reduce your premiums a little bit. 

“Would you feel that it is absolutely inconceivable that 
under any possible case that might not be in the interest 
of the policyholder?” 

Mr. Jones. “I thought you were talking about replac- 
ing it in another company. The point about it is that tf 
he wants to change his policy his advantage lies with 
changing it in his own company, for the reason that it 
can make an adjustment back to the beginning and save 
his insurance age.” 

But the Committee Counsel draws quite a different 
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Yes, sir, a new lead and a good one—one that will make 
your next trip to New York the best you ever had. 

Hotel Pennsylvania, directly across from Pennsyl- 
vania Station and in the heart of the insurance district, 


offers you more than ever before! For example: 


*% A new Cafe Rouge, New York’s newest and 
smartest rendezvous for dinner and supper 
dancing. 

* A new Coffee Shop, modern as today, with fine 
food at budget prices. 

¥* New, streamlined elevators. 

%& Many completely modernized guest rooms— 
and they’re spacious rooms, not crowded and 
cramped. 

Same courteous, alert service from Statler-trained 

employees, of course. So, with all that’s new, you can 

see it’s good policy to stay at Hotel Pennsylvania. 


HOTEL PENNSYLVANIA 


2200 Rooms each with $3 5p 
private bath. Rates begin at . 


STATLER OPERATED - ACROSS FROM PENNSYLVANIA STATION, NEW YORK 


JAMES H. McCABE, General Manager 


OTHER STATLER HOTELS IN: Boston « Buffalo + Cleveland + Detroit * St.Louis 
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©ur Ghristmas Wish— 
for You and Yours 


The white snows of another Christmas drift softly over 
a saddened world—a world containing strife and blood- 
shed for a portion of its people—a world where it would 
seem the beautiful principles of kindliness, charity, 
“peace on earth, good will toward men” are forever 
buried. 


Are they? The answer comes back—No! Not so long as 
the people of our continent can see the beautiful protec- 
tion of Life Insurance shelter its people through the sun- 
set years, a protecting arm to guard the memory of a 
love that was wise, a friendly hand to lead little chil- 
dren. So long as Life Insurance exists, His teachings— 
kindliness, charity, “Peace on earth, good will toward 
men”—are ever ours. 


May we wish for you and yours, this Christmas tide, the 
contentment of a happy life in a country whose princi- 
ples are founded on the teachings of the Christ Child. 


PEOPLES LIFE INSURANCE COMPANY 
"The Friendly Company" 


FRANKFORT — _ INDIANA 
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OF AMERICA 
NEW YORK CITY 
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WHAT'S BEHIND !T—Continued 


conclusion in the following question, which is an answer 
in itself : 


Q. “Wouldn't you say possibly that the trouble was 
that there were so many life insurance agents out trying 
to make a living, so many people who are policyholders, 
that it has become more and more difficult to prevent 
agents from going to the policyholders of another com- 
pany, and isn’t the real purpose of this agreement to 
prevent companies from raiding each other's business?” 

Mr. Jones. “No, it is not; as 1 said to you at the outset, 
it originated with the agents themselves. Jt didn’t orig- 
inate with the companies.” 


As we said before, it isn’t the investigation of the 
T.N.E.C, that is bothering the insurance business. It 
is to be expected that a political body will indulge in a 
certain amount of “fishing,” in the hope of getting some- 
thing for the newspaper headlines. It is not surprising 
that the inquiry has often deviated entirely away from 
the subject of monopoly, which the Committee is sup- 
posed to be investigating. It is not surprising, if, when 
the Committee finds some minor matters that need cor- 
rection, they should be played up for more than they are 
worth, and any favorable aspects passed over hurriedly 
or omitted entirely. None of this is distressing to the 
insurance business, because it can do no real harm, and 
may do some good. 


If the editor is right, none of this has caused a rip- 
ple of any importance; but what is causing genuine 
alarm is the trend of thought which may be read between 
the lines in the preceding testimony, some of it entirely 
disconnected with other parts, and yet always seeming 
to come down to the same answer. 

Certain thoughts are inevitably suggested by the line 
of questioning used on witness after witness. These 
thoughts are: (1) that Term insurance is perhaps the 
best form of insurance (and of course it carries no re- 
serve) ; (2) the reserves accumulated by the companies 
are of no real value (and should be put to some better 
use?) ; (3) that there is no room for agents in the life 
insurance business, and abolishment of the agency force 
would both decrease expenses, and reduce lapses. Since 
without agents it is admitted that people would hardly 
rush to buy insurance, it seems to follow that they would 
buy only if purchase was forced on them by the govern- 
ment. 


Chairman O’Mahoney disclaims any desire by his com- 
mittee to injure life insurance or any other business, and 
endorses “free, private enterprise.” But the quotations 
from the record printed above seem to indicate that per- 
sons participating in the inquiry hold other views. Busi- 
ness men watching the sad financial plight of the Gov- 
ernment, behind by some 45 billions of dollars, and losing 
ground at the rate of 3 billion dollars per year, might 
be pardoned for wondering if the 26 billions of assets 
of life insurance would not come in very comfortably 
to a government in such need of funds, as well as the 
premiums to help defray expenses ? If the ideas reflected 
by the preceding quotations came from persons identified 
with a government which championed private enterprise, 
they might be lightly dismissed. But they come from the 
opposite side—adherents of an administration com- 
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mitted to Federal regulation for all business—(the 
N.R.A., etc.). 

This is the source of apprehension, and the firm basis 
upon which it rests can be indicated clearly by the dif- 
ficulty of correction. For it really comes down to a state 
of mind, a point of view that is so different that there 


is no point of contact with older ideas. And it is upon 
these older ideas that life insurance (or any other of our 
large businesses ) is based. Just to show how these differ 
from the “new thought,” the editor sets them down in 
parallel columns : 








THE OLD IDEAS 


Spending a vice, leading to the bankruptcy court, 
stigma of dishonesty, the poorhouse. 

Debtors to be regarded with suspicion ; but they should 
honor their promise to repay. 

Thrift and consequent saving a virtue—rewarded by 
a comfortable old age—the fable of the ant and the grass- 


hopper. 


Hard and long work a virtue. Laziness a vice, leading 
to poverty. 


Individual initiative and free competition; break up 
monopolies. 


Keep the government out of business. 


As government is supported solely on taxes, “the best 
government is the least government.” 
Light taxes. 


Result: the United States as it used to be (ask 
grandpa). 


THE NEW THEORY 


Spending a necessary virtue; “spending makes 
wages”; poorhouse abolished, largess for the poor. 

Creditors regarded with suspicion, debtors urged to 
repudiate debts. 

Thrift.a vice; “spending makes wages’’; attacks on 
savings, wealthy individuals, large corporations, banks 
and life insurance ; high premium (saving) policies con- 
demned ; the government will guarantee al/ a comfort- 
able old age, so don’t save. 

Long or hard work a vice; against union codes, and 
federal law; agitation for a 30 hour week; high wages 
and very short hours=the millennium. 

Subordinate the individual to the union; Federal reg- 
ulation of all business through wages and prices fixing ; 
(Union) codes of work; government has monopoly. 

Government to enter business fields (the railroads, 
the utilities, the aviation industry, the life insurance busi- 
ness through the Social Security Act, etc.). 

Government must carry the load for all; seven billions 
a year in expenses, over 100 alphabetical agencies. 

Heavy taxes; and raising only two-thirds of the 


money needed at present. 
Result: Wait and you'll see! You won't have to ask 


anybody. 
A.D.B. 
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WE OFFER: 


. A liberal agency contract. 

. A plan for financing your agency. 

. Accounting methods to guide you. 

. Proven plans for finding—training agents. 
. A liberal financing plan for your agents. 
. A unique supervisory system. 
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What about YOUR OWN future? 


As an insurance man you are continually asking your prospects to prepare for their futures. 


Have you ever given serious thought to your own? 
have put off doing so. Now is the time to do just what you ask others to do. 


The Minnesota Mutual has a few general agency ‘openings in various parts of the country. 


A $225,000,000.00 Mutual Company, 59 years old with an understanding, cooperative Home 
Office. 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 


If you are like many others, possibly you 


. Organized Selling Plan. 

. Unusually effective selling equipment. 

. Policies for every purpose: Regular— 
Family — Juvenile — Women — Group 
—Payroll Savings, etc. 

10. Low monthly premiums. 


Ocon™ 
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TO BETTER REWARD 





BETTER SERVICE 





A discussion of some of the principles that 
should underlie agents’ compensation plans, by 
O. J. Arnold, President, Northwestern National 
Life Insurance Company of Minneapolis, at the 
Annual Meeting of the Association of Life 
Agency Officers and the Life Insurance Sales 
Research Bureau, in Chicago. 











sented in this room, has been, like my own Company, de- 

voting a great deal of study over the past few years to 
the whole problem of compensation of agents. It is a knotty 
problem and one which will not be solved for some time to 
come. The Bureau is to be commended for the step it has 
taken in appointing an able and diversified group to study 
the problem. It is my hope such a committee will be a per- 
manent adjunct of the Bureau’s work. 

I say that because even though Northwestern National 
has announced a new plan of compensation, we by no means 
consider that we have the problem finally solved. Indeed my 
own conviction is that we have taken only the first tentative 
steps along the road of what will ultimately prove to be a 
long-time evolution in our compensation for agents and for 
general agents as well. At present, we are all bound by our 
contracts to pay these men on the old basis. Facing that fact, 
all we at Northwestern National could do was to offer our 
agents an alternative plan with the guarantee that we would 
pay them an amount at least equal to the earnings to which 
they were entitled under their contracts. It is gratifying that 
they have accepted the new plan whole-heartedly, but this 
contractual tie to old methods of compensation is simply in- 
dicative of the roots we have in old methods of agency opera- 
tion; and it will take an evolution of agency thinking as well 
as an evolution of methods of compensation before this prob- 
lem is wholly solved. May I also add that I believe once this 
evolution is completed, we in this business will look back 
on our present situation not as a troublesome one but as the 
beginning of a new era of greatly expanded opportunities, 
of enlarged new sales and of increased public goodwill for 
our companies. 

To my mind, therefore, the most important thing we have 
done in introducing our new plan of compensation—aside 
from certain new principles it establishes—is to alter the 
agent’s compensation in such a way as to have a powerful 
effect in altering his thinking about his job. Whether his 
altered thinking will evolve into a more realistic approach 
to the question of what is good selling, what is good busi- 
ness and what is sound from the standpoint of his own public 
relations, only time and our vigorous follow-up efforts will 
tell, But we do believe that where the agent’s compensation 
leads, there the agent is likely to follow; and conversely, we 
believe it takes ten times the effort to lead an agent in the 
direction we want him to go if, by chance, his compensation 
leads in the opposite direction. 

If this be true, then the details of Northwestern National’s 
plan are not an important consideration. The details have 
been geared to our own operations and may not fit your 
operations. But the principles we are attempting to estab- 
lish and the direction in which we are endeavoring to lead 
our agents are, to my mind, very important. And it is these 
essential principles I would like to dwell on here for a few 
minutes this morning. 


Teen Bureau, and I suppose almost every company repre- 
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_ Perhaps I can best get at a few of these principles by stat- 
ing four or five fundamental questions about compensation 
of agents—not endeavoring to relate them at all to the proc- 
esses which we went through in preparing our plan. And to 
highlight these questions, I am going to put our old system 
of compensation—a 55% graded first year commission and 
nine 5% renewal commissions—to the test of these questions, 
I do not want to spoon to be in the position of condemning 
the old system of compensation. That system has served 
a very useful purpose even though most of us, I think, agree 
that it is in need of some changes and alterations. Rather, I 
want to lay emphasis upon the fundamental things which 
our compensation should be accomplishing, and I ask you 
especially, therefore, to consider the conclusions we reached. 

he first question is this: Does our compensation gear our 
agent’s efforts directly to our means of making a profit? 
(When I speak of profits I am referring to the contributions 
made to the Company’s surplus and subsequently reflected 
in lower costs to policyholders. I use the word profit because 
— it is more apt in any analysis of our business opera- 
tions. 

We were not satisfied with the earnings of our agents. We 
felt their time and efforts deserved greater pay, and we had 
given serious consideration to increasing their pay. But we 
realized we would not be able to continue such an increase 
for long if our agents continued to do just the same’ kind of 
a job they were already doing. Hence we wondered if our 
compensation was really geared to encourage the agent to 
do the most profitable kind of a job he might do for us. It 
appeared to us this question was fundamental. 

Consideration of the question reveals some far-reaching 
truths. Profits in the life insurance business are made from 
renewal premiums. Though we sometimes confuse the issue 
by stating that a policy becomes profitable only after three 
or four or five premiums have.been paid, the real fact is that 
each and every renewal premium pays a profit and it takes 
the profit on two, three or more renewal premiums to cover 
the loss on the first premium. And the important thing to re- 
member is that the one is a source of loss and the other a 
source of profit in our operations. 

Putting the old compensation to the test, we could only 
conclude that it failed to meet the test of gearing our agent's 
efforts to our means of making profits. Assuming our agent 
had the choice of reselling a policy about to lapse and selling 
a new policy, he would always be likely to choose the new 
premium. His pay for the new premium was ten times his 
pay for getting the old premium—assuming the premiums 
were equal. Moreover, if he resold the old premium each 
year for nine years, he would never earn as much from his 
renewal effort as he did from the original transaction. 

We could only conclude, therefore, that our agent’s com- 
pensation failed to focus on our real source of profit. We 
recognized, of course, the importance of new business and 
that new business expansion is needed for any life insurance 
company. We were aware that the New York law recog- 
nized this fact even though it was intended to place a curb 
on new business expansion. But it seemed to us that the 
present very widespread public acceptance of life insurance 
evidenced by 65 million policyholders made this 10 to 1 em- 
phasis on new business somewhat outdated. We were not so 
much concerned with the 50% first year commission—which 
might or might not be a just retufn for the agent’s efforts— 
but we were concerned that the profit portion of the job, the 
protection of the renewal premium, suffered so severely by 
comparison. And we were concerned also that maintenance 
of the goodwill of our existing policyholders played so 
small a part in our compensation emphasis. 
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If 1 may digress just a moment, I would like to pay my 
tribute to the leading industrial companies in this particular 
respect. They have a difficult task in conserving business 
because of the market they serve; but they have had the fore- 
sight and pe 9 a to make conservation the first job 
of the agent and have linked their salesman’s basic earnings 
directly to that task with sound results both for the sales- 
man and the millions of industrial policyholders. That is a 
practical phase of industrial insurance which critical theorists 
too frequently overlook. Ordinary insurance, with its mil- 
lions of policyholders already on the books, could well emu- 
late this example in directing more of the agent’s compensa- 
tion to protection of insurance already in force. 

A second question is this: Does our compensation system 
reward our agent in proportion to his true worth—his real 
contribution to the ae and the policyholder? Since it 
was apparent that our old system of compensation was not 
geared closely to our means of making a profit, it seemed 
quite possible that there might be a wide discrepancy be- 
tween the amount a man was receiving from us and the real 
worth of his service to his own policyholders and his contri- 
bution to the welfare of the body of policyholders who make 
up the Company. Investigation of this angle proved that our 
doubts were well founded. Let me illustrate by taking two 
extreme examples. 

Agent A produces $100,000 of business and it lapses 100% 
before the second premium is paid, Under those circum- 
stances, we pay Agent A 50% of the premiums he brings to 
the Company. Agent B, on the other hand, produces $100,000 
of business and renews it well—say at Linton’s Table A. At 
the end of ten years, we find we have paid him only 10.9% 
of the premiums he brought to the Company. While these 
are extreme examples, it is always true under the old system 
of compensation that the agent whose business lapses faster 
receives the higher rate of pay. 

Take another illustration. Agent A produces $100,000 of 
business and lapses all but $10,000 the first year. Agent A’s 
contribution to the Company at the end of the second year, 
then, has been $100,000 of business produced at a loss and 
$10,000 of profit-producing business. Agent B, on the other 
hand, produces $100,000 of business and renews $90,000 the 
second year. His contribution has been $100,000 of business 
produced at a loss, but he has also contributed nine times as 
much profit-producing business. Yet at the end of the second 
year, we have paid Agent A 46% of the premiums he brought 
to the Company, while we have paid Agent B less than 30% 
of the premiums he brought in. 

We could only conclude, therefore, that the old system of 
compensation paid the agent at a commission rate which was 
in exact reverse of the agent’s real contribution to the Com- 
pany and to the policyholder. We believed, moreover, that 
a sound system of compensation must reverse this situation 
in such a way that the rate of compensation to the agent 
would increase as the business he produced showed greater 
profit possibilities, or in other words, a greater real contri- 
bution to the Company and the policyholder alike. 

This leads to a third significant question: If the old com- 
pensation system is not geared to our profits and if it pays in 
reverse ratio to the worth of the agent, is it possible that we 
in some instances continue to pay renewal commissions 
where neither the agent’s efforts nor our profits justify them? 

The answer is that we were paying some of our agents 
for unprofitable efforts—indeed for no effort at all. Some 
more examples will serve to illustrate. Agent A devotes all 
his time to new business and little or none to service. Only 
the natural persistency of his business acts to protect our 
profits on the business he produces. His lapse rate is high 
and his business as a consequence may represent a loss to 
us. But nevertheless we do actually pay him a renewal com- 
mission on such business as renews naturally and auto- 
matically, without effort on his part. 

Agent B, on the other hand, is a conscientious agent. He 
knows some of his business will renew without effort. He 
knows the preservation of business which threatens to 
lapse takes time and rewards him only meagrely in propor- 
tion to the same amount of effort on new business sales. 
But his loyalty to his Company and to his policyholders 
makes him devote his time to the job of conservation. Yet 
the pay he receives for that effort amounts proportionately 
to very little more than the pay which A receives for no 
conservation effort. And what is more important, A is paid 

Continued on next page 
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TO BETTER REWARD—Continued 


at exactly the same rate as B—a rate which has no relation- 
ship whatsoever to the comparative effort exerted by the 
two men. 

All of us know conscientious agents in our organizations 
who during the depression gave hours and hours every day 
to servicing old policyholders, time which these agents could 
ill afford to give when new business was hard to get. Their 
earnings jail red because new business suffered. The most 
conscientious agent in terms of serving his policyholders 
suffered most—although in so doing he was protecting the 
Company’s profits. And surely we must admit that in the 
light of our own interests, the work he did to conserve his 
business was woefully underpaid. 

Our third conclusion, therefore, was that a sound com- 
pensation plan must concentrate rewards where effort is 
needed and must eliminate any reward, in so far as possible, 
that is paid without a corresponding effort on the agent's 
part or that is paid at the expense of a loss to the Company. 

Now one more question: Since the old plan of compensa- 
tion pays the same first year commission and renewal com- 
mission regardless of whether the agent’s business is profit- 
able or unprofitable, are we able truly to exercise control of 
our agency expense? 

Here again we were forced to a negative conclusion. There 
was little or nothing we could do about an agent who 
neglected his renewal premiums. Indeed the old system of 
compensation gives direct and emphatic preference to new 
business—good, bad or indifferent. And while we might 
stress conservation and policyholder service and need sell- 
ing and programming and low-pressure selling, our most 
energetic efforts in this direction were constantly at odds 
with our compensation which encouraged a hard- -pressed 
agent to get some new business—regardless of how it was 
sold or whether it had any chance to persist at all. He was 
encouraged to proceed on that basis because his rate of pay 
was the same regardless of whether the business was good 
business or bad business. 

I won’t dwell on that point longer, but I want to em- 
phasize the conclusion we reached. We reached the con- 
clusion that good business for us demanded a plan of com- 
pensation which insured an adequate volume of profitable 
renewal premiums for every dollar expended in total com- 
pensation—new and renewal. We believe the agent’s rate 
of pay reflected in his total compensation should be directly 
in proportion to our profits on his business. To put it another 
way, we believe that an increasing volume of renewal pre- 
miums from the new business we are now selling is far 
more important to us than a larger agency organization or 
more new business or any other consideration. The prime 
goal we have set is the attainment of a much greater number 
of profitable renewal premiums coming from whatever or- 
ganization we have and whatever new business volume we 
get. We believe a true control over our agent’s compensa- 
tion in terms of the persistency of his business will produce 
this result and at the same time serve the interest of our 
policyholders, increase the profits accruing to them, justify 
an increase in the earnings of our agents, and stabilize our 
agency employment. 

Now let me summarize these conclusions and then I will 
tell you in a word how we have endeavored to meet them. 
In summarizing them I shall refer frequently to our profits, 
and I ask you, again, to keep in mind that by “profits” I 
mean contributions to surplus subsequently reflected in 
lower costs to the policyholder. Here are the principles: 

1. Our compensation must gear our agent’s efforts directly 
to our means of making profits. This can only mean that his 
largest potential rewards must come from renewing busi- 
ness rather than from producing new business. 

2. Our compensation must be so constructed as to relate 
the agent’s rate of compensation directly to his worth in pro- 
ducing profits and cutting losses for the Company, and in 
contributing to the welfare of the public we serve. 

Our compensation must be so constructed that it pays 
better rewards than at present when real effort is required 
to protect our profits, and pays no reward or even penalizes 
the agent who through lack of effort jeopardizes our profits. 

Our compensation must be controlled in such a way 
that the agent’s combined earnings from his new and re- 
newal commissions are in direct proportion to our profits 
derived from his business. 


BEST'S LIFE NEWS 








—_ oe — mee ee 


se ee aaa eeenelUCemrlC Kl. CU 


ation- 
y the 


ations 
‘y day 
could 
Their 
most 
»Iders 
ig the 
n the 
ve his 


com- 
ort is 
sible, 
Fent’s 
pany. 
ensa- 
com- 
rofit- 
rol of 


Chere 
who 
‘m of 
new 
night 
sell- 
most 
odds 
essed 
was 
Was 
t pay 
good 


em- 
con- 
com- 
table 
rom- 
rate 
ectly 
ther 
pre- 
> far 
n or 
rime 
nber 
* or- 
> we 
nsa- 
luce 
our 
stify 
our 


will 
lem. 
fit S, 
5” I 


| in 


ctly 
his 
usi- 


late 
To- 
1 in 


ays 
red 
izes 
fits. 
vay 

re- 
fits 


VS 








Mr. Linton stated this morning that 
the Bureau Committee on Compensa- 
tion would study our plan and other 
plans carefully. May I express a con- 
viction based upon our own experience 
in this matter. These various plans 
will prove of great interest but I per- 
sonally hope the committee will seek 
first to agree upon the principles which 
should govern agents’ compensation, 
testing each and every plan in the light 
of such principles, as they adopt—much 
as I have endeavored to test the old 
plan of compensation against these 
principles I have enumerated. In our 
own case, seeking to conform to the 
principles I have enumerated, we hit 
upon the base ratio or minimum per- 
sistency requirement as the simplest 
and most effective way to meet these 
principles and we found that any num- 
ber of plans might be built using this 
same method 

Now in just a word or two let me 
tell you how we have endeavored to ar- 
rive at these ends in the compensation 
plan we have set up. Perhaps a brief 
description of our own plan will help 
to clarify the principles which I think 
are the important things for all of us to 
consider. 

First, we have geared the agent’s 
greatest potential source of earnings to 
the persistency of his business—in keep- 
ing with the first principle. To illus- 
trate with extreme examples—an agent 
who renews his business 100% for nine 
years under the old plan would at the 
maximum receive in renewal commis- 
sions 90% of what he made on his first 
year commissions—the relationship of 
nine 5%’s to a 50% first year commis- 
sion. With a 100% persistency under 
our plan, his renewal commissions—as- 
suming a $30.00 average premium— 
would be 240% of his first year com- 
missions. As the agent’s persistency 
falls off, this rate also falls off, until at 
low persistency percentages our plan 
pays him no renewal commissions at 
all. The essential point here, however, 
is that his greatest potential earnings 
no longer come from new business com- 
missions. They come from attaining 
high persistency. To increase his earn- 
ings substantially, therefore, he must 
write only new business that persists. 
Hence his earning power is geared to 
lowering new business costs and raising 
renewal profits for us. 

Second, in keeping with the second 
principle, our plan is so constructed that 
the agents’ renewal commission earn- 
ings—translated into a per cent of the 
renewal premiums on his business— 
show an increasing renewal commission 
rate as his persistency increases. At 
Linton’s A Table—assuming an aver- 
age premium of $30.00—his renewal 
commission rate is 11.3% instead of 
5%. At a persistency running just half of Linton’s Table 
A, his renewal commission under the new plan would be 
1% instead of 5%. His renewal commission rate— in terms 
of a percentage of the premiums—steps up rapidly as his 
persistency increases. 

Third, we accomplish these results by eliminating from 
renewal commission payments a certain portion of the 
agent’s renewing business. By eliminating commission pay- 
ments altogether on a portion of the business, we are able 
to concentrate renewal compensation on higher persistency 
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which we know takes good selling and conscientious service 
to attain, and we eliminate, in large part at least, commission 
payments for effortless or natural persistency. This is in 
accordance with the third principle. For example, we place 
a minimum or base persistency requirement for 1939 of 
approximately 50% on the business our agent produced in 
1938. On this portion of his business we pay no renewal 
commissions in 1939. But we pay a much larger flat com- 
mission per thousand on each $1,000 he renews in excess of 
Continued on next page 
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TO BETTER REWARD—Continued 


50% of the volume he produced last year. If he renews 
70% of his business, for example, we pay him $10.00 per 
thousand on each thousand over and above the base—or 
$10.00 a thousand on 20% of the original business. And 
$10.00 per thousand on that amount corresponds to about 
a 10% commission on the full 70% renewed. If he renews 
90% of the business, he receives the $10.00 per thousand 
on 40% of the original business, or about 15% on the pre- 
miums on the full 90% renewed. If the business of any one 
year renews at an amount less than enough to meet the 
base ratio, we charge or debit the agent on the deficiency 
at the same rate per thousand. The difference between the 
base we require and the amount he renews, therefore, de- 
emg what his total renewal commissions will be, and the 
higher his renewal ratio, the higher the rate of pay. 

Each year, a new series of base ratios are set for the 
business produced in each of the preceding nine years. Nine 
a are taken to conform with existing agency contracts. 

he business produced a year ago has a different base, of 
course, than business produced nine years ago, but the im- 
portant thing is that out of the production of each of the 
nine preceding years a certain amount must be renewed in 
the current year. 

Thus he is rewarded at an increased rate as his persistency 
improves and penalized at an increased rate as his per- 
sistency falls below the base into the area where poor selling 
and lack of service are obvious. 

Finally, as to our control of expense. I think you must 
agree that control of expense means not so much controlling 
the dollars we put out but controlling the returns we get 
from each dollar expended. Of course we have a control— 
a very close one—over the dollars we spend. And we con- 
trol those dollars in relation to our profits. We are not 
committed to a fixed dollar outlay based on gross premiums, 
regardless of profit. And more important, we control the 
dollar return. We have accomplished this result by linking 
together the new and renewal commissions paid the agent 
in such a way that the renewing volume in its relation to 
the original volume produced is the governing factor i in the 
total amount of compensation we pay. If the agent’s busi- 
ness is of poor quality, his renewal commission rate goes 
down rapidly enough to reduce his renewal commissions 
accordingly, and the total pay he receives over ten years 
will be in keeping with the value of his business. If the busi- 
ness of any one year falls below the base, the resulting 
charges against commissions earned on the business of other 
years act to reduce the over-all compensation and keep it 
in line with the actual value of his business. If on the average 
the agent’s business renews only at our base, his renewal 
commissions disappear entirely. If this should happen, our 
attention is forcefully directed to the question of whether 
that agent’s business is yielding any profit to the Company. 

I might add also that because we have made the renewal 
commission earnings potentially greater than the agent's 
new business commissions, the incentive always is to at- 
tempt to increase his pay by better persistency and there 
is no incentive to attempt to run up his earnings by sub- 
mitting poor quality new business. Indeed, to submit poor 
quality new business simply decreases automatically his 
renewal commission rate and leaves him no better or even 
worse off. 

Thus the plan steadily and surely works to bring about a 
correct relationship between our net profits from new and 
renewal premiums on any block of business he produces 
and the total compensation—first year and renewal—we 
pay. for that business. 

his ability to control our total outlay strictly in accord- 
ance with our profits on the agent’s business and the effort 
put forth by the agent to protect our profits is to my mind 
one of the most important features of the plan. The old 
basis of compensation lends itself all too readily to heavy 
first year commission expense with little or no definite con- 
trol over the return we receive from that expenditure. In- 
deed, we cannot even prevent additional commission pay- 
ments at 5% on whatever business remains, even though 
the bulk of the original business may have lapsed at great 
loss to us. Good management requires that we have our 
compensation so controlled that we assure ourselves of an 
adequate dollar return from every dollar paid in agents’ 
compensation. 
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I have attempted to limit myself only to the essentials 
of our plan and the four most important underlying prin- 
ciples as I see them. In setting up the new form of com- 
pensation, however, we took advantage of the opportunity 
to introduce certain other desirable changes. For instance, 
by paying renewal commissions in equal monthly instalments 
we provide a basic income for our agent; and by tying our 
renewal commissions to thousands of business renewing 
instead of to premiums (which could have been used equally 
well), we have assured equal service to all our policyholders 
regardless of type of policy. Both these moves, moreover, 
greatly simplify our agency accounting. The plan also aids 


‘both the Company and the general agent in the problem of 


financing agents and points a way to at least partial solution 
of the problem of the new man. [ shall be glad, of course, to 
give any of you individually any further information you 
desire on such points, but time does not permit my dealing 
with them now. Suffice it to say that we believe the plan 
meets the basic requirements or needs of our compensation 
problem because (1) it gears our compensation to our way 
of making money, (2) it pays the agent at a higher rate as 
he does a more profitable job, (3) it eliminates rewards which 
do not represent real effort on the agent’s part or real profit 
to us, and (4) it so controls our total compensation outlay 
as to relate it constantly to the persistency of the agent’s 
business and hence to our profits. 

Now may I close on one thought. We in the life insurance 
business have done a magnificent job of building public 
acceptance in the past fifty years or more. We have done 


it largely by rewarding our agents liberally for spreading 
the gospel of life insurance to new people and new policy- 
holders. But I wonder if we are now capitalizing fully the 
job we have done in that respect. We still are rewarding 
our agents very liberally for new business. But will we not 
be missing a chance to serve our public better, and a chance 
ultimately to reduce the cost of life insurance—if we fail to 
focus our agent’s attention on proper, careful, low-pressure 
cultivation of this public acceptance we have so effectively 
won: 

I am inclined to think so, for as I see the great opportunity 
in our business today, it lies not in trying to get 10 or 15 
million more policyholders to be added to the 65 million 
we now have. It lies in cultivating carefully the market we 
now have, in insuring its goodwill, in protecting its present 
stake in life insurance, and in increasing the thin veneer of 
protection we have laid over that market. Therein lies a 
great future for life insurance. But it will only become a 
reality if we adjust our thinking and our compensation 
and our efforts toward these goals. I think we can make no 
better start in that direction than to recognize that the re- 
newal premium which extends protection and reduces the 
cost of insurance to the public ought to be something more 
than the accidental or residual product of new business effort. 
Rather, I believe, if we make our prime objective the service 
we perform for the market we have already so well won, 
we in this business can enter on an era of lower costs, 
greater profits to our policyholders, and increasing volumes 
of protection in force for the American people. 





CONSUMER SURVEY—Continued 


TABLE II 


RELATIVE POSITION OF LIFE INSURANCE IN 
AVERAGE ANNUAL EXPENDITURE FOR INDIVIDUAL ITEMS 


6 LARGE CITY AVERAGE 


BY EQUAL DIVISION OF FAMILIES 


Based on Total Families 
DIVISION OF FAMILIES BY QUARTERS 
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REVIEW OF THE YEAR 





In this address, Mr. Grant reviews with brevity and 
clarity the principal developments in life insurance over 
the past year, together with observations on the future 
derived therefrom. The problems he discusses are also 
the problems of life underwriters everywhere—for their 
success must follow the fortunes of the life insurance busi- 
ness as a whole. This article is recommended by the 
Editor, as it will serve to give a perspective and balance 
to the whole picture which cannot be achieved in separate 
{yet unrelated) studies, however good they may be indi- 
vidually. 











President I would be happy indeed were I able to bring 
to your notice important issues or events that have not 
already received your attention and thoughtful consideration. 
But this I feel incapable of doing. And so I will ask you to 
review with me some of the events and developments of 
the year most certain to influence the future of our business. 
Such opinions or prophecies as I may express will be based 
upon personal observations and discussions with many com- 
pany executives visited within the year. From these ex- 
periences I submit that we may agree on four developments 
of major interest to us during this 12 months’ period: 
(a) The developments and changes under Social Security. 
(b) The Temporary National Economic Committee In- 
vestigation. 
(c) The continued lowering trend in investment returns. 
(d) The growing appreciation of the need of a constantly 
improving Public Relations Program. 


SOCIAL SECURITY 


B PRESENTING the traditional annual address of the 


Those changes in the Social Security Act which are generally 
considered favorable to our business are: 


(a) The discarding of the huge reserve theory and avoid- 
ance of increased taxes necessary for the creation 
of that fund. 


(b) The definite fixing of the status of our commissioned 
agents as to unemployment coverage. 


(c) The changing of the death benefit from a lump sum to 
an income basis. 


Those things about which we may well feel doubt or appre- 
hension are: 


(a) The extension of the coverage under certain con- 
ditions to widows and children—complete family 
protection. This has so enlarged the field covered 
that it is calculated that when the amended act be- 
comes effective January 1, 1940 the total potential 
benefits will be equivalent to approximately $60,- 
000,000,000.00 of life insurance—more than one-half 
the total amount in force among all American Com- 
panies. 


(b) The determined attempt made before Congress by the 
hairman and others on behalf of the Social Se- 

curity Board, to still further enlarge its scope to 
provide hospital, maternity and medical benefits— 

and even to include a weekly income during dis- 
ability from accident or illness. All this was recom- 
mended at an estimated additional tax burden of 


$850,000,000.00 per year. 


ADDRESS OF W. T. GRANT 


Before Meeting of the American Life Convention 


THE T.N.E.C. INVESTIGATION 

When it was announced that this committee would investi- 
gate Insurance Companies the general reaction among insur- 
ance men was wonderment as to why a Committee appointed 
to investigate monopolies should include Insurance Com- 
panies. Certainly we in the business know that instead of 
monopoly the keenest competition exists. Then we were in- 
formed that the investigation would be primarily to de- 
termine the effect upon the National economy of the in- 
vestment policies and practices of the Insurance Companies. 
After several months of examination of companies’ files and 
records and before public hearings began the Chairman of 
the Committee made this significant statement: 


“At the outset f want to make it clear that this inquiry does 
not attack and in no way questions the adequacy of the 
reserves of any insurance company within its scope. No 
policyowner need have any concern that any fact brought 
out in this inquiry will in any way jeopardize the pro- 
tection which he counts upon through his insurance 
policy.” 


This was reassuring to policyowners and company manage- 
ments alike but was difficult to reconcile with the spirit 
evidenced at times by those representing the Committee. 
As the hearings progressed the following principal facts 
were developed: 


(a) That the insurance business is a big business and 
that some of the companies are big companies. 
From certain questions put to the witnesses it 
might well be inferred that the Committee, or those 
speaking for it, believe that some companies are 
too big. Well perhaps some of us here today associ- 
ated with small or medium sized companies, have 
in times past told our prospects not to insure with 
a company that was too big. But—when is a com- 
pany too big? Certainly the biggest one that exists 
today offers policyowners every advantage, whether 
it be in cost or character of service that is obtain- 
able elsewhere. And the new Government Insur- 
ance Company, by name, Social Security, is al- 
ready nearly twice as large—measured by premium 
income—as the largest among all private ones. Can 
a company be too big only when under private, 
but not under politically appointed, management? 


(b) The Committee gave prominence to the fact that 
Companies have kept themselves informed con- 
cerning pending legislation and when measures 
detrimental to the best interests of policyowners 
were introduced sought vigorously to oppose such 
legislation. They found cases where methods used 
were admittedly improper. We may be sure that 
in all such instances the executives of companies 
involved will not only condemn wrong practices but 
take decisive steps to prevent their repetition. 

The Committee assembled figures showing the com- 
paratively few policyowners of mutual companies 
who exercise their right to vote for officers and 
directors. This is unfortunate but not surprising 
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when we consider the problem of persuading our 
people to vote even at Presidential elections. Per- 
haps this failure on the part of the policyowner 
is evidence of his confidence in the management of 
his Company. 


(c) The Committee dwelt upon one of the real and age- 


old problems of the business—that of lapses. Un- 
questionably one of the most important factors 
in determining lapses is over-selling and wrong 
selling. Certainly no other one problem has oc- 
cupied as much intelligent and consistent study 
within the past decade as has this question of re- 
ducing lapsation. And the gratifying fact is that 
we are making notable progress. More and more 
we understand that the potential lapse begins not 
when a renewal falls due, or not even when the 
initial sale is made, but clear back to the very be- 
ginning—the selection of the salesman. Selling the 
wrong type of contract is due to ignorance—not 
willful intent—in most instances. If the Committee 
by centering attention on this problem has helped 
us to a greater appreciation of its importance, they 
will have rendered a distinct service. As for over- 
selling—yes a factor but a minor one I believe. For 
every case of over-insurance—provided it is well 
arranged—there will be many times the number of 
uninsured. And it must not be assumed that the 
salesman is always the one responsible. It may be 
overbuying instead by those same enthusiastic and 
optimistic individuals who drive Cadillac cars on 
Ford incomes and whose chief concern is to “keep 
up with the Joneses.” 


(d) The Committee questioned officers of various com- 


panies on the fact that certain changes in premium 
rates, or of interest returns payable on policy pro- 
ceeds had been made at or about the same time. 
The line of qustioning indicated a desire to as- 
certain whether or not there was improper agree- 
ment between companies in taking similar action 
on identical dates. As I read the record of pro- 
ceedings I found no evidence of any conclusion of 
improper action in this respect. The effect of in- 
creasing costs and decreasing income from lowering 
investment yields fell upon all Companies at the 
same time. It was both logical and proper that 
whatever steps were necessary to meet these 
changed conditions should be taken promptly. Com- 
petition alone would compel acting at approximately 
similar dates. 


(e) The Committee went quite thoroughly into the effec- 


tiveness, or perhaps even the necessity, of the life 
insurance agency system as it now exists. Again 
they were joining with us in a problem entitled to 
all the aid it can receive from any source whatso- 
ever. I dare say more time and thought has been 
devoted within the past 10 years to the devising and 
adopting of means for improving the standard of 
the American Life Insurance Underwriter than in 
all the previous history of the business. Certainly 
no one can fail to observe the tremendous progress 
already achieved. And let’s not forget either that 
imperfect as it has been it is yet responsible for 
having made America the best insured among all the 
Nations of the world. Think of it—less than 7% 
of the world’s population but with 70% of all the life 
insurance in force. Before condemning or even 
questioning the system too severely suppose we 
compare its record with the only example we have 
of voluntary Government insurance. The War Risk 
Bureau had at its peak some 4,700.000 policies in 
force for approximately $40,000,000,000.00 of insur- 
ance, with administration expenses borne by gen- 
eral taxation the rates were lower than could be of- 
fered by private companies. Yet today only 600,000 
of those 4,700 000 contracts are in force with the in- 
surance dwindled to some $2,500,000.000.00—a lapsa- 
tion of more than 90% by a group at the very ages 
when protection was most needed. Surely no greater 


Continued on next page 
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The Income for Life idea, originated by the 
Fidelity in 1902, no longer needs to be sold to 
the average man or woman. But not every 
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proof need be offered of the vital importance of the 
life underwriter in helping the policyowner main- 
tain his protection and minimizing the lapse evil 
about which the Committee was so greatly con- 
cerned. 


(f) Many of the questions before the Committee indicated 

the possibility—or perhaps probability—of recom- 
mending federal supervision, if not even federal con- 
trol of life insurance. This Convention has on 
previous occasions expressed its full approval of the 
present system of state supervision. Certain it is 
that under this system encouragement has been 
given to the establishment and development of many 
companies widely distributed throughout the states, 
In few instances—and those in states of sparse pop- 
ulation—are we without one or more local com- 
panies. 
These companies have contributed materially to the 
upbuilding of their local communities and have 
helped distribute rather than concentrate the ac- 
~- of policyowners’ savings throughout the 
and. 


If there be merit in the theory—and I neither sug- 
gest nor believe there is—that a financial institution 
can become too large—then the surest protection 
against that possibility is the maintenance of our 
present system of state supervision. With rare ex- 
ceptions these supervising officials are and have 
been men of ability and integrity—with a keen sense 
of responsibility to policyowners and to companies 
alike. The standard of our State Supervising off- 
cials is higher today than at any time in the history 
of the business. Let us stand ready to vigorously 
oppose any change in our present system of State 
Supervision. 


THE $250.00 BURIAL BENEFIT IDEA 


It was not until the closing days of the inquiry that the line 
of questioning gave hint of a comprehensive government life 
insurance program that many of us have suspected would be 
eventually revealed. All throughout the inquiry special ef- 
fort appeared to have been made to discredit in every pos- 
sible way industrial life insurance. Admitting its normal 
share of imperfections it would seem that any inquiry in- 
tended to bring out all important facts pertaining to the 
business would have given some recognition to the many 
creditable achievements of industrial life rather than to im- 
pose upon the public mind nothing but unfavorable impres- 
sions. It does not seem reasonable therefore that following 
such a consistent policy there should have been brought be- 
fore the Committee an Actuary for the Social Security Board 
to be questioned concerning the possibility of providing 
burial benefits—an amount of $250.00 being the tentative 
amount suggested—unless it was a part of a comprehensive 
program to finally recommend that Social Security eventu- 
ally compete with or displace industrial life insurance as it 
now exists. 


This should occasion no surprise to anyone who has recog- 
nized the determination On the part of many of those who 
now wield political power to gradually but surely bring as 
large a portion of the Nation's industry under government 
control or operation as they may be permitted to do. 


We have seen during the last Congress the effort made by the 
Chairman of the Social Security Board to enlarge tremen- 
dously its scope. I have already referred to the effort made 
by the Social Security Board to many additional benefits 
at a cost of nearly one billion dollars per year. 


With such a program in mind, with the machinery for the 
collection of the individual premiums on more than 30,000,- 
000 citizens already installed, with the very human ambi- 
tion to make their business still bigger and bigger; is there 
reason to doubt that ultimately a determined effort to include 
plain life insurance as so-called Social Security will be made? 
If successful what reason to believe that those in power will 
be satisfied with a modest $250.00 sum? Why not double for 
several times that figure? 
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of evolution have given him 
the ability to live comfortably 
amid the violence of an arctic 


climate. 


Through the development 
of life insurance, man has 
been given a means of protec- 
tion against the severity of 


economic crises. 
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It is of course for the American people to finally decide 
whether they want the business of this Nation gradually 
delivered into the hands of politically appointed administra- 
tors. I’m not attempting to advise you what your course 
should be. I am pointing out however what seems to me to 
be a clearly defined program and suggesting that unless we 
are ready to acquiesce in it we had better be strengthening 
our forces in opposition to it. 


DECLINING INTEREST RATES 


During most of the 150 years of this Nation's history the 
earning power of money has been permitted to be fixed by 
the economic law of “supply and demand.” No individual or 
government agency attempted to or had the authority to 
determine what the reward for thrift should be. But recently 
there has grown up a new theory of economics under which 
we assume to fix a minimum wage which the worker must 
receive for his services but a maximum wage which earnings 
he saves may earn. 

Only a few years ago we began to realize that we had new 
competition in the lending field—competition that almost 
immediately began to lessen our opportunities for safe in- 
vestment of policyowners’ savings at rates which over long 
years they had been accustomed to receive. 

This competition came not from private institutions but 
from government agencies which funds were obtained at low 
rates through the credit of the United States itself. One by 
one these agencies multiplied until today there exists a score 
or more ox tineen The justification for their existence is 
attributed by their sponsors to a widespread need for loans 
at rates which banks, insurance companies and other private 
financial institutions, with all their accumulation of cash, are 
either unable to or unwilling to grant. The announcement 
of such a program was calculated to carry a strong appeal to 
the average citizen—and voter. For the average man or 
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woman thinks of interest as something that the poor man 
pays and the rich man receives. Of course there never was a 
greater fallacy. The interest paid by those who are really 
poor or financially distressed is and always has been of com- 
paratively insignificant amount. It is the rich and well-to-do 
who borrow most and profit most when interest rates go 
down. Any banker, any insurance executive, any lender ex- 
cept the loan shark type, knows well that this is true. 


The richest man we ever had in my home town was our 
heaviest borrower and largest interest payer. That in gen- 
eral is still true today—both in my town and yours. In justice 
to our policyowners we must find the means of getting these 
simple truths better understood. 

Do not misunderstand me—I am not charging government 
agencies with being solely responsible for present investment 
yields. But I want the records to show—even at the expense 
of repeating what I and many others have said on this sub- 
ject on previous occasions—that any arbitrary lowering of 
interest penalizes the many at the expense of the few—it 
encourages and glorifies the borrower while it discourages 
and penalizes those who save. 

What are the facts as to the returns on the people’s sav- 
ings in the two largest groups for which accurate figures are 
available? Both Mr. O. J. Arnold, President Northwestern 
National Life, and Mr. Claris Adams, President Ohio State 
Life, after careful analysis have reported the net earnings on 
life insurance investments to have shrunk by approximately 
144% for the year 1938 as compared with 1929. 

In a recent address Mr. Winthrop W. Aldrich, Chairman 
of the Chase National Bank of New York, gave figures show- 
ing that the interest rates paid depositors by all members 
of the National Association of Mutual Savings Banks 
dropped from 4.46% in 1929 to 2.43% at the beginning of 
1938. : 


Continued on next page 
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| April, 1851—Railway at last linked Great Lakes with 
| New York City—over a year after The United States Life's 
| foundation. 

| Today the whole world is linked by avenues of trade and 
travel. Write for “New Horizons," booklet explaining how 
eur international organization keeps up with the times, 
| continues its traditional service to policyholders at home 
j 


and abroad. 


The United States Life 
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| Insurance Company 
| IN THE CITY OF NEW YORE 
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101 Fifth Avenue New York, N. Y. 





















Retroaction 






Insurance is not a static thing. New 
conditions, ofttimes unpredictable, make 
new changes desirable. State Mutual's 
tradition of making new policy changes 
retroactive is that kind of liberality 
that earns sincere good will. Indeed— 
State Mutual's very history is a revela- 
tion of the retroactive principle. 
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REVIEW OF THE YEAR—Continued 
Who Then Pays the Price When Interest Declines? 


If not the rich then, upon whom does the penalty of low 
investment yields fall, and with what results? 


(a) First comes the 65,000,0% policyowners of American 
Life Insurance Companies who by dint of industry 
and thrift have accumulated the sum of $26,000,000,- 
000.00 to protect themselves and families whether 
they die too soon or live too long. The loss of 14%% 
on these savings means over $400,000,000.00 per year 
and must be offset by an ultimate increase in the 
cost of their insurance of from $3.00 to $3.50 per 
year per thousand. 

(b) Next comes the 44,000,000,000 depositors in Savings 
Banks with an average account of slightly less than 
$600.00 but with a total of over $22,000,000,000.00. 
And because of the reduction in the wages which 
their savings can earn—for interest is merely an- 
other name for the wages which money earns—they 
will receive this year some $500,000,000.00 less than 
under the rates in effect 10 years ago. 

(c) Another group includes the several million depositors 
in Savings & Loan Associations who are suffering 
in equal degree—the current rates being approx- 
imately one-half those in effect until Government 
competition became so general. 

(d) The penalty falls heavily upon those individuals in 
their sunset days who having practiced throughout 
their productive years the principle of thrift had 
reached the point where their savings, yielding nor- 
mal return, would enable them to live comfortably 
throughout their retirement years. But with normal 
returns replaced by lower ones—often the income 
will no longer suffice. Some endeavor to meet their 
new problem by seeking part-time work—competing 
with those already unemployed; some have had to 
relinquish the home in which they had hoped to 
spend their remaining years and go and live with son 
John or daughter Mary. Another house for rent; 
another order to take out the telephone, turn off the 
gas, water and electric lights; just another factor 
toward liquidating instead of stimulating business— 
of retarding rather than hastening recovery. 

(e) All the colleges and universities and hospitals with 
endowment funds to invest are among the victims 
of this sudden change in investment opportunities. 
Fewer scholarships for worthy students—fewer 
charity patients cared for in hospitals no matter 
how severe the need—all these the inevitable result 
when the earning power of accumulated savings is 
impaired. 


The aggregate of the funds held by these groups alone— 
excluding many, many more—is estimated at $70, 000,000, - 
000.00. If the reduced earnings on all these funds is equal 
only to that shown by the experience of life insurance com- 
panies alone, then the total loss to the members of these 
groups exceeds $1,000,000,000.00 per year. 

I do not presume to know the answer to this situation. | 
insist, however, that it is my duty and yours to make it our 
business to know that those who make our laws understand 
that in forcing interest rates down, either by direct enact- 
ment as in the case of Federal Land Bank Loans, or by es- 
tablishing Government lending agencies with authority sO 
to do, who it is upon whom the loss of income falls most 
heavily. After all there are less than 10,000,000 individuals 
with mortgaged homes or farms in this entire United States 
who could benefit by a reduction in mortgage rates against 
the 75,000,000 or more who are penalized thereby. Some day 
some one seeking votes is going to come to the aid and rescue 
of the multitude who save and let his opponent appeal for 
popular acclaim by promising still further relief to the 
smaller group who borrow. 


ARE WE TALKING POLITICS? 
Are some of you saying “The President of the American 


Life Convention is talking politics”? Yes, I certainly am and 
I’m talking frankly and freely under the theory that I still 
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live in an America where freedom of speech is guaranteed 
and without fear of either concentration camp or exile. And 
I wish I had begun long ago and talked more frequently and 
more vigorously than I did. For today every business plan 
or transaction must be considered in the light of laws and 
regulations enacted or imposed by politicians. 

Business men in general are rapidly coming toa realization 
of this situation. At the last meeting ever attended by former 
President, J. B. Reynolds, in exercising his traditional privi- 
lege of moving the adjournment of the meeting said: 

“Sometimes I have heard it said, ‘Don’t let politics get in 
too much.’ Politics never hurt the American Life Conven- 
tion and never will. The men who compose this Conven- 
tion have too much common horse sense—I won't say 
horse and bugev sense, but too much common horse sense 
—to allow politics to override their better business judg- 
ment. They want to discuss politics. You know politics 
makes government, and government is in business and if 
we are going to discuss business we are going to discuss 
government some and maybe politics some. But it never 
hurt me to hear a man say something that I didn’t agree 
with politically or in a business way either. That is the 
way we accomplish things.” 

If you decide tomorrow to add a new form of policy or 
modify an old one, its provisions must comply with laws and 
regulations enacted and imposed by politicians. If there 
comes to your office tomorrow an applicant for an agency, 
before making his first solicitation he must be licensed under 
laws enacted by politicians. Every investment made by your 
Investment Committee must comply with laws enacted by 
politicians. 

I am not speaking of the politician in any uncomplimentary 
sense—but rather as one who is performing the duty which 
we too often shirk—interesting himself in the affairs of the 
Government under which he lives. And neither must our 
participation in politics be limited to attempting to influence 
legislative measures, once they have been introduced. We 
know of course that our interest should begin at the primary, 
continue at election time, and become ever more active once 
the candidate has become the individual whose vote may 
determine the success or failure of measures affecting the 
welfare of our business. 

In that scholarly Presidential address delivered before you 
five years ago, Mr. Frank Keesling admonished us in these 
words: 

“We have at all times, I think, overlooked one very im- 
portant method of procedure. We should mobilize our 
forces to inform the legislator at an opportune time and 
place, that is while he is at home. A friendly approach and 
presentation of the essentials of life insurance, a simple 
dissertation on ramifications would prepare the individual 
for presentation of the case, whatever it might be, when the 
legislature or Congress is in session. It is not fair and it is 
not practicable to attempt this when the legislatures are 
in session, It will result in enlightened action by those 
who have a serious concept of their responsibilities. The 
duty should be assumed by company executives and their 
field forces as a part and parcel of the service they are 
employed to render to their companies.’ 

If it was already important that we recognize our political 
responsibilities when former Presidents Reynolds and Kees- 
ling contributed such sound and timely counsel it is vital that 
we do so now. For within the short time that has since 
elapsed more legislation has been threatened or enacted, that 
would infringe upon the rights and welfare of policyowners 
than in any similar period of the business. Let’s not only re- 
solve to be better citizens—better Americans in this re- 
spect—let’s put that resolution into timely effect. 


A STILL BETTER SERVICE 


It may be that the ever growing tendency to impose re- 
strictions and stifling regulations on business will finally 
persuade us to more faithfully exercise our influence in se- 
lecting those who determine the laws under which we oper- 
ate. But over and above everything else of immediate 
importance is that we submit ourse!ves to a rigid reappraisal 
of the character of our service and endeavor by every pos- 
sible means to ascertain the public’s attitude toward it. It 
should not require an investigating committee nor an Elmo 

Continued on next page 
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New Building Item No. 1 
Bankers Life promises to set an all-time record 
for ‘Firsts’ with its new Home Office Building, 
now in final stages of construction. To wit: 


a ae 


FIRST with a “Kibitzers' Gallery" for spectators at 
- _ building site, now widely publicized and 


pied. 

FI RST | > utilize Corning Glass Company's newest large 
units of molded glass for decorative panels in 
exterior design. Rockefeller Center has somewhat 
similar panels, in smaller units. 

FIRST in America to adopt a combination of radiant 
heating and air conditioning. 

and now 

FIRST to install newest type of street electroliers which 
engineers say will someday be standard equipment 
on major streets of metropolitan centers every- 
where. 


New Building Item No. 2 


Toronto’s London Life, occupant of one of this 
continent's most beautiful Home Office build- 
ings, plans an addition to that structure, compli- 
mented Bankers Life recently by sending a 
delegation to Des Moines to inspect the Bankers 
Life building project. Heading the delegation 
was Managing Director E. E. Reed; his com- 
panions, Robert E. Reed, son; O. D. Newton, 
Secretary, and Architects D. A. Hennigar and 
P. A. Deacon. 
New Building Item No. 3 

Engineering News-Record, “bible” of the 
building trades, devoted five full pages in its Oc- 
tober 26th issue to the new Bankers Life Home 
Office building, classed it as one of the “ten 
notable buildings of the year.” 


New Building Item No. 4 


Innovation in Des Moines will be trees— 
European Lindens—growing up out of the side- 
walk on three sides of the new Bankers Life 
Home Office. Thus, to the city’s business dis- 
trict, Bankers Life will bring a touch of the 
wooded slopes, valleys and ridges which add 
so much to the beauty and charm of Des 
Moines’ residential areas. 


BANKERS LIFE 
DES MOINES COMPANY 


REVIEW OF THE YEAR—Continuved 


Roper survey to remind us that imperfections exist. The 
very conditions under which life insurance has had its amaz- 
ing growth have doubtless contributed to certain laxities 
and errors that must be recognized and removed. The basic 
soundness of the principles on which the business is founded 
and the human longing for economic security for self and 
family have made it possible to build our business to its 
present stage in spite of imperfect methods. We had best 
realize that the old-time conditions are gone and will not 
return. The country is no longer growing in either popula- 
tion or wealth as it did during the days when we were build- 
ing to our present size, Despite the fact that the public in- 
vested more in life insurance in 1938 than in any year in his- 
tory and will probably exceed that figure in 1939 we are not 
growing as we had planned to do. The plain facts are that we 
have not won that full degree of good-will that we can 
eventually enjoy. The public has bought generously because 
of the vital need of protection, because of their confidence in 
the fulfillment of our pledges and for the most part with a 
feeling of satisfaction with the service rendered. 


But when any dependable survey such as that made by 
Elmo Roper shows that while 55% of those interviewed felt 
favorable toward life insurance salesmen their appraisal of 
him was—“Just a pretty good fellow who did about as good 
a job at his work as anyone else” but who plainly indicated 
a lack of appreciation of this value as a trained adviser in con- 
fidential matters, it is high time for us to be doing even more 
about it than in the past. Of course we have been doing 
something about it for a good while and I believe confidently 
that if the same survey had been made 10 years ago we would 
have found a much less favorable reaction than a year ago. 


The public’s chief impression comes from its contact with 
those representing us in the field—some 150,000 or more in 
number. We must redouble our effort to day by day raise 
the standard of these men—not only must they be better 
prepared to analyze and supply the specific needs of the 
client but they must be impressed with the sincere desire to 
serve him long beyond the time when the sale has been made 
and the initial commission earned. 


Mr. William Montgomery in addressing an Acacia meeting 
recently said: 


“We must put more emphasis on serve, serve, serve, and 
less emphasis on sell, sell, sell.” 


BETTER TRAINED OFFICE PERSONNEL 


While we've spent much time in discussing the necessity 
of training our field men we have not been as conscious of 
the importance of backing up the salesman with equally care- 
fully selected and well trained Home Office personnel. Those 
companies that have recognized this factor have grown far 
beyond the general average. What use to gain good-will 
through capable field men only to lose it through incompe- 
tence or indifference of someone who must please and satisfy 
the customer by correspondence rather than personal con- 
tact. And no matter how carefully the Home Office person- 
nel may be selected they must still be trained in the use of 
those words and methods that tend to attract rather than to 
annoy, and inspired with a keen sense of their responsibility 
to policyowner as well as to every other associate employee. 
It is company spirit—team spirit—that arouses in each one 
the determination to contribute to the success of all. 


AN EXAMPLE OF GOOD-WILL BUILDING 


Some of us may excuse ourselves for not having a better 
trained personnel on the grounds that our business is too 
widely scattered, that we can’t expect to have our employees 
in scattered areas all following the same general plan and 
policy. Let me prove to you what a mistaken theory that 
really is. Some years ago f eaneerted a movement to organ- 
ize an independent telephone company in my home com- 
munity. The Bell Company had enjoyed a monopoly and 
had abused its privileges to the point that the whole town 
was thoroughly dissatisfied with it. It would have been an 
ideal time for the “Government in Business” type of politi- 
cian to have aroused the voters in favor of government tele- 
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phone service. The Bell Companies learned their lesson. 
They undertook what has probably proved to be the most 
remarkable job in cultivating and obtaining nation-wide 
good-will ever witnessed in America. They not only made 
phenomenal improvements in mechanical service through 
constant scientific research but set about finding out what 
their employees throughout the land were saying to custom- 
ers that irritated or annoyed and taught them how to substi- 
tute instead the things that satisfied and pleased. Today the 
telephone systems are government owned and operated in 
most foreign countries. Even here there are those who 
clamor for government ownership of all public utilities. But 
in my judgment if anyone undertook to advocate government 
management for the present management of the A T & T 
he would engage in a hopeless cause. They have won the 
public’s good-will and they have done it by rigid and persist- 
ent adherence to an intelligent and thoroughly considered 
good-will policy. And if it can be done in the Telephone 
business why not in ours? Our surest means of defeating 
any threat of further government intrusion into our own 
business is to make the public so pleased with present service 
that it would permit no change or substitute for that which 
they now enjoy. 


MUST USE AGENCIES ALREADY AVAILABLE 


The best evidence that the need of constant improvement 
exists is the organized agencies for the attainment of those 
purposes. The National Association of Life Underwriters, 
the Life Insurance Sales Research Bureau, The Life Office 
Management Association, the American College of Life 
Underwriters, the Institute of Life Insurance—all these exist 
because of our realization that our business is not all that it 
should and must become. All these organizations are per- 
forming a distinct service in the elevating of the business 
to higher and more exacting standards. All are aiding us in 
improving our public contacts and winning public confidence 
and regard. They deserve and must continue to receive our 
full cooperation and support. 


And finally and perhaps more capable than any other 
single outside agency in aiding us in the attainment of public 
favor and approval is the INSURANCE PRESS. For the 
Insurance Press of today offers a veritable encyclopedia of 
information for company executives, officers or field force 
alike. Through their news columns we may keep ourselves 
fully informed each week concerning all happenings of mo- 
ment to the business itself, to individual companies and even 
to important agencies or individual underwriters. Through 
their assembling of successful sales ideas and methods we 
could well build a complete sales training course that faith- 
fully studied would qualify any capable man for success, 
Through their editorials they bring to us the seasoned judg- 
ment and viewpoint of those who while not actually engaged 
in the business are so closely identified with it as to be 
qualified to offer sound advice and wise counsel. Because of 
the vantage point they occupy they can detect embryo faults 
or weaknesses of which we ourselves are unaware. They 
are as indispensable to us as we are to them. They are en- 
titled to and must continue to enjoy our ever increasing 
support. 


OUR EFFICIENT EXECUTIVE STAFF 


The privilege of serving as your President and as a mem- 
ber of your Executive Committee during this past year is one 
which I shall ever prize. Your Manager and General Coun- 
sel will report to you in detail concerning the principal mat- 
ters considered and passed upon by the Committee since the 
annual meeting of 1938. There will be questions of more 
than ordinary consequence presented for discussion at the 
Executive Session to be held this evening. I urge full at- 
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For Over 88 Years 


In 1851 the Massachusetts Mutual issued 
its first policy. From that day to this it has 
always endeavored to furnish the best 
possible life insurance service at the 
lowest possible cost. That it has been 
successful is shown by the enviable 
reputation which the company enjoys 
among those who buy insurance and 
among those who sell it. 


_MassachaselMatuch 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
Bertrand J. Perry, President 
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tendance at this session which I assure you will afford op- 
portunity for free expression of opinions. 


It has been a rare privilege also to work with Colonel 
Robbins and the Executive Staff of the Convention. Your 
General Manager is not only peculiarly qualified by training 
and experience to serve this Convention in his present 
capacity but he also possesses that rare faculty of inspiring 
his co-workers with a desire and determination to do better 
than their very best. I credit him with having done more 
than any other man to convince both the Ways and Means 
and the Finance Committees of Congress that our com- 
missioned agents should not be subject to the unemploy- 
ment tax. 


I am pleased to add my testimony to that of other Presi- 
dents who have preceded me that so long as the affairs of 
this Convention are administered by the present executive 
staff you may be comfortable in the knowledge that they 
are in capable hands. 


And it is well that this is true for we are in the midst of 
times when new and perplexing problems appear upon the 
business and social horizon. Ours has been no minor part 
in building the America of today. Working together—yes 
fighting together—we must continue to help preserve those 
principles, those ideals, and those opportunities for -indi- 
vidual initiative and reward under which we have become 
the most prosperous, the most peaceful and the most envied 
of all the peoples of this troubled world. , 


The Convention will continue to grow in its capacity for 
service to companies and policyowners alike. We must be 
ever ready to present a united and impregnable front against 
any who would selfishly attack the interests of those who 
have entrusted their future security in our hands. 


It shall be our high purpose and firm resolve that these 
millions of independent Americans, determined to provide 
their own voluntary Social Security, shall ever find our. 
service rendered with the very maximum of fidelity, wisdom 
and friendly consideration. 
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REPORTS ON SAVINGS BANK 


LIFE INSURANCE 


Excerpts from an address by Mr. Clarence B. Plantz, Assistant Vice President of The New York Savings 
Bank, delivered at Savings Banks Association Convention at Hot Springs, Va., on October 18, 1939 


tablished life insurance departments. Since that 

time three additional banks have become issuing 
banks and seven have become agency banks. Another 
bank has indicated its intention of becoming an issuing 
bank next month. Thus, in less than one year ten per 
cent of the savings banks of this State will have become 
engaged in Savings Bank Life Insurance. 

Our insurance departments on September 30th, after 
nine months operation, reported a total of over 5% 
million insurance in force representing 6,699 policies. 
Annuity contracts, although authorized by law, have 
not yet been made available for purchase. 


O): JANUARY 6th of this year three banks es- 


The first year mortality rate has been even less than 
was forecast by our actuary. There have been but three 
deaths throughout the entire system, resulting in total 
death loss payments of only $5,500, while the total pre- 
mium income collected to September 30th was over 
$106,000. In addition to the legal reserves and such sur- 
pluses that may result from profits, present indications 
are that the end of the year will show unimpaired guar- 
anty funds totaling $175,000 for the further protection 
of policyholders. 


The amount of insurance issued represents a very 
satisfactory and healthy beginning. Our experience has 
compared very favorably with Massachusetts for it was 
not until after eight years that an equivalent amount of 
insurance had been written in that state. 


The publicity incident to the passing of the Savings 
Bank Life Insurance Law built up an accumulated in- 
terest which was released when the departments opened ; 
but in February, and certainly in March, inquiries came 
as a result of current interest and reflected a normal 
demand. In March The New York Savings Bank re- 
corded the number of persons coming into its bank in 
connection with savings bank life insurance. In that 
month we interviewed some 2,300 persons, an average 
of 85 a day. Many of these were referred to us by other 
savings banks. I am informed that a prominent savings 
bank in New York City, having no insurance department 
of its own, has had over 3,000 inquiries about savings 
bank life insurance. 


Although the second quarter of the year did not equal 
the first in volume of insurance issued there has been no 
material slackening in the demand during the summer 
months. In July and August our new business was only 
slightly less than in May and June. 


In, considering the available market for savings bank 
life insurance it should be borne in mind that the ap- 
peal of low cost insurance is principally to those who have 
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no life insurance and to those who recognize the need of 
additional insurance within their means. It is significant 
that 47 per cent of the purchasers of savings bank in- 
surance have no other insurance whatsoever. About 25 
per cent more have had only weekly payment policies. 
The applicants for savings bank life insurance repre- 
sent a broad occupational range. The following is a 
breakdown based on the issues of one of the banks: 


Artists .39%o Merchants 3.7 Ve 
Bookkeepers 3.3 Musicians 3 
Building Employees 3.9 Nurses a 
Butchers 1 Opticians 1 
Cashiers 3 Patrolmen wi 
Chauffeurs 10 Photographers 2 
Chemist 4 Plumbers 1 
Children (under 15) 14.2 Printers 9 
Chiropodist 2 Public Service 3.9 
Clerks 13.0 Reporters 1 
Doctors 1.4 Restaurant Employees 1.2 
Domestics 14 +#Retired 1 
Engineers 3.2 Salesmen 9.5 
Executives 5.9 Seamen 6 
Housewives 95 Social Workers 2 
Insurance 7 Stenographers 1.0 
Laborers 16 Students 3.4 
Lawyers 2.1 Tailors 3.3 
Manufacturers 2 Teachers 2.7 
Mechanics 8 Unemployed 2.2 
Mechanist 8 Weavers 1 


There has been a predominance of persons in the lower 
income brackets. This is shown not only by our own 
study of the applications but also by the substantial num- 
ber of policies issued in small amounts. Although ap- 
plications may be taken in amounts up to $3,000 about 
78 per cent of the applicants have applied for $1,000 or 
less. The average policy issued by the banks is $831. 

The number of depositors of issuing banks who have 
bought savings bank life insurance has been surprisingly 
low. Based on available statistics less than 10 per cent 
of the policyholders were depositors of the bank where 
they applied for insurance. The demand comes from 
those who are depositors in other savings banks or are 
not depositors in any bank. It is estimated from surveys 
made that over half have not been depositors of any 
savings bank. Life insurance seems to have a strong 
appeal to manv individuals who cannot save system- 
atically in the face of current tendencies and propaganda 
which react against the thrift principles on which our 
Mutual Savings Banks were formed. These people, 
nevertheless, recognize the necessity of providing for the 
future of those dependent on them for support. Through 
savings bank life insurance the savings banks have effec- 
tive means of furnishing a thrift program that will serve 
this group. 
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Savings Bank Life Insurance 
Is Not Competition for 
Acacia Representatives 


Because— 
_ Under the low premium principle adopted by Acacia in 1926, its rates are lower in most cases than 
in, those of New York Savings Bank life insurance and in many cases than those of Massachusetts Sav- 
25 ings Bank insurance. 
ies. 
_ Savings Bank life insurance is not sold by agents, the theory being if the agent is eliminated the 


sa 
insurance can be sold at lower rates. 


~ 
~ 
os 


The Acacia Plan proves it is possible to have the agency system; give the policyholder the service he 
needs, and at the same time give him his insurance at rates lower in many cases than those of Sav- 


ings Bank life insurance. 


Acacia Believes in the Agency System— 


IT BELIEVES that the desire created by the agent is almost entirely responsible for the large 
amount of life insurance in force with its untold benefits to our American homes. 


IT BELIEVES that the man who wants to provide financial protection for those he holds most 
dear or for himself needs the expert advice and professional service of qualified agents to help him 
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plan his program and select the policy that will best suit his needs. 

In addition to its low rates Acacia returns to its policyholders the savings from economical manage- 
ver ment, wise investments and better-than-average mortality. 
wn 
m- . 
iP Acacia Agents Are Partners— 
ad Under the Acacia Agency Plan the agent’s earnings are cumulative. He has a continuous interest 
ive in the policies he writes because he receives a monthly income which increases in proportion to the 
gly business he keeps in force. 
ont 
ere 
om 
re Progress of Acacia Under IsLow| A CACTA Mutual 
“ys Premium System 
mu * Life I Com 
ng ae ae” 2s 1ré insurance Ompany 
m- 1926 __1938 ' Increase 
da 1 
ur ream $226,276,746 $401,348,843 77.87 WILLIAM Montcomery, President 
le, Assets ...... $19,067,908 $79,687,616 317.91 : 
“ Surplus .... $1,186,582 $3,000,846 152.90 Branches in 60 Cities—Representatives in 100 
- Paid to Pol- (In 1926) (In 1938) ee : 
ol Reece” erceasee 9n,nensee 10887 Home Office: Acacia Building—Washington, D. C. 
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CANADIAN WAR GLAU 


CCORDING to the Montreal Life, Canadian com- 

panies are now all using War Clauses in both new 

and reinstated policies. A new clause has been 
drafted and companies are using the new clause, and 
have likewise agreed upon a standard scale of extra pre- 
miums. The new clause is given at the end of this article. 
It contains merely the standard provisions which have 
been used in the past by many companies. In case the 
extra premium is not paid for war service, the death 
benefit is the premiums paid with interest at 3%, re- 
duced by any dividends. It should be noted that the 
rider contains a provision that no extra premium will 
be advanced for the automatic premium loan provision 
except upon written request and with the consent of the 
company. The extra premiums for war risks as now 
used by Canadian companies are as follows: 


EXTRA PREMIUMS FOR WAR RISKS 


Risk to be Covered 

Military Service Outside of Canada:— 

1. All military service other than avia- 
tion services except the Army Medi- 
OND. GOTRD 6 ccnecccccecccsenss scene $90 per $1,000 per annum. 
For the present members of the 
milita service may be covered 
while in Bermuda without payment 
of an extra premium. 

2. Army Medical Corps except nurses..$40 per $1,000 per annum. 
Doctors or surgeons in the Army 
Medical Corps attached to base hos- 
pitals for special duties may be cov- 
ered while in Great Britain upon 
payment of an extra premium of 
not less than $10 per $1,000 per 
annum. 

ZB. BOGEBSD ccccccccccccececesccecoces $25 per 


Service Outside of Canada:— 


Non-combatant units such as Salva- 
tion Army, Y.M.C.A., K. of C., etc. . $40 per 


Rate of Extra Premium 


- 


$1,000 per annum. 
Il. 


—_ 


$1,000 per annum. 


III. Civilian Travel and Residence:— 


1. Within the area consisting of the 
Continents of orth an South 
America, including the West Indies, 
the Bermudas, and Newfoundland, 
together with the waters lying 
tween the same ......ccccecceees . No extra. 
2. Travel to or residence in an area 
outside the area described above.... Not less than $10 per $1,000 
r annum, depending on the 
ength of travel or residence, 
number of trips, etc. 
i 
IV. Naval Service and Marine Service Out- 
side of Canada:— 


D. Blame SeeUEeD .ccccoccasocdeccccces Not less than $50 per $1,000 
s r annum. 
2. Mercantile Marine ........+.+++++ $25 per $1,000 per annum. 
The regular War Clause excluding 


the section relating to travel will be 
included for these risks. 


V. Aviation Service in Canada:— 


1. Groundsmen such as mechanics, re- 
air men, etc. ...seeeees eeccccseee $10 per $1,000 per annum. 
ith respect to this classification the 
extra of $10 is intended to cover a 
groundsman while flying in the 
course of his duties, but if his rank 
in the air service changes he will be 
required to notify the company and 
to pay such extra premium as the 
company may require. 

B.° SeuBemt -Bilete-x< .cecccccccsccecces $60 per $1,000 per annum on 
the understanding no refund 
will be made on departure 
from Canada within one year. 





ilots, viz., those with 


3. Experienced pil 
ying hours:— 


300 or more 


(a) Non<ommissioned pilots ...... $40 per $1,000 per annum. 
fb Pilot Officers ...-eseeseeesees 40 per $1,000 per annum. 
3 Flying Officers .........+++e+: 35 per $1, per annum. 
(d) Flying Lieutenants ........... 25 per $1,000 per annum. 
fs? Squadron Leaders .........+.. $20 per $1,000 per annum. 
f ing Commanders ..........- per $1,000 per annum. 


$15 
4. Crew, observers or photographers...$35 per $1,000 per annum. 
N.B.—The above rates of premium are applicable yr! to cases where the 
insured begins to pay the extra premium at the present time and 
are subject to future change at any time without notice. 
Dated—October 17th, 1939. 


SPECIAL WAR AND AVIATION ENDORSEMENT 


Naval or Military Service at Home 


1. The Insured may, without notice or payment of extra premium 
therefor, serve in any naval or military force within the Dominion of 
Canada, Newfoundland and Continental United States of America (here- 
inafter called the Home Areas), except as provided in paragraph 2 
hereunder. 

2. It is agreed,. however, that notwithstanding any contrary provision 
the amount payable under this policy if in force at the Insured’s death 
shall vy bn Limited Benefit described in paragraph 3 hereunder in the 
event that: 


Naval or Military Service Abroad 


_ (a) death from any cause occurs while the Insured is in service out- 
side the Home Areas in the naval or military forces of any country, or 
within six months after the termination of such service, unless (except 
for service and training as described in sub-paragraph (b) below) such 
extra premiums as the wy shall determine upon written request 
shall have been duly paid, the Arst of such extra premiums to be paid 
during the Insured’s lifetime and prior to the expiration of ninety days 
after the date of enlistment for such service or the expiration of thirty 
days after the commencement of such service, whichever is the later; or 


Air Service Abroad 


(b) death from any cause occurs while the Insured is outside the Home 
Areas either in service in the air forces or the air branch of the naval 
or military forces of any country or in aviation training, or within 
six months after the termination of such service or training; or 


Air Travel or Flight 


(c) death occurs as a direct or indirect result of travel or flight in 
any species of aircraft except as a care-pertng passenger in a licensed 
assenger aircraft on a regular scheduled flight within the Home Areas 

ween established air ports, unless and until the written consent of the 
Company shall have been obtained and such extra premiums as the 
Company shall determine shall have been duly paid, the first of such 
ant premiums to be paid prior to the travel or flight from which death 
results; or 


Travel or Residence Abroad 


(d) death occurs as a direct or indirect result of insurrection or war, 
whether war be declared or not, and the cause of death arose while the 
Insured although not serving in the naval, military or air forces of any 
country travelled or resided ~_¢ the Home Areas, unless such extra 

remiums as the company shall determine upon written request shall 
ve been duly paid, the first of such extra premiums to be paid on or 
before departure from the Home Areas. 

The restrictions and exceptions in any total disability or double in- 
demnity accident provision of this policy are not modified or annulled 
by anything contained herein. 


Limited Benefit 

3. The Limited Benefit shall consist of either the premiums paid on 
this policy (but not any extra premiums paid under this endorsement), 
with interest at the rate of 3% per annum, compounded yearly, reduced 
by any dividends that may have been apportioned and credited to this 
policy (howsoever applied) with interest thereon at the aforesaid rate, 
or the sum insured, whichever shall the less, and in addition thereto 
the cash value of any existing paid-up additions and the amount of any 
cash dividend accumulations at the credit of this policy and less any 
indebtedness to the Company in respect of this policy. 


Extra Premiums 

4. Upon failure to pay when due or within the period of grace any 
extra premium under this endorsement after the first, there shall be no 
right ‘except with the consent of the Company to pay such extra premium 
or any subsequent extra premium. No such extra premium shall be 
advanced under the automatic premium loan provision except upon 
written request and with the consent of the Company. 

Extra premiums may not be paid with respect to that portion of the 
sum insured in excess of $ 
dollars except with the consent of the Company. Any portion of this 
policy in respect of which extra premiums are not paid shall be subject 
to the Limited Benefit where applicable. 
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INSTITUTE OF LIFE INSURANCE 


JOHNSON PRESIDENT 


The appointment of Holgar J. Johnson of Pittsburgh, 
Pa., as President of the recently formed Institute of Life 
Insurance, organized by eighty-five leading life insurance 
companies in all sections of the country, in a coordinated 
effort better to serve their millions of policyholders and 
the public was announced on Oct. 3lst at a luncheon at 
the Waldorf-Astoria Hotel, given by Thomas I. Parkinson, 
president of the Equitable Life Assurance Society of the 
United States, and a member of the Institute’s Board of 
Managers. The luncheon was attended by life insurance 
presidents, heads of other insurance organizations and 
prominent editors and publishers. 


In accepting the appointment, Mr. Johnson stated : 


“The life insurance business stands today on the thresh- 
old of an adventure which should bring to it a greater 
period of usefulness than it has every enjoyed, in spite of 
the fact that it now occupies the position of being the 
greatest single force in America to provide economic se- 
curity for the American people through individual enter- 
prise and initiative.” 


While life insurance has always attempted to serve the 
public well, since the public is its only reason for existence, 
Mr. Johnson emphasized that “we have a responsibility to 
make the public understand more adequately that life 
insurance is a device which society uses to provide for its 
own security and, in reality, the life insurance business as 
such is the public’s business.” 


Business today is quite conscious of its public responsi- 
bility, said Mr. Johnson. 


“Any institution of the magnitude of life insurance, which 
touches the lives of half the people of the nation and prac- 
tically all the families, must be doubly careful that it does 
everything possible to fit into the public attitude and to 
create a true understanding of itself, for even though an 
institution performs superbly and lives a good life, it is 
necessary that the public understands that such is the 
case... the very fact that we are such an important 
social and economic factor in American life makes it 
absolutely necessary that the public has the proper under- 
standing, not only of what we do but how and why we do 
hy 


The Institute of Life Insurance was formed early this 
year, Mr. Parkinson stated, “to make available accurate in- 
formation regarding the nature and function of legal re- 
serve life insurance companies; to study the service per- 
formed by such companies to the end of rendering the 
greatest possible public service and to perform other such 
services as will lead to a better understanding and ap- 
preciation of life insurance.” The selection of a president, 
he said, perfects the organization of the Institute to ac- 
complish the purposes for which it was founded. 


Frazar B. Wilde, Chairman of the Institute’s Board of 
Managers and president of the Connecticut General Life 
Insurance Co., announced the appointment of Mr. Johnson 
to the meeting. After long consideration of a number of 
persons, Mr. Wilde said, Mr. Johnson was selected be- 
cause of his wide experience in dealing with people and 
his brilliant career as an executive and teacher. 


“Mr. Johnson brings to this important position a 
thorough understanding of the problems of American men 
and women,” said Mr. Wilde. “Not only has his career 
been spent in dealing with these problems and helping 
to solve them but since early boyhood, Holgar Johnson 
has had to make his own way, educate himself and help 
support others. Since life insurance plays such an im- 
portant part in the economic hopes and desires of so many 
millions of Americans, we believe that this makes him 
particularly qualified for the important job he has to do.” 
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Business Leaders 


in some 2,300 cities and towns 


receive the Chicago Journal of Com- 
merce every business morning. These 
are the men who are doing things in 
business . . . whose ideas are produc- 
ing results . . . whose earning power is 
worth insuring ... and whose incomes 
make them potential buyers of substan- 
tial amounts of life insurance. 


This readership makes the Chicago 
Journal of Commerce unique among 
all publications as a medium for tell- 
ing your story to the very people who 
are the best prospects for new life in- 
surance. 


Chicago Hournal of Commerce 


— AND LA SALLE STREET JOURNAL — 


“The Central West's daily 
business newspaper” 











Mr. Johnson, who is 43 years old, has had one of the 
outstanding careers in the field of life insurance. He has 
just finished a year as president of the National Association 
of Life Underwriters. 


Upon graduation from the University of Pittsburgh, Mr. 
Johnson decided that since he wished to embark on a 
career of working with people, his future lay in the field 
of life insurance. He joined the Pittsburgh agency of the 
Connecticut Mutual Life Insurance Co. and after four 
years of selling and supervisory work went to the home 
office as assistant superintendent of agencies. Two years 
later, in 1928, he returned to the field as Pittsburgh gen- 
eral agent of the Penn Mutual Life Insurance Co. Taking 
over an organization of four men, in the past 11 years he 
has expanded it to one of the outstanding general agencies 
in the nation. 

In spite of the great demands on his time as a general 
agent, no one has given more to the cause of life insurance 
than Mr. Johnson. As a speaker he has appeared before 
life underwriters’ groups in all parts of the U. S. and Can- 
ada and carried the message of life insurance to field 
forces, home office groups and the general public. A 
teacher in the early life insurance school at the University 
of Pittsburgh, many of the most challenging thoughts and 
methods of action that have marked the development of 
life insurance in the past ten years have come from him. 


Mr. Johnson has served as president of the Pittsburgh 
Association of Life Underwriters; the Pennsylvania State 
Association of Life Underwriters; the Penn Mutual Gen- 
eral Agents Association; and trustee, vice-president and 
president of the National Association. 

He has also been prominent in Pittsburgh civie affairs. 
He is one of the youngest trustees of the University of 
Pittsburgh and has been a leader in the Pittsburgh Com- 
munity Fund; vice-president of the Metropolitan Y. M. 
C. A. there and a director of various civic and philanthropic 
organizations. 
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DIVIDEND, RATE AND OTHER CHANGES (1940) 


Change 
4 in Rates, 
3 1940 5 Cash Values 
1 2 Separate Scale Interest Rate 1940 or Settle- 
Dividend Effective for Policies on Accumulated Interest Rate on ment Options 
Action Date with Disability ? Dividends Settlement Options Contemplated? 
Acacia Mutual ....ccccccce n+ || xcpiiietieaiieaie 4/1/40 Sle =3i) OU abe Sti eda No 
DEO BAN cv sack yswdedaece Seer’ "Ssacae +  -tinidiradeads 3% (a) 3% (a) — 
American Home (Kans.) .... CE cre etane § J2 1; abies 314% 314% No 
Daemmers CED.) .cccccceceess No action decided at present. 
Calif.-Western States ....... Continued 1/1/40 No 4% 3% No 
I ei ea i! fs eg bene Pe ea oe ae ia 
RE SOND.) cacccccences en a oe a No 34% 314% No 
GE Tae ee Ae ee 1/1/40 No 3Y% 3% ame 
Columbus Mutual (Ohio) ... 9% Increase 4/1/40 No 314% 314% No 
Confederation (Can.) ........ Continued (h) 1/1/40 No 4% 4% (v) 
Connecticut Mutual ......... Revised RS Sy aa 3.50% 3.50% ale 
Continental Assurance ...... Continued 1/1/40 No 314% 3Y% 
ES ee No changes contemplated. 
i ee a 3/1/40 eR AE i EE ree ll enaaas Gee ys ali 
eee '  sieehbeas © '- Bekeen- i « < teeeee >: oe. heeee 314% (c) 
Expressmen’s Mutual (N. Y.) Continued 1/1/40 ts oS eas 3% No 
ES I A APES I gS ie Oe es eet rane (d) 
2, nk a ene < Continued 2/1/40 No 314% 3% No 
Fidelity Union (Tex.) ....... Continued 1/1/40 No 4.25 3.50 a 
General American (Mo.) .... «= caccceces 7/1/40 ee Se No 
Great American (Tex.) ...... Continued 1/1/40 No 34% 3% No 
a 1/1/40 SEB Samia ar * Sg ree For ey aoe 
Great Northwest (Wash.) ... (h) $= j.- —§ ceecce No 3.8% 3.5% ad 
Great Southern (Tex.) ...... ny 3 ~<; (th Obte lta e ee eT ae th eee No 
Guaranty Income (La.) ..... Continued _......... Yes (t) 4% 14% 
rere eee ee Decision about April, 1940. 
Ee i. seus pAmeue ¢ Continued ee: fn eee 314% 3.75% 
Lafayette (Ind.) .........0s. Continued 1/1/40 No 34 3% 
SE SED. cectocctace we Changes under consideration. 
Lutheran Mutual ........... Continued 1/1/40 No 3% 3% and 4% No 
a eee 5/1/40 Sa ee No 
Manhattan Mutual (Kans.) .. Continued 3/1/40 No 4% 314% va 
Manufacturers (Can.) ....... Continued 1/1/40 No 3.75% 3.75% 
Massachusetts Mutual ....... Will be decided about 1/25/40. 
ee Will be decided about 5/1/40. 
i vive isn en adit p neko ¢ Changes effective Jan. 1, 1940 (p) 
Midland Mutual ............. (e) (e) No 314% 314% Th 
Monarch (Canada) .......... Continued _........... No 4% 314% No 
Midwest (Neb.) ............ Continued 1/1/40 No 4% 314% No 
re. loads kéhus one Continued (q) 1/1/40 No 314% 314% No 
National Masonic Prov. ..... Continued 1/1/40 No 314% 344% No 
New England Mutual ....... EI eee en Peete 314% 314% or 
err CCD cic 5 (C-; weehe bebe 7/1/39 No 314% 344% (w) 
Northern (Can.) ............ Continued 1/1/40 No 314% 314% (f) 
dh ee ere Will be decided about 2/1/40. 
Policyholders National (S. D.) Continued 1/1/40 No 314% 31% No 
Provident Mutual .......... Continued 1/1/40 No 3.50% 3.65% No 
EE i itd cinch ote none No information available at present. 
Reserve Loan (Ind.) ........ Changes contemplated but date not decided. 
OD FS ee ee 5/1/40 Yes 44% 44% No 
Security Mutual (Neb.) ..... No changes contemplated at present. 
i 6 ie ee ee ee RST oe RNS eae ee, Sa ees ao 
Shenandoah (Va.) .......... Continued (g) ...... No 4% 3% No 
Southland (Tex.) ...........  — No 3% 3Y% ha 
8 | 8 Oar Continued 1/1/40 No 312% 4% (r) No 
State Mutual (Mass.) ....... Continued 1/1/40 No 3% 3% (s) No 
er Lecce cub ebes '''' “Sesdaawee es; reve Sea eer Ors re ces tls Ee (o) 
Teachers I. & A. (N. Y.).... Continued 1/1/40 ile pr eee (u) No 
REE Eee Continued 1/1/40 No 3% or 3U%A% 3% or 34% (1) 
Union Labor (N. Y.) ........ Continued 1/1/40 No 3% or 344% 3% or 31%A% No 
Union Mutual (Me.) ........ Continued 7/1/39 No 3% 3% ene 
I a a ial a a OE Ee Bie pe a (f) 
Dn ck cn ceesone Continued 10/13/39 No 31% 342% (i) 
EE TEED. 9.0 dh v0u0-dnene Continued 1/1/40 No 314% 3% No 


NON-PARTICIPATING COMPANIES: The following non-participating companies have reported that they do not contemplate at the present time any 
change in rates, cash values or settlement options. Agricultural (Mich.), American (Ala.), American National (Tex.), Capital (Col.), Colonial (N. J.), 
Commonwealth (Ky.), Conservative (W. Va.), Credit (Ohio), Empire L. & A. (Ind), Equitable (D. C.), Farmers & Bankers (Kans.), Franklin (Iil.), 
Great Northern (Wisc.), Home State (Okla.), Illinois Bankers (Ill.), International Travelers (Tex.), Kansas City (Mo.), Ky. Central L. & A.; Knights 
(Pa.), Life Ins. Co. of Detroit; Life (Va.), Liberty National (Ala.), Life & Cas. (Tenn.), Maritime (Can.), Mass. Protective; Mid-Continent (Okla.), 
Midland (Mo.), National Burial (Tenn.), Paul Revere (Mass.), Pan-American (La.), Pioneer (Neb.), Prov. Life & Acc. (Tenn.), Pyramid (Mo.), 
Reliable (Mo.), Rockford (Ill.), Southeastern (S. C.),_ outhern Life & Health (Ala.), Southern (Ga.), State Capital (N. C.), State National (Mo.), 
Sunset Life (Wash.), Texas State; Union (Ark.), United Benefit (Neb.), United States (N. Y.), Virginia L. & C.; Volunteer State (Tenn.), Western 
(Mo.), Wisconsin National. 





See footnotes on next page 
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N.A.L. U. 


SPEAKING TRIP 


Charles J. Zimmerman, the new President of the National 
Association of Life Underwriters, started in the middle of 
November a series of local association visits that it is now 
customary for the head of the Association to make. This 
will carry him into 44 states before he is through—if he lasts 
that long. 


APPOINTS COMMITTEE 


A personnel of 380 members have been appointed to the 
32 committees of the Association for the 1939-40 administra- 
tion. Eleven special committees are included in this year’s 
list, five more than in 1938-39. The following new commit- 
tees have been appointed: Agents’ Compensation, Coopera- 
tion with the National Association of Credit Men, Coopera- 
tion with the National Association of Insurance Agents, 
Dr. S. S. Huebner Testimonial, Research Bureau Editorial 
Advisory Committee and Special Radio Projects. 


Of last year’s special committees, the following have been 
continued: Cooperation with the American College of Life 
Underwriters, General Agents and Managers, Life Insurance 
Information and National Council Meetings, and of course 
the “On to St. Louis” group has become “On to Philadel- 
phia.” 


INSTITUTE H. O. UNDERWRITERS 
L. O. M. A. COURSE 


John L. Briggs, Assistant Secretary of the Southland 
Life Insurance Company, as President of the Institute of 
Home Office Underwriters, has announced that an ar- 
rangement has been made with the Life Office Manage- 
ment Association to have underwriters working for com- 
panies having membership in the Institute of Home Office 
Underwriters take examinations in “Selection of Risks” 
Courses offered by the L. O. M. A. without having to 
take the ten preceding examinations usually required. 


“This is purely a temporary arrangement,” said Mr. 
Briggs, “made with the idea that there are men with ex- 
perience in underwriting who are not in position to go 
back and start from ‘scratch’ in all L. O. M. A. educational 
courses, but who would like the opportunity to pursue a 
well-rounded course in selection of risks. Enrollment must 
be made_ before February 1940 for examinations to be 
taken in May 1 


Complete details may be had by writing the Educational 
Committee, composed of W. H. Harrison (Ohio National), 
Chairman; Walter Menge (Lincoln National) and W. E. 
Jones (Provident Life & Accident). 


A. L.A. O. & LIS. R. B. 
JOINT MEETING 


The joint meeting of the Association of Life Agency 
Officers and the Life Insurance Sales Research Bureau was 
held at the Edgewater Beach Hotel, Chicago, Illinois, Oc- 
tober 31-November 2. A large number of Committee reports 
were presented, outlining the work of the two Associations 
for the year, besides numerous addresses and papers on 
more general subjects. Some of these are reprinted or re- 
ferred to elsewhere in this issue. 


One of the most interesting addresses was by President 
M. A. Linton of the Provident Mutual, who spoke on the 
Social Security Act and its 1939 Amendment. As Mr. 
Linton was on the original Board of experts who drafted 
the Act, his opinion carries far more than usual weight. 
Mr. Linton said that the original estimate of expenses was 
6.6%, but that under the new Amendment it was expected 
to far exceed this figure, and would probably run around 

0. 


A. E. Patterson (Penn Mutual) was elected Chairman 
by the A. L. A. O., succeeding Jerome Clark of the Union 
Central. 


The Sales Research Bureau elected Vincent B. Coffin, 
Chairman of the Board, and A. B. Olson, Vice Chairman, and 
new members elected to the Board were as follows: H. H. 
Armstrong, Claris Adams, Ford D. Albritton, J. W. Cadigan, 
J. G. Parker and Ralph C. Price. 


Likewise the appointments of Laurence S. Morrison as 
Director of Research for the Bureau and B. N. Woodson 
as Director of Service, were announced at the beginning of 
the Bureau’s annual meeting. 


PROPOSES TAX PLAN 


The N. A. L. U. has presented recommendations to the 
Treasury Department for amendment of the Federal tax 
laws in order to allow for the exclusion from gross estate, 
subject to Federal Estate tax, of the proceeds of life insur- 
ance policies taken out and trusteed for the express purpose 
of paying such taxes. This has been a bone of contention 
for some time between the Underwriters and the Govern- 
ment, and there would appear to be no good reason why the 
plan proposed should not be followed, as it is an equitable ar- 
rangement. This would of course help the sale of life insur- 
ance for tax purposes, but conversely it would help the 
Treasury, which would get cash on the nail, instead of having 
to play nursemaid to unliquid estates. Of course, the real rea- 
son the Government does not take too kindly to the idea is 
that it feels that rich people will have to take the insurance 
anyway, and they can then have double taxation on the pro- 
ceeds. 





(a) Except where a higher rate is guaranteed. 
(b) Interest rate on settlement options changed from 3%% to 3% 
(c) Slight increase in premium rates on short term endowments. 


(d) Interest on settlement options possibly reduced to 2%% during 1940. 


(e) No changes contemplated for 1940 dividend scale effective 1/1/40 on 3% policies; 7/1/40 on 3%% policies. 


(f) Contemplates change in settlement options. 

(g) Continued except for minor changes. 

(h) Continued for first six months. 

(i) An increase in premium rates is contemplated about 2/9/40. 
(j) 4% on non-withdrawable funds. 


(k) Increase in rates for Pension Contracts and reduced options contemplated. 


(1) Change in settlement options contemplated in 1940. 


(m) Premium rates increased 7% to 8%. Installments certain under life income option calculated at 2%%. 


(n) $5 per $1,000 negative factor on $10 monthly disability income policies. 


(p) Premiums increased; values and options decreased. 
(q) Except slight reduction on paid-up policies. 

(r) 4%% on non-withdrawable funds. 

(s) 3%% on non-withdrawable funds. 


(t) Dividends on policies with disability income are about 20% lower than On regular forms. 
(u) Guaranteed rate on withdrawable funds; same on non-withdrawable fund: but not less than 24% 


(v) Life income option rated down one year. 


(w) Increase in rates and cash values for pension assurances and retirement income and changes in options contemplated. 
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Liberal Agency Contracts 
Available to Texas Men Who Can 
Qualify to Represent the Amicable 

In Texas 











= 





WINNING Tools 
for Agents 


At the recent Life Advertisers Assn. com- 
petition the “Recruiting” and “Direct 
Mail” material of American Mutual Life 
was awarded highest honors—unbiased 
recognition of the high type of sales aids 
given American Mutual men to recruit 
new man power, and to sell by definite 
tested plans. Write John J. Moriarty, 
Agency Vice President, about agency op- 
portunities. 
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H. O. a U. A. 
NEW OFFICERS: FALL MEETING 


The Home Office Life Underwriters Association, meet- 
ing for its business session on November 16, elected the 
following slate of officers for the ensuing year: 


Leigh Cruess, Home Life, President; J. D. Williamson, 
Canada Life, Vice- President: Henry H. Jackson, National 
Life, Vice- President: Douglas S. Craig, Metropolitan, Sec- 
retary; George E. Rogers, Jr., Prudential, Treasurer: 
George W. Cheney, Phoenix Mutual, Editor. 

New members of the Association’s Executive Council, 
elected either for one or two year terms, were: 

W. H. Dallas, Aetna; Ross B. Gordon, State Mutual: 
A. P. Morton, Manufacturers Life; D. B. Semans, Lin- 
coln National, and Walter Tebbetts, New England Mutual. 

The H. O. L. U. A., which held its Fall meeting on No- 
vember 15-17 at the Hotel Pennsylvania in New York 
City, devoted its first day to a report of The Occupation 
Committee, and the following two days to its regular ses- 
sions. 


Outstanding among the discussions featured in the meet- 
ings was that on the final day in which underwriters from 
represented Canadian and American Life companies de- 
bated the effects of war on home office underwriting. 


INSURANCE INSTITUTE OF AMERICA 


ANNUAL MEETING 


The annual meeting of the Insurance Institute of Amer- 
ica was held November 24th at the Hotel Pennsylvania, New 
York City. Officers were re-elected, as follows: President, 
L. E. Falls; Vice Presidents, J. S. Thompson and E. C. 
Stone; Secretary- Treasurer, Edward Roche Hardy. Mr. 
Hardy has held this position for a great many years, and 
is the active head of the Institute. 


As our subscribers know, the Institute specializes in train- 
ing courses in insurance subjects, covering Fire, Casualty, 
Marine, Life and Surety. Originally the Institute concen- 
trated in the Fire and Casualty field. 


At the present time membership remains about the same 
as last year, but over 4,000 students registered this year 
for examinations, a gain of over 600 from the previous year. 
Of these 270 were in the Life branch. 


N. A. 1. C. 


WINTER CONFERENCE 


The National Association of Insurance Commissioners 
will hold its Mid-Winter meeting on December 6th-9th at 
the Edgewater Gulf Hotel, Biloxi, Miss. 


S. E. C. QUESTIONNAIRE 


Continuing the T. N. E. C. investigation of insurance, life 
companies with over 100 millions of insurance in force at the 
end of 1938, to the number of 68 altogether, have received 
new and very extensive questionnaires from the S. E. 


At the same time long and complicated eusitionnaires 
have been sent to all the State Insurance Departments, ask- 
ing questions not only relating to the present supervision of 
insurance in the states, but likewise its history for the past 
many years. States are under no compulsion to answer such 
a questionnaire; however, we believe most of them are do- 
ing so. 
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ANNUAL MESSAGE WEEK 
CONTEST PAMPHLETS DISTRIBUTED 


In connection with the “Life Insurance In Action” 
contest, which runs from October 23rd to February Ist, 
1940, Life Underwriter organizations are distributing 
pamphlets under a program where it is hoped each under- 
writer will interview at least ten people, to acquaint them 
with the contest and see if he can get some useful and helpful 
stories. Ten free pamphlets are given to each member. 


WAR RISK COVERAGE (BRITISH) 


The Review of London, in its November 3rd issue, an- 
nounces that the Legal and General Assurance Society is 
offering one year temporary life insurance, including war 
risk on the lives of all healthy males and females not exceed- 
ing 46 years of age, at a premium of £2 per cent and gen- 
erally without medical examination. The insurance depends 
upon continuous residence in the United Kingdom but 
covers all risks with the exception of aviation other than 
as a fare-paying passenger on a recognized air line within 
the United Kingdom, and all occupations. The maximum 
sum insured under this arrangement is £1,000. 


MORTALITY RECORD? 


Even the unparalleled health record made in 1938 by the 
millions of Industrial policyholders of the Metropolitan Life 
Insurance Company may yet be excelled in 1939, according 
to the Statisticians of the company. They point out that for 
the first nine months of this year, despite mortality setbacks 
encountered during more than half of that time, the death 
rate was only a fraction of one per cent higher than for the 
same period of the banner health year of 1938. At the end of 
May, the cumulative death rate this year was 3.5 per cent 
higher than that for the corresponding period of 1938, but, 
owing largely to the excellent health enjoyed by the insured 
wage-earners during the summer months, this excess was, by 
the end of September, reduced to a bare seven tenths of one 
per cent. 

With the exception of diseases important in the late middle 
and older ages, the mortality experience was so favorable 
that in many cases new all-time low death rates for the nine 
months period were established, while in others at least 
outstanding gains were made as compared with recent years. 
Among white policyholders, mortality from the communi- 
cable diseases of childhood, as a group—whooping cough, 
diphtheria, scarlet fever, and measles—touched the lowest 
point, on record for the January-September period. And of 
these, each, except whooping cough, made a new individual 
low mortality record, and whooping cough itself was only 
slightly above the minimum. 

The death rate from tuberculosis during the nine months 
period was lower by 3.4 per cent than that registered a year 
ago. This accomplishment continues the uninterrupted de- 
cline in tuberculosis mortality that started in 1926. The 
death rate of 46 per 100,000 policyholders was only about one 
half the rate that prevailed ten years ago. 

Another all-time low death rate for the nine months period 
was established by pneumonia. “The continued decline in 
the number of deaths from this cause,” the statisticians say, 
“is of especial interest at this time since it follows so closely 
upon the application of the newer methods of pneumonia 
therapy. The increasing use of specific serum and of sulfa- 
pyridine, either separately or combined, is clearly playing an 
important part in saving lives of pneumonia patients.” 

Other causes of death for which new low death rates for 
the January-September period were recorded are typhoid 
fever, diarrhea and enteritis, appendicitis, chronic nephritis, 
and the puerperal state. 
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CC it is our objective to provide 
our field representatives 
with all necessary tools, tan- 
gible and intangible, with 
which success is achieved 
in insurance selling « « «99 


WALTER W. HEAD, President 
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You can’t do TODAY’S insurance selling with 
YESTERDAY ’S tools and be successful. 

Today, your insurance portfolio must con- 
tain complete multiple line coverage — cover- 
age geared to, and synchronized with, current 
economic and social trends. 

General American Life, with its Multiple 
Lines, gives the public the coverage it wants. 
Fitting examples are the two most recent ad- 


ditions to our sales kit: 


* The Progressive Hospital, Nurse and Sur- 
gical Expense Health Policy for individuals. 


*« Employee and Dependents Group Hospital- 
ization and Surgical Procedure Benefits 


Insurance for employee groups. 


Just two reasons (and thereare plenty of others) 
why General American Life agents and agencies 
are forging ahead. 

Get all the facts about General American 
Life ...its *Multiple Line Coverage... its kit 
of insurance selling tools. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 


St. Louis, Missouri 





*MULTIPLE LINE COVERAGE: Participating « Non-Partici- 
pating « Salary Savings « Juvenile « Sub-Standard ¢ Annuities 
Commercial Accident and Health and Hospitalization « Group Life 
Wholesale Insurance « Group Accident and Sickness « Group Ac- 
cidental Death and Dismemberment « Employee and Depen- 
dents Group Hospitalization with Surgical Procedure Benefits 
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Three dots, three dots, three dots—S—S—S— 
three letters which today symbolize the reali- 
zation of the greatest danger to ships at sea— 
Submarine Sinking Ship. 
For years, these same letters have sym- 
bolized the urgent need of humanity in its 
attempt to establish a sound financial program 
combining— 

Safety 


Stability 
Service 


















For over 36 years this Company has been 
fulfilling this S—S—S call by furnishing 
Safety, Stability and Service to policyown- 
ers, beneficiaries and representatives. 









THE 
VOLUNTEER STATE LIFE 
INSURANCE COMPANY 


Chartered in 1903 


CECIL WOODS, President 
Chattanooga, Tennessee 















Not too young Not too old ‘| 


NINETEEN THIRTY-NINE 
SILVER ANNIVERSARY Year 


Write to us requesting information on our 
combination contract—life, containing double 
and triple indemnity, with weekly accident 
protection, non-cancellable 
and non-proratable. Issued 
only by the United Life 
and Accident Insurance 
Company. 


General Agencies available in 
Maine, northeastern Massachu- 
setts, and Southern Vermont; 
Pennsylvania and Ohio. Address 
your correspondence to 


WILLIAM D. HALLER, 
Secretary and Agency Manager. 





25 years of faithful serv- 
ice to policyholders and 
agents. 


United Life and Accident Insurance Co. 


UNITED LIFE BUILDING CONCORD, NEW HAMPSHIRE 
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LIFE PRESIDENTS ASSOCIATION 
ANNUAL MEETING 


Individual enterprise as a factor in building security in 
America will be stressed in the discussions at the Thirty- 
third Annual Convention of The Association of Life Insur- 
ance Presidents at The Waldorf-Astoria in New York City 
on December 14 and 15. The Convention theme will be 
“Mobilizing for Security Through Individual Enterprise.” 
Speaking on various functions of life insurance in relation 
to this central topic, executives in the business will make 
addresses which promise to be of wide interest and public 
value. At the opening session, the theme itself will be dis- 
cussed by the Chairman, M. Albert Linton, President of the 
Provident Mutual Life Insurance Company of Philadelphia. 

Leaders in a wide range of activities are scheduled to 
join the life company executives in giving the Convention 
their views. “The central theme of our meeting not only has 
significance from the standpoint of life insurance, but also 
has application to other fields,” the Association’s announce- 
ment states. “In business, government, science, education, 
and other important spheres, opportunities are many to 
make outstanding contributions to the encouragement of 
individual enterprise in the quest for security.” 

As usual, a number of special surveys are being made to 
aid in the development of the central theme. The results 
of these studies, to be announced at the Convention, will 
throw light on such subjects as current activities and ac- 
complishments of Americans in mobilizing individual re- 
sources through life insurance, and the extent of the benefits 
now being enjoyed as a result of individual enterprise and 
thrift exercised through that channel. The surveys also 
cover the investment of life insurance funds, and mor- 
tality trends among life insurance policyholders. 


TEXAS ASSOCIATION 


Mr. Burke Baker was elected President of the Texas 
Association of legal reserve life companies at the annual 
meeting held in Dallas on October 14, 1939. Other officers 
elected were: Vice-President, S. J. Hay, of the Great Na- 
tional; and Secretary-Treasurer, E. G. Brown, of the South- 
western, a position which he held before. The meeting was 
the largest ever held with eighteen member companies 
represented by at least one executive. The Hon. Walter H. 
Woodward, Chairman of the Board of Insurance Commis- 
sioners of Texas, was present and a participant in the meet- 
ing, and in the afternoon, all were guests of Judge O’ Donnell 
of the Southwestern Life, at the Texas-Oklahoma football 
game. The unfortunate score: Oklahoma 24—Texas 12. 


17.7 BILLIONS HOME LOANS 


Outstanding mortgages on non-farm homes climbed $220,- 
000,000 last year over the 1937 figure to reach $17,721,000,000 
by the end of 1938, the November issue of the Federal Home 
Loan Bank Review stated. 

This is the first definite figure of the amount invested in 
one- to four-family homes in American cities at the close 
of last year, due to the tremendous task of examining and 
coordinating various data from all sections of the country. 
The report as presented by the Review was compiled by the 
Federal Home Loan Bank Board’s Division of Research and 
Statistics. 
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INSURANCE BUYERS 


Retail dealers led all other occupational classifications 
last month in the Lincoln National Life Insurance Com- 
pany’s monthly survey of buyers of life insurance policies 
for $10,000 or more. They ranked first in total volume thus 
purchased and were tied with insurance agents in number 
of policies bought. Reflecting seasonal interest in new car 
models, automobile and accessory dealers jumped to fourth 
place in number of big policies purchased. 

Ranked in order according to number of policies, the 
groups were: Retail dealers; insurance agents; brokers, bank 
managers and real estate company officials; automobile and 
accessory dealers; lawyers, justices and judges; wholesale 
dealers; physicians and surgeons; office managers; commer- 
cial travelers; grocery, milk and produce dealers; and edi- 
tors and reporters. 

The classifications ranked according to volume were: 
Retail dealers; brokers, bank managers, and real estate com- 
pany officials; wholesale dealers; insurance agents; auto- 
mobile and accessory dealers; lawyers, justices, and judges; 
physicians and surgeons; commercial travelers; office man- 
agers; fruit, milk, and produce dealers; public service offi- 
cials; and mining operators, engineers, and officials. 


LIFE INSURANCE SALES 


According to the Association of Life Insurance Presidents, 
a comparison of the month of October, 1939 with the same 
month of 1938 shows the following percentages of life insur- 
ance sales: Industrial, —24.4%; Group, +135.2%; Ordinary, 
+11.9%. Cumulative figures for the first 10 months show: 
Industrial, —30.4%; Group, +91.6%; Ordinary, +11.1%. 

According to the Life Insurance Sales Research Bureau, 
estimating sales from its 54 contributing companies to repre- 
sent total sales for the United States of Ordlanse insurance, 
the month of October is ahead 8% and accumulated year to 
date 6%. Based on our five year average, however, Genser 
sales are off 642%, and the year to date off 11%. The trend, 
however, is favorable, these minus percentages being smaller 
than those shown for last month. Monthly sales on some 
leading cities for October are: Boston, up 24%; Chicago, up 
aol New York, —3%; St. Louis, up 9%; Los Angeles, off 
14%. 


HEART DISEASE 


UP IN WINTER! 


Beware of cranking a stubborn car or shoveling it out of 
the snow if you are over 40; heart trouble is about 30 per 
cent deadlier in the winter months than in the summer. 
Some 33,000 people will die each month from heart ailments 
during the coming winter, compared with a summer heart 
fatality rate of about 25,000 per month, according to a 
warning report by Northwestern National Life Insurance 
company. 

Winter conditions pile additional work on the heart, leav- 
ing it much less reserve margin for extra exertions, while 
among the middle-aged and elderly, overexertion is much 
more common in winter than in the warmer months, the 
report says. Severe strains such as cranking a stubborn 
car, “digging out” after a snowstorm, or long exposure to 
the elements often bring on the first symptoms of heart 
trouble, or prove dangerous or fatal to persons already 
afflicted with heart weakness. 

While deaths from heart ailments totaled 99,903 in June, 
July, August and September, 1937, latest year in which de- 
tailed figures are available, 131,506 persons died from cardiac 
troubles in January, February, March and December of the 
same year, the study shows. This is a variation of 32 per 
cent in mortality between the warm and the cold months. 
Total U. S. heart. fatalities were 346,401 for the year. A 
decade before, in 1927, total U. S. heart fatalities were 211,- 
976. January usually sees more deaths from heart disease 
than any other month of the twelve; August the fewest. 
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THERE’S A REASON! 


FOR A GAIN OF MORE THAN 40°%, IN BUSI- 
NESS DURING FIRST TEN MONTHS OF 1939. 


Our Family Unit Policy Is In a Class by Itself! 


Complete line of usual form policies plus many unique and 
practical forms of our own. 


Both participating and non-participating. 
Both standard and substandard. 
Compare our net cost! 


There are MANY REASONS why salesmen are coming 
with Shenandoah! 


For full details write: 


SHENANDOAH LIFE INSURANCE COMPANY, Inc. 


ROANOKE, VA. 


Chas. E. Ward, 
Vice-Pres. in chg. of Agencies. 


E. Lee Trinkle, 
President. 


NEW MORTGAGES INCREASING 


Altogether $2,790,863,000 worth of non-farm mortgages 
valued at $20,000 and under were recorded during the first 
nine months of this year, officials of the Federal Home Loan 
Bank Board have announced. 

Of the total recordings, savings, building and loan associa- 
tions accounted for 31 per cent, commercial banks and trust 
companies 24 per cent, individuals 18 per cent, insurance 
companies, nine, mutual savings banks, four, and miscel- 
laneous lenders, 14. 

By type of lenders, the volume of mortgages of $20,000 or 
under in each of the three quarters is shown in the following 
table: 


(In millions of dollars) Per cent of Total 
First Second Third First Second Third 





Type Quarter Quarter Quarter Quarter Quarter Quarter 
Savings and loan 

associations ... $227 $318 $323 29 31 33 
Insurance co’s ... 70 87 89 9 9 
Banks and trust 

companies .... 201 248 229 26 25 23 
Mutual savings | 

a cua 24 34 41 3 or 4 
Individuals ..... 149 174 170 19 17 17 
CG 5.6 sts eeeds 113 153 141 14 15 14 

a, OU $784 $1,014 $993 100 100 100 


The statistics were compiled by the Board’s Division of 
Research and Statistics in cooperation with savings and loan 
associations and other mortgage lending groups throughout 
the country. 
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AGENCY PRACTICES AGREEMENT 
62 SIGNERS 


The 62 life insurance companies, the names of which 
appear following, all signatories to the Agency Practices 
Agreement, received during the annual meeting of the Asso- 
ciation of Life Agency Officers, a copy of a handsomely 
engrossed Certificate of Participation from the Agency 
Practices Committee. 


~ Col. D. Gordon Hunter, Vice President and Agency Man- 

ager of the Phoenix Mutual, and Chairman of the Agency 
Practices Committee, in making the presentation said, “The 
National Association of Life Underwriters and the Asso- 
ciation of Life Agency Officers jointly take great pleasure 
in presenting to those companies who are signatories to the 
Agency Practices Code this Certificate of Participation 
which has been beautifully illumined in color and signed by 
the secretary and the chairman of the Agency Practices 
Committee of each association. 


“The certificate highlights the Agency Practices Code as 
a general plan of co-operation jointly formulated by the 


Aetna Life Insurance Company 

American United Life Insurance Company 
Amicable Life Insurance Company 

Atlantic Life Insurance Company 

Bankers Life Company of lowa 

Berkshire Life Insurance Company 

Business Men’s Assurance Company 
California-Western States Life Insurance Co. 
Canada Life Assurance Company 

Colorado Life Company 

Conferation Life Association 

Connecticut General Life Insurance Company 
Connecticut Mutual Life Insurance Company 
Continental American Life Insurance Company 
Dominion Life Assurance Company 

Equitable Life Ins. Co. of Washington, D. C. 
Eureka-Maryland Assurance ing om 
Fidelity Mutual Life Insurance Company 
General American Life Insurance Company 
Girard Life Insurance Company 

Great American Life Insurance Company 
Great-West Life Assurance Company 

Guardian Life Insurance Company of America 
Home Life Insurance Company of New York 
Home Life Insurance Company of America 
Imperial Life Assurance Company 

John Hancock Mutual Life Insurance Company 
Kansas City Life Insurance Company 

Liberty National Life Insurance Company 
Lincoln National Life Insurance Company 
Massachusetts Mutual Life Insurance Company 
Metropolitan Life Insurance Company 
Minnesota Mutual Life Insurance Company 
Monarch Life Insurance Compan 

National Life and Accident Insurance Co., Inc. 
National Life Insurance Company 

New England Mutual Life Insurance Company 
North American Life Assurance Company 
Northwestern Mutual Life Insurance Company 
Northwestern National Life Insurance Company 
Occidental Life Insurance Co. of North Carolina 
Occidental Life Insurance Co. of California 








CENTRAL LIFE 


ASSURANCE SOCIETY 


(MUTUAL 
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Associations not only to secure a higher quality of business, 
better qualified representation, and improved field morale; 
but, also, to assure continual betterment of the public service 
being rendered by the Institution of Life Insurance—and 
a Code which seeks to attain these major objectives in the 
following manner, to wit: Competent representation by 
endeavoring to select as future representatives only those 
who, by character, education and potential ability, can be 
trained to become competent life insurance men, and by 
eliminating those who prove inadequate or unfit through 
immediate cancellation of Insurance Department licenses; 
turnover among salesmen by constructive, and co-operative 
effort to reduce the economic wastage of turnover, especially 
by encouraging inter-company consultation concerning the 
appointment of any representative now under contract with 
another company; use of full-time men by appointing no 
more part-time men in the larger urban centers, by eliminat- 
ing such representation from present organization, and by 
encouraging the issue of new insurance solely through those 
who devote their full time to the insurance business. 

“Many additional companies are giving active considera- 
tion to accepting this code and we hope soon to welcome 
them to the growing list of signatory companies that follows: 


Oregon Mutual Life Insurance Company 
Pacific Mutual Life Insurance Company 

Penn Mutual Life Insurance Company 
Philadelphia Life Insurance Company 

Phoenix Mutual Life Insurance Company 
Policyholders’ National Life Insurance Company 
Protective Life Insurance Company 

Provident Mutual Life Insurance Company 
Puritan Life Insurance Company 

Reliance Life Insurance Company 

Shenandoah Life Insurance Company 

State Mutual Life Assurance Company 

Sun Life Insurance Company of America 

Sun Life Assurance Company of Canada 
Travelers Insurance Company 

Unicon Central Life Insurance Company 

Union Mutual Life Insurance Company 

United Life & Accident Insurance Company 
Western and Southern Life Insurance Company 
West Coast Life Insurance Company.” 


ANTI-REPLACEMENT PLAN 


The report of the Committee on Replacement, of the 
Association of Life Agency Officers, which was made at the 
joint meeting of the Officers and the Research Bureau in 
Chicago, indicates continuing success with the Anti-Re- 
placement Plan. This completed the ninth year of the plan; 
there are now 93 companies signatory to the agreement. A 
number of other companies which have not signed, actually 
cooperate with the group. 
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BOOK REVIEWS 
"THE INSIDE PAGES OF A LIFE INSURANCE POLICY" 


This is the title of a new loose-leaf book by William 
S. Herschman, an experienced life insurance underwriter, 
and Edwin C. Holden, Jr.. a member of the Baltimore 
Bar and an Instructor at the Baltimore Institute of Life 
Underwriters, who has been connected with the Equitable 
Trust Company. The study contents itself with a list of 
36 of the largest companies, and compares their policies 
point by point in tabular form on matters of interest to 
brokers, agents, etc. Among the comparisons are pre- 
miums and premium payments, dividends, dividend pro- 
visions, non-forfeiture provisions, anti-lapse provisions, 
double indemnity, disability, change of plan, settlement op- 
tions, and similar. Because of the tabular method of anal- 
ysis, it is possible to compare these points in the policies 
of the 36 companies with great ease, and the work would 
therefore be particularly valuable to trust companies and 
brokers. 

The authors expect to supplement the book from time 
to time as necessary, the present edition being based on 
policies as of July 1, 1939. 

The publisher has a sliding scale of prices, being $3.00 
apiece for the manual, or $2.50 each for five or more. 
The charts are available separately at $1.25, or $1.00 each 
for ten or more. Orders should be addressed to Hersch- 
man & Holden, Munsey Building, Box 1556, Baltimore, 
Md. 


"WHAT WILL SOCIAL SECURITY MEAN TO YOU?" 


This is the title of a paper bound pamphlet of 83 pages 
by E. C. Harwood, published by the American Institute 
for Economic Research at 54 Dunston Street, Cambridge, 
Mass. The Institute has no connection whatever with 
Harvard University . 

So far as its analysis of the Social Security Act goes, 
the pamphlet is well written and very complete, although 
it is not any too clear. This, however, is partly the fault 
of the Social Security Act itself, which in its 1939 Amend- 
ment, is an exceedingly complicated document. The price 
is $1.00 per copy. 


“PLANNING AND SELLING THE BASIC ESTATE” 


This title, by Roderick Pirnie is published by the Na- 
tional Underwriter, 420 East 4th Street, Cincinnati, Ohio, 
at $2.00 per copy. Mr. Pirnie is a member of the Million 
Dollar Round Table and is General Agent for the Massa- 
chusetts Mutual at Providence. 

As its title indicates, the book is an exact exposition 
of the methods used by Mr. Pirnie, and of course is on 
the line of estate programming. The forms, etc. which form 
the basis of his plan, are given in the appendix. 

The work does not pretend to cover the entire field 
of life insurance programming, but simply shows the 
methods used by Mr. Pirnie, which for him have been very 
successful. 


"IT'S EASY TO SELL” 


This is a loose-leaf paper bound booklet of 96 pages 
published by the Insurance Field of Louisville, Kentucky, 


at $1.00 a copy. 


It contains selling articles written by Vash Young, 
Elmer Wheeler, Tom Nelson and Zenn Kaufman, which 
have appeared in the selling section of the Insurance Field 
at various times in the past. 
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PROTECTIVE LIFE AGENTS WIN 
THE REWARDS OF QUALITY 


—a larger income from both first year 
and renewal commissions 


—more prestige through contacts with 
higher income groups 


—high standing in their home commu- 
nities 


“A quality Company with quality agents 
writing quality business on quality people.” 


Src 


LIFE INSURANCE QO. 
William J. Rushton. President 
BIRMINGHAM, 





“Double- reature i Life Insurance 
Presented by Occidental Agents 


When Occidental representatives call 
on prospects, they are armed with 
two exclusive features—PERFECT 
PROTECTION and DOUBLE PROTEC- 
TION. These two points of superiority 
result in more and larger applica- 
tions. Alert men— interested in life in- 
surance as a profession—are invited 
to write Mr. W. H. Trentman, Vice- 
President, for details. | 


. 
OCCIDENTAL 
LIFE INSURANCE COMPANY 


RALEIGH, NORTH CAROLINA 
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REETINGS and salutations to the more 

than twenty-three thousand readers of 
BEST'S LIFE INSURANCE NEWS from the 
latest addition to the family, “Life News 
Notes." Our location will be around these 
parts—opposite Agency and Home Office 
News and flanking the grin-of-the-month 
cartoon. We hope you'll get the habit of 
looking us up occasionally and listening to 
our ramblings. 
The purpose of the column is, let us con- 
fess now, strictly unorthodox. We have no 
intention of amazing you with ponderous 
statistics or revealing the innermost delibera- 
tions of great minds. You will never glean 
the slightest bit of brilliant sales logic here 
and we'll never scoop the New York Times 
on spot news. Briefly, we occupy a spot in 
the National Magazine of Insurance Finance 
that a strip-tease would in a Russian drama. 


CABBAGES AND KINGS 


See what we mean? Revealing, yet relax- 
ing. Your chance to light a cigarette and 
hitch up your trousers (or loosen your stays, 
as the case may be) before the next serious 
perusal of company examinations or reports 
on associations. Our idea is to chat briefly 
about a multitude of unrelated subjects. In 
fact, to emulate the Walrus of Alice in 
Wonderland fame and talk of “shoes and 
ships and sealing wax and cabbages and 
kings.” 

There are, no doubt, lots of things you've 
casually wondered about and—if you are 
like us—are mildly curious to know what 
makes them tick. For instance, haven't you 
often speculated on the monthly routine of 
putting a magazine together? We'll tell you, 
in some future issue, what happens to the 
LIFE NEWS from blank paper to the issue 


you're reading. 


PROMISES AND HOPES 


More than that—we'll trace the LIFE NEWS 
back to its inception and show what 
prompted its present form. Another time 
this column may talk of the personnel, the 
publications or the organization back of the 
LIFE NEWS. Some month (probably when 
Spring enervates us) the chatter may con- 
cern historic portions of old New York vis- 
ible from the windows of the Best Building. 


Comes May, we'll give you the latest dope 
on gorgeous Grover Whalen's World of To- 
morrow (1940 edition). In other words, the 
contents of “Life News Notes" wont be too 
serious or. too flippant but, we hope—in- 
teresting. We'll begin functioning with the 
January issue so—until then, a very Merry 
Christmas and a profitable New Year to all 
-of you! 
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"You may go in now, but Mister Catts requests you do NOT 
make the quip about selling him one for each of his nine lives." 











WAGES VS. PRICES 
A FOTO FINISH! 


After a two-dollar jump in the average 


American family’s food bill within a 


month after the outbreak of war, food 
prices have eased off a bit, but prices of 
clothing, house furnishings and other items 
in the family budget are working towards 
higher levels. Meanwhile the family pay- 
check is about where it was three months 
ago, according to a quarterly study of 
family buying power made by Northwest- 
ern National Life Insurance Company. 
Due to depressed prices just prior to 
the war’s outbreak, however, family liv- 
ing expenses are now approximately the 
same as a year ago, while the average 
monthly paycheck is $4 higher than in the 
autumn of 1938. Employment is expand- 
ing, though the gains are reduced some- 


what by strikes. Increased family buying 
power is reflected in department store 
sales, currently running 8 per cent above 
this time last year, compared with a 5 per 
cent increase shown in the first six months, 
the study points out. 

An average American worker's family 
of four persons, with earnings of $120 
per month at average 1933:payroll levels, 
and spending $120 for living expenses at 
average 1933 prices, had to spend $137.09 
in September, 1939, to maintain the same 
standard of living, while its monthly pay- 
check had risen to $144.48, calculated from 
payroll figures of industries employing 
15,000,000 workers, the study shows. 
(This represents a gain of only 5% from 
the bottom of the depression, and makes 
no allowance for the enormous unemploy- 
ment or the huge deficit spending of the 
government, which cannot continue much 
longer—Editor. ) 
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AGENCY AND HOME OFFICE NEWS 








ATLANTIC LIFE: F. D. Gibson 
has been appointed General Agent at 
Charlotte, N. C. Mr. Gibson repre- 
sented the Reliance Life for more than 
10 years and for the past year has been 
a representative of the Provident Life 
& Accident. Guy O. Bagwell has been 
the company’s General Agent at Char- 
lotte for a good many years and he is 
continuing in the capacity of General 
Agent, the appointment of Mr. Gibson 
in no way affecting his connection with 
the company. Although operating from 
the same office, Mr. Bagwell and Mr. 
Gibson work under independent Gen- 
eral Agency contracts. 

BANKERS LIFE OF IOWA: 
Walter A. Garness has been appointed 
Agency Manager at Chippewa Falls, 
Wisconsin, succeeding E. S. Putnam, 
resigned, who will continue his 3l-year 
affiliation with the company asa sales- 
man in the Chippewa Falls Agency. 
Prior to joining the Bankers Life in 
1934, Mr. Garness was Principal of the 
Lincoln Junior High School at Monroe, 
Wisconsin. He has been Agency Super- 
visor in Madison since 1936. 


BERKSHIRE LIFE: Won prizes at 
the Life Advertisers’ Association Con- 
vention in Detroit in: Insurance journal 
advertising, direct mail, publications to 
agents, recruiting material and conser- 
vation. 


COLUMBIAN NATIONAL LIFE: 
Nowell R. Kinney, Assistant Secretary 
and head of the New Business Depart- 
ment of the Columbian National, died 
November 5th at the age of 42 years. 
He had been a Columbian National 
Home Office associate for more than 
16 years. 

Harold B. Underwood has been ap- 
pointed Manager of the Life Depart- 
ment of the Charles F. Joyce Agency 
at Buffalo, New York. Bennett D. Bell 
has been appointed General Agent for 
the state of Vermont, with headquar- 
ters at Rutland in the Meade Building. 

Craig Thorn has been appointed 
Manager of the Great Northern Asso- 
ciates of Albany—the Great Northern 
represents the Columbian National in 
that city. Mr. Thorn is a C.L.U. and 


has been active in underwriters’ affairs. 


CONNECTICUT MUTUAL LIFE: 
Paul K,. Adams has been appointed 
General Agent at Minneapolis succeed- 
ing Edwin L. Pickhardt, who has re- 
signed. Mr. Adams began his life in- 
surance career in 1924 and comes to 
the Connecticut Mutual from the Equi- 
table of lowa, where he has been As- 
sistant Superintendent of Agencies 
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since 1936. Prior to that time he was 
General Agent for the Equitable at 
Albany. 


CONTINENTAL AMERICAN 
LIFE: Sam B. Sapirstein has been ap- 
pointed General Agent in Brooklyn, 
N. Y. effective December Ist. Mr. Sa- 
pirstein has been Associate General 
Agent with Matthew J. Lauer in the 
Lauer Agency at 295 Madison Avenue 
since January 1, 1936. He entered the 
life insurance business 14 years ago, 
and is a member of the company’s 
Leaders Club. The address of Brooklyn 
Agency is 66 Court Street. 

Herman V. Nathanson was appointed 
Unit Manager in the Matthew J. Lauer 
Agency, New York, on December Ist. 
Mr. Nathanson entered the life insur- 
ance business in 1936 when he joined 
the Lauer Agency. He is a specialist in 
estate work and programming. The 
Lauer Agency is the leading Agency 


of the company for the first 10 months 
of 1939. 


CONTINENTAL ASSURANCE: 
William O. Cummings has been ap- 
pointed to the company’s Home Office 
Agency staff and will serve as assistant 
to Educational Director Charles Cra- 
vens. Mr. Cummings is a son of O. Sam 
Cummings of Dallas, Texas, past 
President of the National Association 
of Life Underwriters. He entered the 
life insurance selling field after gradua- 
tion from the Wharton School of Fi- 
nance at the University of Pennsyl- 
vania, and recently completed examina- 
tion requirements for the degree of 
Chat. 


FIDELITY MUTUAL LIFE: 
George A. Hatzes, formerly General 
Agent for the Mutual Trust Life in 
Manchester, N. H., has been appointed 
Manager in Washington, D. C. 











vq Meet Mr. CAMPBELL 


“Every man in my agency is a producer. 


General Agent for The Midland 
Mutual, Parkersburg, W. Va. 





We are putting Company aids to work and 
backing every effort with personal contacts.” 


Mr. J. R. Campbell came with the Midland 


Mutual August 1, 


1930. His agency has 


shown a steady consistent production in- 
crease because of adequate training and 
close supervision of his men. The Midland 


tive man-power. 


Write for vour copy, 


the Beam?” 


Mutual believes in man-building for produc- 





“Are You Flying 


See the type of aid furnished 


free to agents by the Midland Mutual. 


Miptanpo Murtruat Lire LNSURANCE 





(_OMPANY 


CoLUuMBUS, OHIO 
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HOME OFFICE NEWS—Cont'd. 

GREAT SOUTHERN LIFE: Ap- 
proximately 173 members of the agency 
organization of this company arrived 
in Houston October 20th enroute to 
New Orleans. The visitors represented 
the top producers of the company, hav- 
ing qualified for the third annual meet- 
ing of the Great Southern Club which 
convened in New Orleans October 23- 
October 25. 

GUARANTEE MUTUAL LIFE: 
W. E. Hatcher, of Texarkana, who has 
been operating as an Agent for the 
company since last January, has been 
appointed General Agent for North- 
eastern Texas, succeeding Wayne H. 





England, who recently resigned. He 
has taken over Mr. England’s office in 
the Texarkana National Bank Building. 

Claude W. Duncan, of Bowling 
Green, has been appointed General 
Agent for a number of counties in 
Western Kentucky, where he has been 
engaged in life insurance sales work 
for more than twenty years. His most 
recent connection was with the Ken- 
tucky Home Mutual Life. 

LAMAR LIFE: Major W. Calvin 
Wells, Vice President and General 
eral Counsel of the Lamar Life Insur- 
ance Company has been elected Presi- 
dent of the Jackson (Miss.) Chamber 
of Commerce and recently was made 


| 


Fairchild Aerial Surveys, Inc. | 


A BIG LITTLE AGENCY 


In this series of advertisements dedicated to Provident Mutual 
general agencies we have very naturally concentrated on big 


agencies. 


In this advertisement we pay tribute to a big little agency, which 
is growing in power and importance—the Portland, Oregon, 
Agency under Dudley F. ‘‘Dud” Clark. 

The past few years have shown great progress in this agency. 
In 1937 business increased 49°/,. Last year it increased 36% and 
the agency led all agencies of its group in percentage of quota. 
This year it continues the upward march. 

Nor are all gains limited to volume statistics. The lapse rate is 
low; the average policy high. Gain in insurance in force is 20% 
above quota this year. One Portland agent became “Man of the 
Month” a short time ago by leading all agents of the Company. 
Congratulations to a “little’’ agency which is growing up quite 


soundly. 


PROVIDENT MUTUAL 


Lire InsuRANCE COMPANY OF 
Pennsylvania 


@ Founded 1865 


General Chairman of the first Com- 
munity Chest Campaign ever con- 
ducted in Jackson, 

LEAGUE OF INSURANCE 
WOMEN: Held November meeting at 
the Woman’s City Club, New York 
City, under Chairmanship of Mrs. 
Dorothy S. Briggs. Mrs. Helen Wolf- 


sohn is President. 


LOS ANGELES C.L.U.: Has 
formed what is believed to be the first 
class under supervised instruction for 
study for the Agency Management de- 
gree given by the American College; 
Twelve C.L.U.’s are enrolled and 
studying under Dr, F. F. Burtchett, of 
the University of California, at Los 
Angeles. 

MANHATTAN LIFE: Alexander 
White, formerly Agency Secretary of 
the Bankers National Life of Mont- 
clair, N. J., has been appointed Gen- 
eral Agent for the Manhattan in Jersey 
City, with offices at 905 Bergen Ave. 
For the past 9 years Mr. White has 
been actively engaged in field work and 
agency development for the Bankers 
National, his experience dating back to 
1917 when he started with The Trav- 
elers. 

MANUFACTURERS LIFE: Peter 
C. Burns, Branch Manager at Saginaw, 
Michigan, died during the week of Oc- 
tober 23rd at the Ford Hospital, De- 
troit, in his 53rd year. Mr. Burns had 
been engaged in the life insurance busi- 
ness as a personal producer with the 
Manufacturers since 1921 and as 
a Manager in Port Huron since 

MASSACHUSETTS MUTUAL 
LIFE: The company announces a new 
Agents’ Training Course in 11 bound 
volumes, covering the essentials of life 
insurance selling; there is also a section 
for General Agents and Supervisors. 

MIDDLE ATLANTIC ACTUAR- 
IAL CLUB: The regular Fall meeting 
of the Middle Atlantic Actuarial Club 
was held at the Commonwealth Club 
in Richmond, Virginia on October 20, 
1939. Twenty-five members and nu- 
merous guests were present. 

Officers elected for the coming year 
were: President, A. B. Ambler, Jr., 
Assistant Actuary, Acacia Mutual Life 
Insurance Company; Vice President, 
R. Turner Arrington, Manager, Actu- 
arial Department, Life Insurance Com- 
ed of Virginia; and Secretary- 

reasurer, Miss Helen P. Gibson, As- 
sistant Actuary, The Monumental Life 
Insurance Company. 

MUTUAL BENEFIT LIFE: Effec- 
tive in January, 1940, the Mutual Bene- 
fit is establishing multiple agencies in 
New York City, under which arrange- 
ment the company will be represented 
by three new sales agencies which are 
being created from the present single 
agency and which will be served by 
one central collection and _ service 
agency, to be managed by Charles E. 
DeLong, present general agent for 
New York City. Two of the three sales 
offices are to be General Agencies—a 
downtown general agency to be headed 
by Arthur V. Youngman, present As- 
sociate General Agent in New York, a 
midtown general agency to be headed 
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by Lester Einstein and B. D. Salinger 
of the DeLong agency management 
staff. 

In addition, a comnany-managed 
agency will be maintained at 225 Broad- 
way under the direction of Bill C. 
Thurman of the home office, whose 
assignment as Assistant Superintend- 
ent of Agencies includes all agencies 
in the metropolitan area. The Brook- 
lyn office will be maintained under the 
management of Major R. F. Migdalski. 
The establishment of the multiple 
agencies in New York followed the 
favorable experience of the multiple 
agency arrangement in Chicago, where 
the establishment of a company-man- 
aged agency is a new step for the 
Mutual Benefit, and according to pres- 
ent plans this agency will be not unlike 
the home office agencies qf other com- 
panies and will serve as a testing 
ground for training and management 
plans and for the development of pro- 
spective agency management material. 

NATIONAL LIFE OF VER- 
MONT: During Annual Message 
Week, the Shepherd Agency of this 
company at Cedar Rapids, lowa, ran 
a very successful series of ads and a 
special Western Union display which 
attracted considerable attention; this 
Agency ranked fifth in paid-for busi- 
ness in the National in 1938, and was 
built from scratch beginning in the 
year 1927. The Agency has also always 
subscribed to Best's Service. 


“Where There is 
VISION 
the People Perish”’ 


This year’s Annual Message of Life 
Insurance is another praiseworthy effort 
to teach America's citizens that life in- 
surance is but vision capitalized in the 
only way available to the average in- 
dividual, and that ‘‘Where there is no 


NO 


vision the people perish.” 
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NEW ENGLAND MUTUAL: The 
company concluded in October eight 
regional meetings held throughout the 
country at which 800 leading fieldmen 
and their wives assembled. The places 
for the various meetings were: Del 
Monte Hotel on Monterey Bay, Cal., 
General Brock Hotel, Niagara Falls, 
Ontario, The Elms, Excelsior Springs, 
Mo., Oyster Harbors Club, Osterville, 
Cape Cod, Mass., The Grove Park Inn, 
Asheville; N. C., The Greenbrier, White 
Sulphur Springs, near Virginia, and 
Atlantic City, N. J. 

Isidore Hirschfeld has joined the Isa- 
dore Freid organization of the New 
England Mutual in New York City; 
Mr. Hirschfeld is a qualifying and life 
member of the Million Dollar Round 
Table, specializing in trust business 
agreements and tax matters. 

NEW YORK CITY LIFE UN- 
DERWRITERS: A dinner meeting 
held on November 16th at the Hotel 
Pennsylvania was addressed by Vash 
Young of the Equitable Life Assurance 
Society, well-known million dollar 
writer of insurance books, and by John 
D. Howell of the Penn Mutual, also a 
millionaire. 

PROVIDENT LIFE & ACCI- 
DENT (Tenn.): Has established a 
branch office at San Francisco, in 
charge of Marshall Goodmanson, 
former home office agency supervisor 


for the company. The new brarich is 
located at 475 Monadnock Building. 

PROVIDENT MUTUAL LIFE: 
Frank R. Lockhart, Agency Assistant, 
has recently resigned in order to enter 
into partnership with the shoe firm of 
Waldo M. Claflin. Coincident with Mr. 
Lockhart’s resignation is the appoint- 
ment of E. Roy Hofmann to the posi- 
tion of Agency Assistant. Mr. Hof- 
mann joined the Provident in 1920 in 
what was then known as the Record 
Department, which has been more re- 
cently merged with the Accounting De- 
partment. 

STATE MUTUAL LIFE: Louis A. 
Cerf, Jr. has been appointed General 
Agent for the State Mutual in New 
York City, effective November Ist. 
Mr. Cerf’s office will be at 90 John 
Street. He succeeds Robert H. Denny, 
who has been made Director of Agen- 
cies for the company. The company 
maintains two other General Agencies 
in New York, one under Gerald H. 
Young at 225 Broadway, and the other 
under Timothy W. Foley, 100 East 
42nd Street. Mr. Cerf is well known as 
a member of the Million Dollar Round 
Table; he has been in the life insurance 
business since 1919 as an agent with 
his father, L. A. Cerf, Sr., and later as 
Branch Manager. For the past 10 years 
he has served as Manager of the Fi- 
delity Mutual New York Office. 





venience. 





+... youll enjoy stopping at 
the Coronado. 
center of things, yet in quiet 
and dignified surroundings. 
Four famous restaurants and 


adjoining garage for your con- 








It’s in the 
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POSITIONS WANTED 


The individuals offering their services in this column have been 
investigated by Alfred M. Best Company, Inc., and the repre- 
sentations made as to knowledge, experience and character 
are as stated by us. No charge is made for this space as the 
only desire is to assist them and the Insurance business generally. 
Only those who are not employed will be considered. 














L-143—Office manager or assistant, home office or agency; $200 monthly; 
14 yrs. such experience, actuarial, investment and miscellaneous; any 
territory, now in middle west; age 42, not married, U. of Ill. graduate (also 
passed seven parts of L.O.M.A. institute exams); good business, very good 
personal references. 


Li45—Bond analyst, specializing in municipal securities; seven years 
such experience, covering institutional portfolios, and foreign travel; well 
versed in economics and public finance; voluntarily left previous posi 
tion; age 33, N. Y. U. graduate; very good references. 


L146—Secretarial position, $175; 22 years such experience, including 
7 years to vice-president large company in west; now in east; woman, 
age 41, not married, extremely good references. 


L148—Auditor, cashier, or traveling auditor; any territory; has been 
located in Ohio; $2,000; 22 years such experience, company now out of 
business; age 55, married; business school; very good references. 


L150—Actuarial or statistical department; A. B. and A. M. degrees in 
mathematics at Univ. of Michigan; also accounting; passed Part 1 of 
actuarial exams.; age 21, Jewish, now in middle west; very good 
references. 


L151—Agency organizer, supervisor, or educational; 19 years’ ex- 
perience, largely with company not now in business; now in middle 
west but will go anywhere; salary $3,600; age 40; married, no chil- 
dren, very good references. 


L152—Building management, maintenance engineer; salary $3,000; 
in east, college graduate, engineer, real estate construction and main- 
tenance experience; age 37, married, 1 child, very good references. 


L153—Mortgage or real estate department; lawyer, 36, married, 10 
years general experience and three years specialization in examination of 
titles, Illinois; very good references. 


L154—Actuarial or statistical department, part time for summer, in 
Chicago or Des Moines; $20 weekly; 2 students at Northwestern Uni- 
versity, actuarial course; age 21, Christian, very good student references. 


L155—Home Office agency position, executive small company or assist- 
ant in larger, especially qualified for Sales Training and Educational 
Director duties. Any rye now in New York; 18 years Life Insur- 
ance sales experience in field, Home Office, and Agency Management; 
resigned last connection, i good 


44, married, v 
business references. Satery Geelsell $6,000. si 


personal, 


L156—Policyholders service dept. or similar: 23 years varied home office 
experience smaller companies, in middle west; age 39; married, child, 
very good references. 


L157—Actuarial or statistical work, anywhere, now in Canada, just 
graduated with honors in mathematics, University of Western Ontario, 
age 21, not Jewish, not married, very good references. 


L158—Actuarial or Statistical Department; completed M.A. degree; 
has passed three parts of Casualty Actuarial examination and Parts 
1 and 3 of American Institute of Actuaries; age 26, Jewish, not married; 
very good student references. 


aa ti.ceta42 


L159—Clerk, Actuarial or g—secretarial; age 35, singfe, 
two dependents; no objection to traveling; salary $125; very good ref- 
erences. 
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L-160—Experienced Mortgage Loan Executive, now in Middle West, 
will consider position in any section of the country; 13 years’ experience 
own company, and 15 years with life insurance companies, largely one 
institution; age 53; extremely good references. 


L161—Actuary and office manager; 13 yrs. similar and varied ex. 
perience, in 2 middle west companies; age 38, married; prefers middle 
west but will go any place; very good references. 


L162—Agency cashier in any large city, $175; now in middle west; 
14 years in last position, change because of H. O. rule requiring men; 
woman, age 37, single, 1 year normal school, excellent references. 


L163—Agency supervisor or sales instructor; 13 yrs. such experience, 
successful; New York preferred, hut will go anywhere; age 54, married, 
1 child still dependent, very good business references. 


L164—Medical Director, or assistant in large company, mid west pre- 
ferred but will go anywhere; thoroughly experienced, including dis- 
ability claims; Fellow, Am. College of* Physicians; age 54, married, 
one dependent; very good references. 


L167—Actuarial or statistical manager; 26 years such experience, in- 
cluding insurance department; has been actuary or assistant of smaller 
companies, although not a member of Society; age 55, college graduate. 
very good references. 


L168—Experienced general agent, age 45, eight years general agent, five 
years Home Office field work, wants general agency opening covering 
Western Illinois or Eastern Missouri; very good references. 


L169—Accountant, New York territory; four years life experience, six 
general; age 33, married, two children; very good references. 


rts; Ohio-Michigan or nearby; 


L170—Claim investigator, inspection re 
, 3 children, 2 years University 


15 years such experience; age 36, marri 
of Toledo; very good references. 


_ L171—Cashier, office manager, or assistant to general agent; any local- 
ity, now in_ west; 23 yrs. experience in large agency, all phases except 
selling; mederate salary; age 43, not married, very good references. 


L172—Assistant to agency manager or vice president in charge of agen- 
cies; has had experience as manager of sales advertising, marketing coun- 
sel, etc., for commercial firms; special research work in selling; age 46, 
married, two children; now in east, very good references. 


L122—Agency director or assistant; 19 years’ experience starting as 
agent, mid-west territory; company now out of business; fair personal 
producer; age 40, married; very good references. 





L173—Advertising or editorial tant-copy 
eastern or Pacific Coast territory; college graduate, A. 
woman, age 29, unmarried, very good references. 


writer; salary $1,800; 
“A.B. in Journalism ; 


L174—Agency auditor, secretary or supervisor, advertising or con- 
servation manager, assistant secretary; 27 years’ such experience, in and 
out of the life insurance business; age 46, married, two children, very 
good references. 


L175—Actuary, statistician, Ph.D. Goettingen, Germany; 12 years 
every kind home office actuarial experience, German and Italian com- 
panies, especially technical statement of accounts (life, industrial branch, 
and health) : knows English, German, Italian, French; age 38, married, 
no children; very good references. 


L176—Life underwriter, 10 years Home Office selection experience 
lus 6 years advising agents and brokers of large metropolitan agency; 
Familiar with programming and tax conservation; now in east, will go 
anywhere; college graduate under 40; very good references. 


ears such experi- 


L177—Purchasing agent or assistant secretary; 14 
$175 monthly; 


ence with one company now merged; U. S. or Canada; 
age 32, not married, very good references. 


L178—Actuary, underwriter and office manager, such experience with 
small company; not a member of either actuarial society, but worked under 
experienced consulting actuary; age 26, married, one child, very good 
references. 


L179—Agency cashier, male; five years experience last position; re- 
trenchment program responsible for change; 7'4 years total experience in 
agencies of one company; references very good. 
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ON COMPANIES AND ASSOCIATIONS 








AMERICAN BANKERS Insurance Company, 


Jacksonville, Illinois 
Insurance Department Takes Charge 


On Monday, November 6th, a petition asking for re- 
ceivership of this company was filed in the Morgan County 
Circuit Court, by the Attorney General of the state of 
Illinois at the request of Director of Insurance Ernest 
Palmer, the petition alleging insolvency. 

Judge Victor Hemphill, Morgan County Circuit Court, 
on November 13th placed the company in the charge of 
Ernest Palmer, Director of Insurance of Illinois, to work 
out a plan for reorganization or reinsurance. Director 
Palmer states that the order of the court provides for 
segregating premium payments after date of the decree 
pending completion of arrangement for disposition of the 
company’s business. Reinsurance bids by other companies 
are expected, including a plan for new company supported 
by Jacksonville interests—details are not available regard- 
ing any such plan at the present time. Additional informa- 
tion will be published as soon as available. 


AMERICAN Life Insurance Company, 
Detroit, Michigan 


To Be Reinsured In 


AMERICAN UNITED Life Insurance Company, 


Indianapolis, Indiana 


On November 17th Circuit Court Judge Leland W. Carr, 
Ingham County, Michigan, approved the bid of the Amer- 
ican United Life Insurarice Company for reinsurance- 
management of the American Life business. As our sub- 
scribers know, the company has been in receivership since 
May, 1938. Other bids were recently made for the busi- 
ness of the American Life but the American United con- 
tract was the one approved by the Court. The contract 
briefly provides: for reinsurance by the American United 
under a trustee agreement of the American Life business 
with a 75% lien against the reserves; the lien may be 
adjusted throughout 15 year period of contract; American 
United will pay death claims in full for a period of 10 
years; a five year moratorium will be imposed on pay- 
ment of cash surrender and loan values except that these 
values are available to pay premiums. In explanation of 
the high lien it has been stated that this reverts to the 
fact that a considerable amount of American Life assets 
is on deposit with the Insurance Department of the state 
of Iowa covering reserves on business of the American 
Life of Des Moines which was reinsured on July 6, 192] 
—the situation regarding these assets is now a matter of 
litigation. 
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AMERICAN MUTUAL Life Ins. Co. 


Des Moines, lowa 


Moriarty Month Successful 


Rolling up the greatest month’s production recorded by 
the company in the past seven years, agents of the Amer- 
ican Mutual Life in October went well over the top in 
their “Million for Moriarty” goal honoring John J. 
Moriarty, agency vice president. According to President 
A Hoffman, the American Mutual registered a 24 per 
cent higher volume of business in October than in any 
previous month of 1939, and 149 per cent more business 
than in October, 1938. This is the 12th consecutive month 
in which American Mutual production has exceeded the 
corresponding month of the previous year. 


BANKERS LIFE Company, 


Des Moines, lowa 
67°%, To Living Policy Owners 


Of the $1, 701,157.76 in policy payments made by the 
Bankers Life in October, living policy owners received 
67 per cent, or $1,151], 545. 76, in dividends, disability and 
annuity payments, etc. Payments on the 190 policies which 
became death claims in the month totaled $549,612. Ninety- 
one of these 190 claims were on policies in force from 11 
to 20 years. 


BANKERS MUTUAL Life Company, 


Freeport, Illinois 
Examined 


This company, organized under the assessment legal re- 
serve laws of Illinois, Acts of 1893 and 1927, has been 
examined by the Illinois Insurance Department as of June 
30, 1939. The examiner showed admitted assets of $1,378,- 
217, total liabilities of $394,373, unassigned surplus funds 
for its legal reserve business of $35,528, and an excess of 
assets over liabilities on the non-reserve business of $948,- 
316. The examiners’ comments were in general favorable 
and were summarized by them as follows: 

“The findings of the examiners based upon the financial 
statements and supporting data contained in this report 
of examination are summarized as follows: 

“(1) The statement of assets and liabilities as of June 
30, 1939, prepared from the books and records of the com- 
pany by the examiners reflects a surplus of $35,528.13 in 
the tabular reserve group and an excess of admitted assets 
over liabilities, totaling $948,316.17 in the non-tabular class. 

“(2) The cash position is well maintained and surplus 
funds are being currently invested in marketable secu- 
rities. Investments are well diversified and confined to 
mortgage loans and bond issues. 

“(3) The mortality losses incurred on both the tabular 
Continued on next page 
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THE HOME LIFE INSURANCE 
COMPANY OF AMERICA 


D 
| Protects the Entire Family 





Home Life agents are equipped 
to serve every need for life in- 
surance. Modern policies are 
issued, on both Industrial and 
Ordinary plans, from birth to 64 
next birthday. 


A Policy for 
Every Purse 
and Purpose 


INDEPENDENCE SQUARE 
PHILADELPHIA, PENNA. 
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BANKERS MUTUAL Life—Continued 


and non-tabular business in each of the years under review 
have been favorable and the administrative expenses rea- 
sonable. Agency expenses incurred in the acquisition of 
business are slightly in excess of the statutory limitations 
and renewal agency costs, by virtue of a modification of the 
exclusive agency contract, have been reduced to a mod- 
erate level. 

“(4) The adjustment and settlement of policy liabilities 
appear to have been effected in a prompt and equitable 
manner.” 


BANKERS NATIONAL Life Insurance Company, 
Montclair, N. J. 


White Resigns 


Mr. Alexander White, who has been Agency Secretary 
of this company, resigned on October 15th, and then joined 
the Manhattan Life as General Agent for that company 
in the Jersey City area. The Bankers National has not 
yet filled the position left open through Mr. White's 
resignation. 


BERKSHIRE Life Insurance Company, 
Pittsfield, Mass. 


Adopts War Clause 


The Berkshire Life has adopted a War Clause which is 
being attached to every policy issued on and after October 
1, 1939 on the lives A foreign-born applicants ages 50 
and under who have not received their final naturalization 
papers from the United States, and on the lives of all 
applicants who, although native born or naturalized Amer- 
ican citizens are likely to travel or reside outside the con- 
tinental limits of the United States and Canada. 

The clause provides that in the event of death within 
two years after the date of issuance of the policy as a 
result, directly or indirectly, of a state of war or insur- 
rection outside the continental boundaries of the United 
States, or if death occurs within five years of the date of 
issuance of the policy as a result, directly or indirectly, 
of engaging outside the continental boundaries of the 
United States in military or naval service in time of war, 
the amount payable under the policy will be a sum equal 
to the premiums paid under the contract, together with 
the cash value of any existing paid-up additions or divi- 
dend accumulations, less the amount of any indebtedness 
to the Company under the contract. 

The continental boundaries of the United States have 
been defined in the clause as including the waters within 
three miles of the coastline, but not including the Panama 
Canal Zone. 


BOHEMIAN AMERICAN Union, 


Chicago, Illinois 
Merged With 
CZECHOSLOVAK Society of America, 
Cicero, Illinois 
These two societies have entered into an agreement of 
merger which has been approved by Director of Insurance 


Ernest Palmer of Illinois, the Czechoslovak Society of 
America is the continuing title of the merged concern. 
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Apparently the business is being merged with the Czecho- 
slovak Society without any liens on the Bohemian Amer- 
ican policies except for possible indebtedness under policy 
provisions, All adult members of the Bohemian American 
shall continue to pay the same mortuary premium or as- 
sessment as they were paying the Bohemian, provided, 
however, that the expense assessment shall be the same 
as is charged members of the Czechoslovak Society; 
namely, 15¢ per month per member. 

As of December 31, 1938 the Czechoslovak Society re- 
ported assets of $3,745,878; insurance in force, $18,162,570; 
and Bohemian American Union, admitted assets, $291,756; 
insurance in force, $1,179,225. 


BROTHERHOOD MUTUAL Life Ins. Co. 
201 West Wayne Street 
Fort Wayne, Indiana 


Receives License 


This company was incorporated April 11, 1939 and 
licensed October 10, 1939 as a mutual life insurance com- 
pany with a paid-in surplus of $25,000. Additional details 
will be reported when available. 


CENTRAL STATES Life Insurance Company, 


St. Louis, Missouri 


Examined 


This company has been examined as of December 3], 
1938 by the Insurance Departments of Missouri, Arkansas 
and Oklahoma, the report being dated July Ist and re- 
cently released. It is a voluminous document of 131 pages, 
most of which, however, is taken up with reports on the 
numerous real estate properties and semi-real estate prop- 
erties owned directly or indirectly by the company. The 
larger of these have been discussed in previous examina- 
tion reports, and published by us, and consequently we 
are not reprinting any of this information. 


In connection with the valuation placed on the various 
properties, the examiners have used substantially similar 
figures as those in use by the company since the date 
of the previous examination, the chief difference being that 
no credit was allowed on certain properties for valuation 
above book value. Taking these out caused a decrease in 
the surplus account, of $310,147, reducing it to $193,625, 
in addition to which the company has a capital of $400,000. 
Another major change made by the examiners was the 
shifting of the $1,000,000 special reserve carried by the 
company to the non-admitted asset classification, as a 
specific reduction on real estate values. This caused a re- 
duction of admitted assets of $1,341,434, to $19,205,260. 
O. R. Jackson, chief examiner of the Missouri Insurance 
Department, explained “that this difference on the asset side 
of the ledger was offset on the liability side by a contingency 
reserve fund of $1,000,000 which the company had set up 
to meet possible shrinkages in assets and by a reduction of 
$310,152 made by the examiners in the surplus fund. Both 
the contingency fund and surplus fund are listed as liabili- 
ties.’ 


In the examination, the examiners pointed out that while 
the company shows some $6,500,000 of real estate and 
almost $5,500,000 mortgage loans, as well as $1,600,000 
stocks, a considerable portion of the mortgage loans and 
all of the stock, are really real estate, the examiners re- 
classifying such items to show total real estate of $12,- 
= 000.” mortgage loans of $1,218,997, and stocks of only 


The examiners noted that capitalized items of taxes, 
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Agents 
Wanted! 


Definite Territory, under 
Home Office Registered 
Contracts! 
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George Washington Life 
Insurance Company 
of 
Charleston, W. Virginia 


Lee Warren James, President 


interest and costs are comparatively small, amounting to 
$72,359 (of which only $20,636 represents items of 1936— 
1938) on all of the company’s properties, but many of 
the properties had prior liens which have been capitalized 
when foreclosed, these amounting to $600,769. The reduc- 
tion made on the real estate account of $1,000,000, of course 
exceeds the total of these figures considerably. 


The examination goes into complete detail regarding 
separation of the former Home Life (of Arkansas) busi- 
ness and assets. Home Life insurance in force as of the 
end of 1938 has decreased to $8,486,564, out of a gross of 
$39,995,788 originally reinsured. While no change has yet 
been earned on the liens placed on Home Life policies, 
some of the assets of the company appear to be working 
out fairly well. 

The examiners stated the company pays claims promptly 
and equitably, and that its records are well kept, and that 
its treatment of reinsured business has been very fair. 


CINCINNATI MUTUAL Life Insurance 
Company, Cincinnati, Ohio 


Reinsured in 


LIFE INSURANCE COMPANY OF DETROIT 


On October 12, the business of the Cincinnati Mutual 
Life Insurance Company was acquired by the Life In- 
surance Company of Detroit. Walter Linsey, operating 
head and Secretary of the Cincinnati Mutual, remains 
with the Detroit Company in charge of Southern Ohio 
interests, and Arthur Miross, Agency Supervisor of the 
Industrial organization, also remains in the same capacity. 
The Cincinnati Mutual Life policies already had liens 
outstanding (these are described in more detail hereafter) 


Continued on next page 
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can you 


Qualify for a general agency ee. Recruit 
and train new men? Show a record as a successful 
Life or Accident and Health producer? 


if you can 


We have openings for such men in Ohio, Indiana 
and Illinois, and A plan for cooperative backing in 
establishing a successful general agency, and A com- 
plete line of standard and special Life, Accident and 
Health policy contracts, and Adequate training and 
sales aids. 


the company has 


Forty years successful experience. More than |,000,- 
000 satisfied policyholders. 


if you are interested 


Our Agency Department invites correspondence. 


F185 1D 18 Wk AA lh 


LIFE INSURANCE COMPANY 
CHICAGO 


L. D. CAVANAUGH 
President 


ISAAC MILLER HAMILTON 
Chairman of the Board 








CINCINNATI MUTUAL LIFE—Continued 


and the Life Insurance Company of Detroit will assume 
these policies subject to those liens. 


EXAMINATION REVIEWED 


The Cincinnati Mutual Life Insurance Company was ex- 
amined as of June 30, 1939 by the Insurance Department 
of the state of Ohio and the statement prepared by the 
examiners as of that date showed, for the six months’ 
period, income, $120,631; disbursements, $115,682; admitted 
assets, $378 954 (including liens on Ordinary policies de- 
ducted in 1937, $27,198 and liens effected in 1939 on Ordi- 
nary policies $78,861 and on Industrial policies $21,820—a 
total for 1939 of $100,681) ; in the non-admitted assets an 
item was deducted against the 1937 liens of $2,476, leaving 
the net lien on that score of $24,722. The net reserve was 
shown in the report to be $302,051 and a surplus of $22,018, 
which of course was based on the statement of assets which 
included the liens mentioned. In explanation of the liens 
the examiners indicated that during 1937 the company sub- 
mitted to its Ordinary policyholders a proposal whereby all 
such policyholders who accepted and signed such agree- 
ments would voluntarily submit to a lien against their re- 
spective policies, this lien amounting to 25% of the reserve 
value of January 1, 1937. This lien proposal and agreement 
carried no stipulation for deduction of the lien in event of 
death of the policyholder but provided for interest to be 
paid thereon at 4% per annum, but apparently it provided 
for the deduction of the amount of the lien in event of cash 
surrender. In 1939 new liens (amounting to 50% of the 
reserve value) were effected, supplanting the 1937 liens 
(25%) providing the policyholder accepted and signed the 
new 1939 lien, thus nullifying the 1937 lien in the policies 
of those policyholders who accepted the new lien. The 
examination ‘report showed Ordinary insurance in force 
as of June 30, 1939 of $1,293,440 and Industrial, $4,460,148. 
In their report the examiners indicated that the bonds of 
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the company were valued on the amortized basis for those 
which were not in default and on actual market for those 
in default, thus arriving at the surplus of $22,018 as men- 
tioned. If all bonds were shown on a market value basis 
as of June 30th, the surplus, including credit for the liens, 
would have been reduced to $4,323 

The lien mentioned above in the amount of 50% on the re- 
spective policies apparently was considered by the Life 
Insurance Company of Detroit when it took over the busi- 
ness and appropriate adjustments made in the policies that it 
offered to the Cincinnati Mutual policyholders. Policy- 
holders will be given an opportunity to have new policies 
free from liens without medical examination and will re- 
ceive such credit on the new policies as exist in the form 
of net equities in their old policies. Exchanges of net equity 
will be applied, without any charge attributed to the cost 
of the exchange, to the reserve on such new policy for the 
number of whole years prior to the date of exchange as 
the said net equity will allow. 


CONFEDERATION Life Association, 


Toronto, Canada 
Dividend Scale Continued 


Annual dividends falling due during the first six months 
of 1940 will be paid on the same scales as have applied dur- 
ing 1939. This means that each policy with an annual cash 
dividend falling due in the first six months of 1940 will, be- 
cause the policy is one year older, receive the usual in- 
creased cash dividend, whether the Old Standard Series, 
the Confederation Series or the new Standard Series. 
Bonuses under the new Standard Series will continue dur- 
ing the first six months of 1940 at $20.00 per $1,000 on Life 
and Limited Life policies and $17.00 per $1,000 on Endow- 
ment policies. 

For the first six months of 1940, the 1939 Confederation 
Series dividend booklet may be used, and the Association 
will not distribute any new booklet for this period. In due 
course an announcement will be made with regard to the 
dividend scale for the second half of 1940, and for the pres- 
ent and until further notice the Association will adopt a 
semiannual declaration of dividends. 

This new practice which will probably run for the dura- 
tion of the war enables the Association to review its posi- 
tion more frequently than once a year and thus to be able 
to revise its distribution of surplus in the light of changing 
conditions and to serve better the interests of its policy- 
holders. 


CONNECTICUT MUTUAL Life Insurance 
Company, Hartford, Conn. 


New Dividend Formula 


The company’s Board of Directors, at a meeting held 
October 27, 1939, authorized that the preliminary computa- 
tions for dividends for 1940 be made on the basis of a new 
dividend formula. 

The aggregate distribution for 1940 by the new formula 
will be approximately the same as would result from a 
continuation of the present dividend formula. This will call 
for about $5,700,000 to be disbursed in 1940. In general, 
the new formula results in a decrease on Endowment forms 
—particularly on those of shorter term—as compared with 
the corresponding dividends by the present scale. Save at 
the extreme older ages at issue, there is some increase on 
Ordinary Life, 30 Payment Life, Life Paid-up at Age 65, 
and Life Paid-up at Age 70. 

The rate of interest assumed on dividends left with the 
Company to accumulate at interest and the rate assumed on 
funds left under optional settlements is 3.5% instead of the 
present 3.6%. 

er dividends by the new scale are shown here- 
with. 
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ILLUSTRATION OF DIVIDENDS PER $1, 000 OF INSURANCE 





thos 
those ACCORDING TO PROPOSED 1940 SCAL 
men- 
pasie Diitene caine Age 10 Age 20 Age 30 Age 40 Age 50 Age 55 
iens DIN ’ LIFE 
— i po 2 $3.31 $3.63 $4.12 $4.80 $5.45 $5.95 
le re- ES a ee 3.51 3.91 4.53 5.40 6.33 7.03 
Life ES Foe ae 3.80 4.31 5.10 6.22 7.48 8.36 
busi- SE ae pee 4.13 4.76 5.73 7.09 8.64 9.66 
lat it RRR CRE ot ee 4.49 5.26 6.42 8.01 9.75 10.87 
licy- 
icies GR. — PREMIUM ORDINARY LIFE 
PS ee, Are eer Tr 2.18 2.29 2.42 2.59 2.73 
orm ; Pr ee eee 3.90 4.53 5.32 6.21 6.88 
uity ET ar ee en eee 4.30 5.10 6.17 7.43 8.33 
cost 0 ES ee ee sates 4.76 5.75 7.09 8.66 9.72 
the RE Serer ee ee Sake 5.28 6.48 8.03 9.83 11.01 
> as 
20 PAYMENT LIFE 
Dil te Dead C68 o Heke < be oes 3.47 3.71 4.05 4.36 4.24 4.23 
DR PE eee ee 3.97 4.31 4.77 5.26 5.36 5.47 
ee eee 4.70 5.17 5.81 6.52 6.87 7.12 
ABRs he ee 5.53 6.16 7.01 7.96 8.52 8.86 
iP wetter odes cde tae wes 6.51 7.32 8.39 9.59 10.42 10.89 
LIF 1 PAID UP AT 65 
9 ey a eae ee 2.82 3.06 3.46 4.05 4.82 5.92 
: eed a wrcwend ad 3.04 3.37 3.93 4.82 6.22 8.14 
ths SR a ene 3.36 3.82 4.59 5.88 8.18 11.30 
ur- ee ae pee ee roe 3.70 4.32 5.33 7.04 10.42 
_ ERS EEE SS Oe 4.10 4.88 6.17 8.35 eda 
¢c- 
n- 20 YEAR ENDOWMENT 
ae eee OP ee eee 5.05 5.08 5.12 5.26 5.69 6.16 
es Pe a ee 6.30 6.33 6.37 6.52 7.01 7.54 
= RE Se ak on ba 8.08 8.11 8.16 8.31 8.82 9.37 
ife Cs 10.19 10.20 10.25 10.40 10.89 11.41 
We SET ere ee 12.66 12.69 12.74 12.90 13.41 13.96 
On en T AT 65 
iS ieee fOr ee See Ae 2.95 3.25 3.64 4.57 6.82 
= : a eek a ee eng 3.22 3.64 4.21 5.54 8.66 
” URE a eee 3.59 4.17 5.03 6.87 11.25 
= ON ee ca he a a 4.00 4.79 5.98 8.40 14.38 
a edie spite d ag bb ewhib ban 4.49 5.49 7.04 10.17 ata 
a ENDOWMENT AT 75 
me Be a ae a ee 2.85 3.08 3.45 3.95 5.13 6.16 
le |/ Ree enE 3.07 3.38 3.89 4.62 6.19 7.54 
1s ey ee eee 3.38 3.80 4.52 5.55 7.63 9.37 
7 ere ee ee ee 3.72 4.28 5.22 6.56 9.14 11 41 
ee ieee whee Ciwteeel’t 4.12 4.84 6.00 7.66 10.84 13.96 
RETIREMENT INCOME ENDOWMENT AT 65—MALE 
De httitd dain bemedks tae’ 3.12 3.52 4.03 5.02 7.33 9.79 
i Aeiuees etinciet bee's ob Whe a 3.44 4.01 479 6.29 9.84 13.89 
| a Se eae 3.92 4.70 5.87 8.10 13.47 20.75 
a a al a 4.46 5.51 7.12 10.20 18.61 
hi al ie le id oe a ee 5.09 6.44 8.57 12.74 ee 
1 For the following plans the proposed dividends are the same as under the 1939 scale:—Initial and 5 & 10 Year 
. Term; Guaranteed Endowment Annuities; Paid-up Policies. 
ILLUSTRATION OF ACCUMULATIONS—PROPOSED SCALE FOR 1940—3.5% INTEREST 
ORDINARY LIFE 
| Age 10 Age 20 Age 30 Age 40 Age 50 Age 55 
: OO, SE $41.40 $46.17 $53.57 $63.90 $74.97 $83.06 
|  - & i Sere 107.06 121.32 143.24 173.95 207.57 230.94 
DO er orrrr 538.62 382.88 252.13 132.79 83.06 
PO 31 30 27 25 23 22 
BUEPP ROMER ccc nccccccce 48 43 37 32 28 26 
GRADED PREMIUM ORDINARY LIFE 
SE ee I oho n ais ve 0 oad ele 41.11 47.23 55.16 64.22 71.01 
ee Se ons 06.0 gee eeens 114.22 134.61 161.44 192.62 214.63 
pS RSS RE cep 523.24 369.54 237.50 119.96 71.01 
PE do ccc cewden one 31 28 26 24 23 
Maturity-Years ............. 43 38 33 29 26 
Continued on next page 
DECEMBER |, 1939 575 
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20 PAYMENT LIFE 


— maxi ee eee 


a Ee ED Sci dccscesacs 47.15 51.19 56.79 62.58 €°.81 65.22 
= 8 eae ee 132.12 145.34 163.33 182.77 191.34 197.43 
RS Perey 525.73 370.40 245.74 117.74 65.22 
a a a 16 16 16 16 17 17 
er Per rere 43 38 32 27 22 20 
LIFE PAID-UP AT 65 

fk ge eer pe 35.94 39.85 46.59 57.29 74.40 97.72 
RR ay eer 94.45 107.19 128.89 164.31 195.47 205.45 
OY = ear Fs eee 499.63 359.76 244.05 139.11 97.72 
erry ee 31 28 24 20 13 Q 
Maturity-Years ............. 47 41 34 27 22 19 
20 YEAR ENDOWMENT 

i i ae kee ot 75.20 75.48 76.06 77.78 83.50 89.54 
ee Fi a 227.41 228.10 229.50 233.73 247.52 262.26 
Pete VEOTS 0 kc cess cccces 16 16 16 17 17 17 
eR SoG nab ete sth 18 18 18 18 18 18 
ENDOWMENT AT 65 

ee | OS eee 37.98 42.99 50.08 65.80 103.40 

gs Ee eee 100.88 117.32 141.49 192.65 

I atin. Liew slat be 565.96 406.98 289.35 192.68 
NN SP 31 28 25 20 13 
EF TTT 43 36 29 22 14 

i BE gene epee 36.28 39.95 46.17 54.89 73.59 89.54 
i wan GR cb wad'ee 95.15 107.09 126.88 155.16 212.23 262.26 
ee a nt oun oe bhge oh an 806.50 606.88 439.79 316.12 262.26 
NS FS Ter 33 30 28 24 20 17 
ee Pere ee 47 42 35 29 22 18 
RETIREMENT INCOME ENDOWMENT AT 65—MALE 

Penn Ee ORO. Vik cebans sdb bes 40.81 47.48 57.05 75.13 118.14 169.26 
oe ES eee 110.37 132.28 165.09 227.62 

ce ec heaceta 671.96 493.95 349.61 227.74 169.26 
ee ee errr 32 29 25 20 13 r) 


Even though no change in dividends is proposed on some plans, a slightly lower accumulation will result due to the 
lower interest rate (3.5%) used for accumulating. 





IN FORCE CONTINUES GAINS The sales for October were $7,805,549 although the corre- 
sponding month last year was 6.5% greater. 

“The Connecticut Mutual,” points out Henry H. Steiner, 
secretary of the company, “has $24,205,537 more life insur- | FEWER AND BETTER AGENTS 
ance protection in force than it had 10 months ago, and 
$2,178,221 more than a month ago. These gains bring the The Connecticut Mutual is shifting emphasis in 1940 on 
total of life insurance protection in force in the Connecticut | fewer new agents rather than more, each General Agent 
Mutual up to $1,037,295,496, the greatest amount of pro- | being allotted a maximum number of full time new men, 
tection which the company had been privileged to carry for | which he cannot exceed, but he may recruit less than this 
the American public.” number. The company is using the new aptitude test of the 

New business figures for the Connecticut Mutual show | Research Bureau, and does not contemplate employing 
total sales of $76,914,016 for the first 10 months of the year, | prospective agents ranking below a certain point on these 
a gain of 4.1% over the corresponding period last year. | tests. 
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CONTINENTAL AMERICAN Life Insurance 
Company, Wilmington, Del. 


Wins L. A. A. Awards 


Two awards were won by Continental American Life for 
company material exhibited at the annual convention of the 
Life Advertisers Association in Detroit. The exhibits are 
a major feature of the convention, and more than 500 
boards of material were displayed this year. 

Continental American was given an Award of Excellence 
by the judges under each of two classifications: Sales Pro- 
motion and Journal Advertising. Sales promotion matter 
displayed by the company included material used in con- 
nection with the Spade Crusade, a major company-wide 
contest conducted last June tying in with the new home 
office building under construction for Continental Ameri- 
can, a new series of illustration forms supplied to the field, 
agent and agency plan books, and other items. Insurance 
journal advertising displayed by the company included the 
series of “Why” ads run during this year featuring what 
the company calls its “points of extra protection.” 

Howard D. Shaw handles sales promotion and advertis- 
ing of Continental American. Other members of the L.A.A. 
in the company are Leonard C. Kiesling of the Agency 
Department and Ralph W. Horn, manager of the Wilming- 
ton Branch Office. 


EQUITABLE Life Insurance Company, 


Des Moines, lowa 


Production Up 


The Equitable Life of lowa recorded a gain in paid busi- 
ness volume for the month of October of more than $900,- 
000 over the paid business volume recorded in September, 
and the latter month, in turn, reflected a gain in excess of 
$500,000 over August production. Total production for Oc- 
tober was $4,678,883. 


EUREKA-MARYLAND Assurance Corporation, 


Baltimore, Maryland 


Adopts New Rates 


Effective in November, 1939 this company adopted new 
rates for Endowment at 60, 20 Year Endowment and Pen- 


sion Endowment at 65. These are reviewed hereafter at. 


various ages: 


ANNUAL PREMIUM PER $1,000 EFFECTIVE 
NOV. 1939 
Pension Pension 

Endt. 20Yr. Endt. Endt. 20 Yr. Endt. 
Age @60 Endt. @65 Age @60 Endt. @65 
15 $16.54 $42.41 $16.87 40 $45.09 $45.09 $42.03 
20 19.05 42.60 19.35 45 62.44 47.17 55.98 
25 22.42 42.86 22.62 50 99.12 51.57 7965 
30 27.10 43.26 27.02 55 57.95 125.83 
35 34.34 43.93 33.15 


FIDELITY MUTUAL Life Insurance Company, 
Philadelphia, Pa. 


J. H. Cheston Elected a Director 


J. Hamilton Cheston, Vice President and Director of the 
Philadelphia Savings Fund Society, was elected a director 
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AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


W. L. MOODY, JR., President 
W. L. MOODY, Ill, 


Executive Vice President 


* 
Thirty-fourth Annual Statement, December 31, 1938 


Insurance tn force 


$704,193,732.00 


Industrial and Ordinary 


Operating from Coast to Coast, from the Great 
Lakes to the Gulf, in Cuba, Puerto Rico and Hawaii 


Friendly Strong 





Progressive ° 











of the Fidelity Mutual Life at the regular monthly meeting 
of its Board on November 14. Mr. Cheston is also a direc- 
tor of the Baltimore and Ohio Railroad, the Insurance 
Company of North America and the Tradesman’s National 
Bank of Philadelphia. 


GIRARD Life Insurance Company, 
Philadelphia, Pa. 


Third Quarter Figures 


Insurance in Force, $32,305,633; New Business, $2,371,029, 
a gain of 49.5% above the three-quarters period of 1938. 


JOHN HANCOCK MUTUAL Life Insurance 


Company, Boston, Massachusetts 
Dividend Scale Continued 


Insurance Now $4,306,000,000 


President Guy W. Cox announces that the same dividend 
scale as that currently in force has been adopted for 1940’ 
by the Board of Directors of the John Hancock Mutual 
Life. The Company will set aside a sum of more than $20,- 
000,000 for dividends to policyholders. The same general 
formula now in effect will be continued on Retirement 
Annuities and Group policies. 

The directors also voted that during 1940 the interest 
distribution on funds held on deposit or retained under 
optional settlement provisions in the policies will be at the 
rate allowed during 1939—3%% and 3344% respectively. 
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SPECIALISTS — INSURANCE PROFESSIONS 


CALIFORNIA 


ACTUARIES 


INDIANA 





Barrett N. Coarzs Cart E. Herrvurersz 


COATES & HERFURTH 


CONSULTING ACTUARIES 
582 Market Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 








HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 


Frank J. Haight, President 


INDIANAPOLIS OMAHA 


NEW YORK 











FACKLER & COMPANY 


CONSULTING ACTUARIES 
SW. 40th Street 


New York City 88 N. Y. 





DISTRICT OF COLUMBIA 


MISSOURI 

















Speciaky, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 


Organization, Management, Tar Service 
Investment Blidg., Washington, D.C, 








T. C. RAFFERTY 
CONSULTING ACTUARY 


1302 Syndicate Trust Bldg. 
St. Louis, Mo. 


Telephone Chestnut 1437 











WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 














ILLINOIS 


NEW YORK 














DONALD F. CAMPBELL AND 
DONALD F. CAMPBELL, JR.., 


CONSULTING ACTUARIES, 


166 NORTH LASALLE STREET, 
CHICAGO, ILLINOIS 


Telephone STate 1336. 





WOODWARD, RYAN, SHARP 
& DAVIS 
Consulting Actuaries 


90 JOHN STREET, NEW YORK 
Telephone Beekman 3-5656 





Consulting Actuaries 
Auditors and Accountants 


S. H. and Lee J. Wolfe 


Lee J. Wolfe 
William M. Coreceran 
Joseph Linder 


116 John Street, New York, N. Y. 

















PENNSYLVANIA 














WALTER C. GREEN 
Consulting Actuary 


Franklin 2633 


Miles M. Dawson & Son, Inc. 
Consulting Actuaries 
500 Fifth Avenue 


FRANK M. SPEAKMAN 
Consulting Actuary 
Associates 
Fred E. Swartz, C. P. A. 

E. P. Higgins 








211 W. WACKER DRIVE 
CHICAGO, ILL. 


NEW YORE CITY -:-: N. Y. 





THE BOURSE PHILADELPHIA 




















HARRY S. TRESSEL 
Certified Public Accountant 
and Actuary 
10 8. La Salle Street 
Chicago, Ill. 
M. Wolfman, A.A.I.A. 
N. A. Moscovitch, Ph.D. 


L. J. Lally Franklin 4020 











TEXAS 





J. L. MIMS 
CONSULTING ACTUARY 


1207-8 Praetorian Building 
DALLAS, TEXAS 








Telephone 2-5944 








It was also announced by President Cox that the John 
Hancock had insurance in force as of September 30, 1939, 
of $4,306,000,000, which represents a gain for the nine 
months to September 30 of $130,783,000. 


LINCOLN NATIONAL Life Insurance Company, 
Fort Wayne, Indiana 


October Gain 33%, 


A gain of 33% in new paid business for October this year 
over the same month a year ago was experienced by the 
Lincoln National Life, according to Arthur F. Hall, Chair- 
man of the Board. Total volume of insurance paid for in 
October was $15,798,000; for the year to date, more than 
$133,288,000. 

Total insurance in force of the Company at the end of 
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October was $1,026,308,000—a new all-time high. October 
was the twenty-ninth consecutive month in which the Com- 
pany’s total insurance in force reached a new all-time high 
mark. Its insurance in force has shown uninterrupted in- 
creases for forty-four consecutive months. 


ENTERS FLORIDA 


Entry of The Lincoln National Life into the State of 
Florida and plans for the development of a life insurance 
organization within that State have been announced by 
A. L. Dern, vice president and director of agencies. “No 
definite decisions as to personnel or manpower have been 
made as yet concerning our Florida operations,” Mr. Dern 
said. “We plan, however, to establish General Agencies in 
Jacksonville, Miami, and Saint Petersburg.” The Lincoln 
National Life now operates in forty States, the District 
of Columbia, the Canal Zone, Territory of Hawaii, and the 
Philippine Islands. 
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in the rates for the Life Income and Guaranteed Retire- 
ment Pension plans in keeping with the changes made 
October Ist in the optional methods of settlement which 
changes were reviewed in this publication November Ist. 

The company has also introduced a new plan known as 
the Protective Life Income. The amount payable as a 


MANUFACTURERS Life Insurance Company, 


Toronto, Canada 


New Rate Book Effective December Ist 


-- ° death benefit before maturity is $2,000 for each $10 of 

NY | Some Revisions in Cash Values and Rates monthly income. The amount of insurance remains level 
throughout the duration of the policy, the provisions in 

Ss The Manufacturers Life has just adopted a new Rate | other respects being similar to the life income plan. Illus- 


trations of the premiums and values will be found in an 


Book which is effective December Ist. The principal 
accompanying exhibit. 


changes therein include: a revision in the cash values and 





bal ANNUAL PARTICIPATING PREMIUMS AND CASH VALUES, EFFECTIVE DECEMBER 1, 1939 
LIFE INCOME AT 65 (MALE) 
$10. MONTHLY INCOME, COMMUTED VALUE $1411 


as 

















Age 20 25 30 35 40 45 50 55 
Poem. «vs. ad ice $21.90 $25.70 $30.80 $37.95 $48.30 $64.20 $90.80 $143.50 
Cash Value Yr. 3....... 19.00 27.00 40.00 57.00 80.00 119.00 187.00 327.00 
eK 48.00 65.00 88.00 119.00 161.00 224.00 342.00 592.00 
RR 132.00 171.00 223.00 291.00 388.00 536.00 803.00 1411.00 
ea i 237.00 302.00 386.00 499.00 663.00 928.00 1411.00 
ep 359.00 452.00 574.00 742.00 999.00 1411.00 
og LIFE INCOME AT 60 (MALE) 
ts $10. MONTHLY INCOME, COMMUTED VALUE $1578 
fe Prom: ..... ae Lo, $27.20 $32.65 $40.20 $51.20 $68.15 $96.95 $154.75 $327.85 
fe Cash Value Yr. 3....... 32.00 45.00 64.00 91.00 136.00 215.00 376.00 880.00 
= oa 73.00 97.00 132.00 181.00 256.00 392.00 676.00 1578.00 
~ eSeon 188.00 246.00 325.00 438.00 611.00 914.00 1578.00 
” SAPS 332.00 428.00 560.00 750.00 1052.00 1578.00 
RR ae 501.00 642.00 838.00 1127.00 1578.00 
GUARANTEED RETIREMENT PENSION (MALE) 
$10. MONTHLY PENSION AT AGE 60 
EN rar pee $22.35 $27.50 $34.60 $44.85 $60.85 $88.15 $143.80 $312.95 
Cash Value Yr. 3....... 28.00 41.00 60.00 88.00 134.00 215.00 379.00 874.00 
IS 71.00 96.00 131.00 181.00 260.00 399.00 682.00 1578.00 
Rea 193.00 251.00 330.00 445.00 623.00 923.00 1578.00 
BR tance 344.00 440.00 574.00 765.00 1060.00 1578.00 
\ Pe 519.00 661.00 857.00 1138.00 1578.00 
“a GUARANTEED RETIREMENT PENSION (FEMALE) 
a $10.00 MONTHLY PENSION AT AGE 55 
Age 20 25 30 35 40 45 50 55 
RN a5 eh See ei. $33.75 $42.45 $55.05 $74.75 $108.25 $176.55 $384.35 
Cash Value Yr. 3....... 50.00 74.00 109.00 165.00 264.00 465.00 1074.00 
er 118.00 161.00 223.00 320.00 490.00 837.00 1938.00 
| USD 308.00 405.00 547.00 766.00 1134.00 1938.00 
a 541.00 705.00 940.00 1302.00 1938.00 
ebb 812.00 1052.00 1397.00 1938.00 
= PROTECTIVE LIFE INCOME AT 65 (MALE) 
= $10.00 MONTHLY INCOME—COMMUTED VALUE $1411 
h RR Ce steer $32.35 $37.15 $43.55 $52.50 $65.35 $84.60 $115.55 $174.15 
. Cash Value Yr. 3....... 10.00 20.00 36.00 56.00 80.00 116.00 180.00 314.00 
- Bo Ss 48.00 66.00 94.00 130.00 176.00 240.00 342.00 580.00 
as. bo 5. 150.00 196.00 258.00 334.00 432.00 572.00 814.00 1411.00 
ae 282.00 358.00 452.00 570.00 724.00 958.00 1411.00 
f Bie ions 432.00 536.00 662.00 822.00 1042.00 1411.00 
“ PROTECTIVE LIFE INCOME AT 60 (MALE) 
$10.00 MONTHLY INCOME—COMMUTED VALUE $1578 
. RS 2 ais? yx § $36.25 $42.45 $50.90 $63.30 $82.25 $113.70 $175.30 $354.45 
, Cash Value Yr. 3....... 20.00 34.00 56.00 84.00 124.00 198.00 356.00 848.00 
ae 66.00 92.00 130.00 182.00 256.00 380.00 654.00 1578.00 
Re sees 194.00 254.00 338.00 452.00 620.00 906.00 1578.00 
.  RERSOS 356.00 456.00 590.00 776.00 1056.00 1578.00 
i 540.00 684.00 872.00 1140.00 1578.00 
DECEMBER 1, 1939 579 














MUTUAL TRUST 


= COMPANY 
EDWIk A O1LSOR = cutrcaceo 
PRESIDENT teLinors 






“aS FAITHFUL yom FAITHFUL 





An Illinois Company Licensed 
in New York 


When a company operates in the States 
of Illinois and New York, it must conduct 
its business in strict conformity with the 
most vital principles of successful man- 
agement, viz: Limitation of expenses and 
safe investment of life insurance funds. 
Governing these fundamentals the States 
of Illinois and New York have the most 
stringent laws in the United States. 


* 








Men Who Believe They Have General 
Agency Qualifications May Obtain Full 
Particulars By Addressing The Agency 
Department. 


7 
NOTHING BETTER IN LIFE INSURANCE 




















METROPOLITAN Life Insurance Company, 
New York, N. Y. 


American Safety Razor Group 


Adoption of a group insurance program providing sick- 
ness and accident benefits for more than 600 employees of 
the American Safety Razor Corporation, of Brooklyn, 
N. Y., has been announced by Milton Dammann, president 
of the corporation. 

The plan is being underwritten by the Metropolitan Life 
Insurance Company on a cooperative basis whereby the 
employer and employees share the cost Under its terms, 
amounts ranging from $10 a week to $24 a week will be 
paid in case of non-occupational injury or sickness for 
which the employees are not covered by Workmen’s Com- 
pensation or Occupational Disease laws. 

Included in the plan are visiting nurse care and the 
distribution of pamphlets on health conservation and dis- 
ease prevention. 


CONTINENTAL GRAIN GROUP 


The Continental Grain Company, grain merchant and 
elevator operator, has provided a large proportion of its 
employees here and in a number of other localities through- 
out the United States and Canada with triple protection in 
the form of guaranteed retirement benefits, life insurance 
totaling approximately $700,000, and sickness and accident 
benefits. 7 

The plan is being administered by the Metropolitan Life 
Insurance Company on a cooperative basis whereby the 
employer and employees share the cost. 

Under the terms of the retirement feature, normal re- 





tirement will be at age 65, when payment of the life income 
will begin. This income, so far as it is based on service 
after the effective date, will be created by the purchase each 
year of an annuity for each enrolled employee. The retire- 
ment income will be the sum of these annuities, purchased 
by joint contributions of employer and employee, together 
with an additional annuity purchased by the company in 
recognition of past service for employees who were at least 
21 years of age when they enrolled in the plan on the effec- 
tive date. The retirement phase of the program includes 
liberal provisions in event of an employee’s death or ter- 
mination of service, as well as provision for retirement be- 
fore or after the normal retirement age. The retirement 
benefits are in addition to Federal Old Age Insurance 
Benefits. 

Other benefits under the triple coverage plan include life 
insurance ranging from $600 to $5,000, while amounts of 
from $6 a week to $40 a week will be paid in case of sick- 
ness or non-occupational injury. The group plan also offers 
visiting nurse care, supplemented by the distribution of 
pamphlets on health conservation and disease prevention. 

In addition to New York City the company maintains a 
staff of employees in each of the following places: Buffalo, 
N Y; Peoria, and Chicago, IIl.; St. Louis, and Kansas City, 
Mo.; Toledo, Ohio; Portland, Ore.; Minneapolis, Minn.; 
New Orleans, La.; San Francisco, Calif.; Omaha, Nebr.; 
Galveston, Texas; Vancouver, B. C., and Winnipeg, Man. 


SAVINGS AND LOAN ASSOCIATION PLAN 


Arrangements have been completed whereby 220 member 
associations of the New York State League of Savings and 
Loan Associations will offer guaranteed retirement bene- 
fits to approximately 900 men and women in their employ. 
The first definite move to offer the advantages of this pro- 
gram to a specific group of institutions was made Novem- 
ber 9th at a meeting of the Metropolitan League of Savings 
and Loan Associations, at the Hotel McAlpin, where the 
general plan was explained in detail by H. P. Mills, of the 
Metropolitan Life Insurance Company, which has been 
designated by the State League to underwrite the contract 
under the general arrangement. 

Mr. Mills outlined the terms of the plan which in accord- 
ance with the law requires that at least 20 associations must 
apply for the coverage in order to make it effective. Basicly 
the provisions are similar to the insured retirement plans 
in operation in many well-known financial institutions. It 
was explained how the retirement income, based on future 
service, would be created by a purchase each year of an 
annuity for each enrolled employee, with the income pay- 
able at the normal retirement age of 65 made up of the sum 
of all these annuities. Towards the cost of these future 
service credits, both the associations and the employees 
contribute. For employees of certain older ages, an as- 
sociation may provide at its own expense, an additional 
retirement income. The benefits under the Association 
Plan are in addition to the Federal Old Age Insurance 
Benefits. 

Among various provisions included in the plan, is one 
affecting an employee’s withdrawal from the association 
before retirement age. In that event an employee may 
either have returned the full amount of his contributions 
to date, or leave them with the insurance company to pro- 
vide a retirement income at normal retirement age. If a 
resigning employee has reached age 45 and has been a con- 
tinuous contributor to the plan for five or more years, he 
acquires a “vested right” in the total reserve standing to 
his credit. This right provides that if such an employee 
elects not to withdraw his own contributions, the con- 
tributions of the association, as well as his own will be 
used to provide a retirement income payable at the normal 
retirement age. 

The plan also includes a provision by which an employee, 
through appropriate adjustment of his retirement income, 
may have an income continued to a dependent after his 
death. Upon the death of an employee before retirement, 
the full amount of his contributions would be returned to 
his beneficiary 
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MUTUAL BENEFIT Life Insurance Company, 
Newark, N. J. 


Agents’ Retirement Contract 


As announced at the Spring Lake Convention, the Home 
Office has been engaged for some time past in an endeavor 
to meet the desires of a number of agents who are con- 
cerned with the necessity of making some financial pro- 
vision for their old age. To accomplish this result, the 
Company has devised a form of deferred annuity, begin- 
ning on the anniversary of the contract nearest age 65. 
This anniversary is referred to in the contract as the re- 
tirement date. The contract will be issued only to General 
Agents, to those who, in the judgment of the Company, are 
full time soliciting agents, and to the salaried office em- 
ployees of General Agents. 


INCOMES IN UNITS OF $10 MONTHLY 


The monthly annuity for which the contract will be is- 
sued is $10. or a multiple thereof. An individual may hold 
more than one contract. They may be taken at various 
times, but the maximum annuity under all contracts on 
any one life cannot exceed $200. An agent may thus apply 
at first for such an amount as his present earnings would 
justify and as his earnings increase he can apply for ad- 
ditional amounts. 


PREMIUM PAYMENTS 


An annual premium will be called in every case but the 
premium payable on delivery of the policy need not be 
paid in full, nor need subsequent annual premiums be 
paid in full, the contract being so framed as to recognize 
the irregularity of an agent’s commission income. The 
Company, however, does not care to accept in settlement 
of the first premium an amount less than the annual pre- 
mium required for a monthly annuity of $10. The initial 
payment should accompany the application and be reported 
to the Company by the General Agent. Thereafter instal- 
ments of any premium may be paid at the convenience of 
the agent through the General Agent; but not oftener than 
once in each calendar month and not for an amount of less 
than $10. As premiums are reported, the Company will 
prepare and forward a receipt therefore. The Company will 
not forward notices of premiums due, but it will, when 
requested, forward a statement of the account between the 
Company and the annuitant. Premiums cannot be paid in 
advance. 

Arrears of premiums, with interest at not to exceed six 
per cent per annum, may be paid in whole or in part, at 
any time prior to the retirement date. Any partial pay- 
ment of the arrears will be regarded as a payment on 
account of the earliest arrears. 

If at the retirement date there be any arrears of pre- 
miums, the monthly income will be proportionately dimin- 
ished as set forth in the paragraph entitled “Adjustment 
of Monthly Income,” which will be found on the third 
page of the contract. On the other hand, if there be no 
arrears, and if any premiums be credited with more than 
three per cent interest, the stipulated monthly income will 
be increased. 


DEATH BENEFIT 


If an agent shall die before reaching the retirement date, 
the Company will pay as a death benefit a sum equal to 
the premiums paid with interest compounded annually at 
the rate of three per cent per annum, or at such higher 
rate as may be determined annually by the Directors. 


SURRENDER VALUE 


The contract will have a cash surrender value at any time 
prior to the retirement date. The cash surrender value 
will be equal to the premiums paid, with interest upon 
such premiums as shall become due and be paid after ten 
years. No interest will be allowed upon the premiums 
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falling due during the first ten years, whether they be 
paid during that period or subsequently. 


OPTIONAL ANNUITIES 


The contract provides that in lieu of an immediate an- 
nuity beginning at age 65, the Company will, at the re- 
quest of the annuitant, issue either a cash refund annuity 
or a joint and survivorship annuity, the amounts of which 
are computed upon the same basis of interest and mortality 
as is the case with the immediate annuity. 

The contract cannot be assigned or pledged except with 
the written consent of the Company. 


COMPANY MAY TERMINATE CONTRACT 


The contract provides that if before attaining the age of 62 
years the annuitant shall cease to be a General Agent of 
the Company or in the service of such a General Agent, 
the Company may terminate the contract by payment of 
the cash surrender value thereof. 

No commissions will be paid by the Company, either on 
the annuity contract as issued or on one of the optional 
forms of annuity available at age 65. 

The death benefit and (after the tenth year) cash sur- 
render values are subject to the settlement options found 
in the Company’s regular policies. 

While a retirement date is referred to in the contract, 
it will be understood that the annuity provided for therein 
will be payable regardless of whether the agent retires or 
continues in active service. 


RESERVES AND NET SINGLE PREMIUMS 


Reserves and net single premiums for this contract will 
be computed according to the 1937 Standard Annuity 
Mortality Table with interest at 3% per annum. The con- 
tract is issued on the non-participating basis. 


Continued on next page 








FRIENDLINESS 


Every full-time Liberty National agent 
has an opportunity to visit the Home 
Office at least once every year. In ad- 
dition, timely and frequent visits of Home 
Office personnel in the territory make 
it possible for every agent to know per- 
sonally every office and department 
head. Assured friendliness makes co- 
operation simple, production higher. 


CRD 


LIBERTY NATIONAL LIFE 


INSURANCE COMPANY 
BIRMINGHAM ALABAMA 


FRANK P. SAMFORD, President 


MINIMUM CASH SURRENDER VALUES 


The following table shows the minimum cash surrender 
values at the end of each year stated, provided there be 
no arrears of premiums due thereunder. 


AtEndof CashSurrender At Endof Cash Surrender 
Contract Value Per$l000f Contract Value Per $100 of 


Year Annual Premium Year Annual Premium 
aR $100.00 Pe wi aus $1,209.09 
ee cauee 200.00. ee 1,318.36 
ar 300.00 rn Gabe d 1,430.91 
SD ates ws. 6 400.00 en cles 1,546.84 
ae 500.00 ae 1,666.25 
RIPE? 600.00 .—l —a 1,789.23 
, er 700.00 2a 1,915.91 
Te 800.00 ee 046.39 
rs. ciwe 900.00 ay 2,180.78 

ae 1,000.00 ae 2,915.69 

| ae 1,103.00 a oowas 3,767.65 


The premium rates follow: 


AGENTS’ ANNUITY CONTRACT 
Annual Premium to Provide $10 Monthly, Beginning at 


Age 65 
Age at 
Issue MALE FEMALE 
ae) Ltubebeivess de $13.94 $16.25 
a Gis beeR ibe be 14.52 16.92 
Dr ictdliis aris diene 15.12 17.63 
eae eee 15.76 18.37 
DP bc brew esd < 16.43 19.16 
aio. cece nba 17.14 19.99 
TAP ere 17.89 20.86 
Few chvdbese eda 18.69 21.79 
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NATIONAL Life Insurance Company, 


Montpelier, Vermont 
Maintains Dividend 


The National Life announces the continuance of its 
present dividend scale on all premium-paying forms of 
insurances and retirement annuities for the year 1940. 
Dividends on fully paid up forms will be reduced in 1940, 
through a readjustment of the interest factor, on account 
of the distinct downward trend of interest rates in recent 
years. 

The basis of surplus interest distribution on participating 
funds held by the company remains the same, 3% per cent. 

The National Life reports that new paid business for 
October is 12% above October, 1938 and that the increase 
in insurance in force for the month $1,935,596. 


NEW YORK Life Insurance Company, 
New York, N. Y. 


Walker Buckner Dies 


Walker Buckner, Executive Vice-President of the New York 
Life whose entire business career of 54 years was spent in the 
service of that Company, died at Doctors Hospital early Sunday, 
Nov. 12 following an acute illness. His age was 68. He is sur- 
vived by his wife, Mrs. Eva Orton Buckner, and four sons, 
Tulley, member of the New York Stock Exchange ; W. Thornton, 
life insurance manager; Lewis, associate actuary; and John 
J., attorney ; and by two brothers, Samuel O. Buckner, who was 
also with the New York Life Insurance Company and retired 
after 43 years of service, and Thomas A. Buckner, Chairman 


of the Board: of the- New. York: Life.; . 
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Born at Independence, Missouri, on March 16, 1871, Walker 
Buckner was educated in the public schools of Milwaukee, Wis- 
consin. He began working for the New York Life Insurance 
Company at the age of 14, and after serving an apprenticeship 
as ofice boy and clerk in the Milwaukee Branch Office from 
July, 1885, until May, 1890, he was transferred to the St. Paul 
Branch where, although he was only 18 years old, he became 
cashier. In January, 1892, when he was 20 years old, he was 
appointed Agency Director of the Company’s Branch Office in St. 
Paul, which served the states of Minnesota and North Dakota. 
In October, 1894, he became Agency Director in St. Louis and 
was appointed Supervisor there over several middle western 
states, in January, 1902. He was made Inspector of Agencies in 
January, 1903. ; 

In May, 1904, Mr. Buckner was promoted to the position of 
Superintendent of Agencies in the European Department, with 
headquarters in Paris, France, where he was actively engaged 
in developing the Company's agency organization and new 
business until the outbreak of the World War. In 1909 he was 
elected Second Vice President in charge of the Company’s Euro- 
pean business. In 1913 Mr. Buckner negotiated with Italian 
officials for the transfer of the Company’s Italian business to 
the Italian Government Insurance Institute, following the en- 
actment of a monopoly law in Italy the previous year. For his 
co-operation in this work, the King of Italy conferred upon 
Mr. Buckner the order of Commander of the Crown of Italy. 
His able direction during the period when the Company was 
winding up its foreign interests and retiring from the European 
field brought him high praise not only from directors of the 
New York Life, but from European business men and diplomats 
as well. In New York, the Board of Directors extended to 
Mr. Buckner “its thanks and congratulations on the successful 
inauguration and the successful conduct of an extremely difficult 
piece of business.” 

On May 13, 1925, the Board of Directors elected Walker 
Buckner Vice-President and he was elected Executive Vice- 
President on December 9, 1936. As head of the Company’s 
Agency Department, Mr. Buckner was responsible for the di- 
rection of the Company’s 143 Branch Offices with an organiza- 
tion of about 250 agency men and 8,000 agents throughout the 
United States and Canada. 

The Home Office of the New York Life was closed Tuesday 
afternoon out of respect to the memory of Mr. Buckner. 


NORTH AMERICAN Life Assurance Company, 


Toronto, Ontario, Canada 


President Bradshaw Dies 


Thomas Bradshaw, President of the North American Life 
since 1928, died November 10th at the age of 71 years. Mr. Brad- 
shaw was born in England in 1868 and came to Canada in 1880. 
In the following year he started his business life as an office boy 
in the North American Life Office and 18 years later, he was 
appointed Actuary; in 1900 he became Secretary and Actuary of 
the Imperial Life; and the next year Vice-President, following 
which he became Managing Director in 1907. He entered the 
investment business and resigned that connection to become war- 
time Treasurer for the City of Toronto. In 1920 he was Treas- 
urer of the Massey-Harris Company and became Vice-President 
in 1925 and later President. In 1928 he returned to the life in- 
surance business as President of the North American Life, 
which position he held at the time of his death. 

Other recent connections were: President of the Consumers 
Gas Company, President of Toronto General Trust Corporation, 
Executive Director of the Bank of Canada; and in addition he 
held directorships in a number of other important companies. 


SOME RATE AND OTHER CHANGES 


The North American announces that effective January 1, 1940 
some changes will be made in premium rates, protection assur- 
ances and retirement income contracts and in the cash values for 
these forms. Also, settlement options are to be changed as of 
that date but the details are not available. The company’s divi- 
dend scale runs from July, 1939 to June, 1940 and the interest 
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JEFFERSON STANDARD 
LIFE INSURANCE COMPANY sat if i, 





FOUR HUNDRED 
MILLION DOLLARS 


LIFE INSURANCE 
IN FORCE / 





WE announce with much pleasure 
and satisfaction that the Jefferson 
Standard has $400,000,000 life insur- 
ance in force. 

This important achievement takes its 
place in Jefferson Standard history as 
another in the long line of distin- 
guished accomplishments. 

We express our heartiest thanks to 
our field representatives who have con- 
tributed so loyally, and so splendidly 
to the progress of our great Company. 


Julian Price, President GREENSBORO, N. C. 
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rate allowed is 312% for accumulated dividends, withdrawable 
instalment settlements and non-withdrawable instalment settle-~ 
ments. 


NORTHWESTERN MUTUAL Life Insurance 
Company, Milwaukee, Wis. 


Third Quarter Statement 


At the quarterly meeting of the board of trustees of North- 
western Mutual Life October 25, President M. J. Cleary re- 
ported on the company’s business for the first nine months of 
1939. As of September 30, the company had in force total in- 
surance in the amount of $3,898,726,935 on 1,049,525 policies, 
This is a gain of $38,254,162 and 14,127 policies over a year 
before. 

New paid for business for the first nine months totaled $139,- 
468,508, represented by 41,269 policies. The volume was 7 per 
cent under that of the comparable 1938 period. In addition, the 
company had another $10,751,291 in revivals and dividend addi- 
tions, and 622 life annuities for $2,202,501 

Total income of the company during the first three quarters 
this year amounted to $154,476,652, against total disbursements 
of $107,918,345, for an increase in ledger assets of $46,558,307, 
Premium income totaled $94,406,852, and interest and rents 
$38,926,052. Disbursements to policyholders and beneficiaries 
were $80,539,679, of which $23,640,168 were paid out in dividends 
and $32,641,550 on 8,187 death claims. In addition, $10,996,094 
were paid under installment and option settlements. Taxes paid 
totaled $3,043,398. 

As of September 30, 1939, Northwestern Mutual had total 
assets of $1,278,892,176, which were $55,070,044 higher than a 
year before. Investments and other assets included $693,737,578 
in bonds at admitted asset values. Mortgage loans totaled $310,- 
870,501, and consisted of $229,252,639 in city mortgages and 
$81,617,862 in farm mortgages. Real estate totaled $48,762,550 


Continued on next page 
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The endless procession of great events and 
distinguished guests at this famous Washing- 
ton hotel, never fails to thrill discriminat- 
ing travelers seeking a standard of service 
which conforms with their individual re- 
quirements in comfort, hospitality and serv- 
ice. That is why they ~~ at The Mayflower 
when visiting the National Capital. Rates are 
no higher than at less finely appointed hotels. 


The [T]AYFLOWER 


WASHINGTON, D. C. 
R. L. Pollio, Manager 


Single Rooms from $4 
Double Rooms from $6 
All with bath, of course 





NORTHWESTERN MUTUAL Life—Continued 


which included home office property at $4,811,907, and land 
contracts for property sold at $6,353,101. Policy loans decreased 
to $158,085,835. Included among other items making up the 
assets was cash in the amount of $17,786,182. 


NORTHWESTERN NATIONAL Life Insurance 


Company, Minneapolis, Minn. 
October Business Increases 


A 16 per cent increase in October new business over October, 
1938, is reported by Northwestern National Life. The gain was 
widespread over the company’s territory with 21 agencies sub- 
mitting more than $100,000 for the month. Leading agency was 
the White & Odell agency, Minneapolis, with $1,693,507. The 
Texas State agency, Houston, was second, and the R. J. Albach- 
ten agency, St. Louis, third. Monday, October 30, was the 
largest single day for ordinary business in the company’s history, 
total volume for the day being $2,015,720. 


H. O. ELECTIONS 


Announcement of the election by the board of directors of 
C. H. Matthews as an assistant treasurer and William Watson 
and A. H. McAulay as assistant actuaries of Northwestern Na- 
tional Life was made recently by O. J. Arnold, president of the 
company. 


DIVIDEND ON STOCK 


Payment of a dividend on the capital stock of this company 
s been announced in the amount of 15¢ per share (3% on the 
par value) to stockholders of record November 1, 1939. 
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| OLD LINE Life Insurance Company, 


Milwaukee, Wisconsin 
Third Quarter Figures 


For the nine months ending September 30th, The Old Line 
Life had life insurance in force of $79,699,683, a net gain of 
$1,197,467 compared to the entire twelve months of 1938, John 
E. Reilly, President, reported. New Life Insurance for the nine 
months increased 19%, while new Accident and Health premiums 
gained 38% over the same period in 1938. Admitted assets 
reached $22,392,869, an increase of $685,077. Gross income was 
$2,962,426, bettering the nine months of 1938 by $203,228. 

Income from farm real estate showed an appreciable increase 
so far this year, running better than 25% over 1938. Real estate 
sales were made with sales receipts in excess of 60% compared 
to 1938. Greater persistency in interest payments on mortgages 
was noted as compared to a year ago. First mortgage invest- 
ments and bond holdings were each increased about 10%. Pay- 
ments to policyowners and beneficiaries in the nine months were 
$1,427,837, bringing total payments since organization to $22,- 


PAN-AMERICAN Life Insurance Company, 


New Orleans, Louisiana 


Perkins Is Assistant Actuary 


Alfred Warren Perkins has been appointed an assistant actu- 
ary for the Pan-American Life, according to an announcement 
made by President Crawford H. Ellis. Born in Portland, Ore- 
gon, where he received his preliminary education, he moved east 
and later received his B.A. and M.A. degrees in 1931 and 1933 
respectively from the University of Maine. He furthered his 
studies in actuarial science at the University of Iowa in 1933-34. 
Mr. Perkins then became connected with the Aetna Life, which 
company he left to join the Pan-American. 

During the current year Mr. Perkins was elected an associate 
of the Actuarial Society of America as well as an associate of 
the American Institute of Actuaries. Edward F. Holtzman, who 
has been an assistant actuary with the Pan-American for a 
number of years, will continue in this capacity. 


PEOPLES Life Insurance Company, 


Frankfort, Indiana 


Report of Examination Favorable 


The Peoples Life Insurance Company was examined as of 
December 31, 1938 by the Insurance Department of the state of 
Indiana and the report of the examiners was favorable to the 
company. The examiners’ statement verified the Income and 
Disbursements as filed in the company’s annual report which was 
reproduced in Best’s Life Insurance Reports, 1939 edition. How- 
ever, through various adjustments which are explained here- 
after, assets were reduced to $9,775,357 from $9,798,826. The 
examiners made no change in the reserve the company set up for 
depreciation of real estate in the amount of $90,431, but they 
merged the company’s “contingency reserve for losses, $178,577” 
with the general surplus or unassigned funds. The special re- 
serve, according to the examiners, was not created by corporate 
action and had not been ear-marked for any specific losses and 
merely represented a balancing figure; consequently it was in- 
cluded by them in the company’s general surplus, which in- 
creased that amount to $558,274. These two funds in the 
company’s statement amounted to $578,577 so that consolidation 
of the special reserve into the general surplus, bringing the 
latter figure up to $558,274, represents a deduction on the com- 
bined basis of $20, 3. 

One additional item must be mentioned since it was not brought 
out in the company’s statement. The examiners point out that 





the company retains in its mortgage loan account a number of 
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Non Ledger Assets: 
Rents Due ated Accrued 2... ccccccccccccccccccccccccccccccnece 
Assets Not Admitted: 
ee hk ds ode eee 4000070 nd necks ch ehaweedee 
Bank Value Real Estate Over Market ............cccccccccees 
Interest Due and Accounted on Mortgages ............0e0eeeees 
ee PD vg 5g o.b'0000.66600 Se nedasrsanevene< 
Pelee PO ENED oc cc cnvedvccncdscececsevevesescees 
Liabilities: 
Reet RIE GED a cnccccccccscccecvoccvesetsseeseeve 
Interest Paid in Advance on Mortgages ..............002-eeeee 
re er rs, ho ab hhs ehle bob tne we teceevabadveds 
Com Tet: BOOED cecseccdcccctescvccscecceceevcvvesos 
Gross Increase or Decrease in Surplus ............0..eeeeeee 
Deduct Gross Decrease in Surplus .............cceececeeeees 
Examiners Net Increase in Surplus .............ececeececes 
Surplus Per Company’s Annual Statement December 31, 1938 ... 
Add Examiners Net Increase in Surplus ................e0000- 


Surplus Per Examination Report December 31, 1938 ............ 


Surplus 

















Company Examiners Increase Decrease 
$14,828.60 $10,721.24 $4,107.36. 
3,951.54 3,737.54 $214.00 
11,558.61 11,558.61 
176,498.40 190,874.63 14,376.23. 
43,760.20 43,335.64 424.56 
17,182.44 17,182.44. 
14,242.00 9,641.24 4,600.76 
6,022.91 6,841.72 818.81 
2,645.41 3,260.81 615.403 
178,576.61 178,576.61 
$195,374.54 $37,100.24. 
37,100.24 
$158,274.30 
$400,000.00: 
158,274.30. 
$558,274.30 





loans with book values aggregating $494,878 on properties upon 
which the company had actually acquired title. In other words, 
the mortgage loan account as shown in the company’s statement 
should be reduced by that figure and the real estate account 
should be increased by the same amount, bringing the company’s 
ratio of real estate to physical assets up to 18% instead of 12% 
and reducing the mortgage loan ratio from 64% to 58%. We 
might add here for the benefit of our subscribers that this method 
of treating these two accounts by the company has no effect on 
the summary comment in our report (it changes ratios and 
yields) since our analytical tests automatically correct for vari- 
ations of this nature in accounting practices. The examiners 
dealt with this matter in the following language : 

“It was noted that the Company retained in the mortgage loan 
account as of December 31, 1938 a total of 71 loans, having book 
values aggregating $494,877.80, on property to which the Com- 
pany had actually acquired title. In lieu of foreclosure, the 
mortgagors of these 71 properties have passed title to an officer 
or employee of the Peoples Life Insurance Company who has 
had the deeds recorded and in turn has given deeds for the 
properties to the Company which have not been recorded. The 
mortgages on these properties in favor of the Company have, 
however, not been released. The last mentioned deeds are held 
in the office of the Company and were inspected by your Exam- 
iners. These title holders for the Company have entered into 
individual contracts regarding the properties with the Company 
which provide for the management of the property by the Com- 
pany and the application of income and profits from the opera- 
tions of these parcels. Some of the abstracts to the properties 
have been continued to show the title in the name of the officer 
or employee. Charges and credits resulting from the operations 
of the properties are charged to mortgage principal or credited 
to mortgage interest income. 

“Of the above mentioned 71 properties, 36 having book value 
as mortgages of $202,420.04 had been sold under contracts of 
sale on which the unpaid balances totaled $189,547.49 Decem- 
ber 31, 1938. The majority of the contracts of sale are entered 
into between the Company and the purchaser and provide for 
different interest rates, principal payments and balances than 
reflected by the mortgage records and mortgage ledger balances. 

“For the purpose of this report, your Examiners have allowed 
as admitted assets, only the balance due on the contracts, and 
interest due and accrued thereon. The values of the 35 properties 
not sold under contract are based on the actual mortgage loan 
balances less certain operating expenses that had been capitalized 
and no credit has been allowed for interest due and accrued on 
the mortgages. On this basis a deduction of $17,182.44 has been 
made from principal and advances, and $56,441.52 from interest 
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due and accrued in the preceding financial statement. Interest 
due and accrued on the 36 properties sold under contract, 
amounting to $4,754.35 has been included in the amount of due 
and accrued interest on mortgages and is based upon the actual. 
contractual rate of interest. No interest due or accrued has beem 
allowed on the 71 mortgages heretofore commented upon.” 

We reproduce here the table of changes made by the examiners: 
in the surplus account—it shows the difference in the various. 
items in the company’s statement and the examiners’ statement. 


In concluding their review the examiners stated : 


“Having made an examination of the Peoples Life Insurance 
Company, Frankfort, Indiana as of December 31, 1938, in accord- 
ance with your instructions, your Examiners in conclusion cite 
the following: 


1. “The Company is conservatively and economically managed. 

2. “Policyholders are treated equably. Just claims are settled 
promptly and in accordance with the terms of the various 
policy contracts. 


3. “The financial position of the Company is sound. Based 
upon the financial statement embodied herein and comments 
pertinent thereto, as of December 31, 1938, the Company 
had free surplus, over and above capital stock outstanding, 
in the amount of $558,274.30 in which amount a reserve for 
—— of real estate totaling $90,431.09 is not in-~ 
cluded.” 


PROVIDENT LIFE & ACCIDENT Insurance Co. 


Chattanooga, Tennessee 


Gains Reported 


Gains for the company as a whole show an eight per cent in- 
crease in premium volume for the first three quarters of 193% 
over totals for the similar period of 1938. 

If a comparable premium volume rate continues throughout 
the remainder of the year, the total should exceed the eight 
million mark for the first time in the Provident’s history, it was. 
announced. 








1909 1939 





Prophetic are these ‘nine’ years marking 
the decades since the founding of the Great 
Southern in November, 1909. Each has 
hurled its challenge to the institution of life 
insurance, and each time the challenge has 
been met and conquered. 


Great Southerners will tell you their Com- 
pany is held in high esteem. Thirty years 
of conscientious service have given them 
an open sesame into the homes and work 
shops of their clients and policyholders. 


We invite inquiries from men who would 
build with us. 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 
HOME OFFICE HOUSTON, TEXAS 





PROVIDENT Life Insurance Company, 
Bismarck, N. D. 


Report of Examination Favorable 


This company was examined (Association) as of June 30, 
1939 by the Insurance Departments of the states of North 
Dakota, Oregon and South Dakota, and the report of the ex- 
aminers was favorable to the company. The June 30th statement 
showed total income, $401,991; total disbursements, $301,096; 
admitted assets, $4,508,937 ; capital, $250,000; surplus, $240,447 ; 
investment contingency reserve, $100,000. As of March 20, 1937, 
this company reinsured the business of the Union States Life 
Insurance Company of Portland, Oregon, at which time the 
Provident assumed the net insurance and annuity liability of the 
Union States in accordance with its policy and the Convention 
statement blank in the amount of $244,065 and in turn received 
$145,757 in cash which was the net figure after deducting the 
aggregate purchase price of $20 per $1,000 on the net insurance 
in force. In this transaction the company assumed $5,055,918 of 
business, of which $140,556 was reinsured. As of June 30th the 
Union States Life policies still in force amounted to $3,942,511 
and the total in force, including the Union States, $24,313,730. 
All remaining items reviewed by the examiners were of routine 
nature and consequently are not being reviewed. 


PROVIDENT MUTUAL Life Insurance Company, 
Philadelphia, Pa. 


Third Quarter Figures 


Ledger assets of the pe sagee pr Life for the third 
quarter of 1939 showed a gain of $4,454 000, making total assets 
of $350,272,000 as of September 30. Net insurance in force after 
deductions for death claims, matured endowments, and termina- 
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tions increased $566,000 to $976,521,000. New paid business for 
the quarter amounted to $13,901,000, a slight decrease from the 
corresponding business of the third quarter of 1938. 


PRUDENTIAL Insurance Company, 
Newark, N. J. 


Official Promotions—New Director 


Newark, N. J.—Elections of a new director and two officers 
were announced November 13, following a meeting of the Board 
of Directors of the Prudential Insurance Company. Walter 
Kidde, prominent engineer and president of Walter Kidde and 
Company and Walter Kidde Constructors, of 140 Cedar St, 
New York, is the new director. Louis R. Menagh, Jr., assistant 
comptroller, was elected comptroller, while Supervisor Harry J. 
Volk was named assistant secretary. 

Mr. Kidde, who lives in Montclair, N. J., has devoted a great 
portion of his time to public service, in addition to his business 
interests. He is a director of the Vreeland Corporation and was 
chairman of the Joint Water Supply Commission which origi- 
nated a comprehensive plan for water supply for northern New 
Jersey. He has served as a member of the New Jersey Advisory 
Board of the Public Works Administration and has been a 
member of the State Highway Commission. He is a graduate of 
Stevens Institute of Technology and is a trustee of that institu- 
tion, having been chairman of its board for twenty years. He 
is junior warden of St. Luke’s Church, Montclair, and is high in 
the councils of the Episcopal Church. He is chairman of the 
finance committee of the Brotherhood of St. Andrew in the 
United States. 

Both Comptroller Menagh and Assistant Secretary Volk are 
Prudential employees with a number of years of service. The 
former lives at 149 Halstead Street, East Orange, while Volk’s 
home is 97 Hillside Avenue, Verona, N. J 


SHENANDOAH Life Insurance Company, 


Roanoke, Virginia 


Official Changes 


At Board of Directors meeting October 28th, J. P. Saul, Jr., 
resigned as Executive Vice President and General Counsel and 
as a director and trustee, and Paul C. Buford, of Roanoke, was 
elected Chairman of the Board and of the Executive Committee 
and General Counsel. Dr. J. H. Dunkley will retire as Medical 
Director in March, 1940. Other officers of the company remain 
unchanged. The new Executive Committee now consists of Paul 
C. Buford, Chairman; E. Lee Trinkle, Charles E. Ward, Henry 
E. Thomas and A. G. Decker. Worley Harr, 2nd Vice President 
in charge of Virginia and Tennessee Agencies, was elected a 
director, and Rives S. Brown of Martinsville, who has been a 
director since organization of the company, was elected to the 
Board of Trustees. The new Chairman of the Board, Paul C. 
Buford, is a member of the law firm of Hall, Buford & Carter, 
and is a director of the Colonial American National Bank. 

The present Board of Directors is as follows: R. S. Brown, 
Martinsville ; Paul C. Buford, Roanoke ; A. G. Decker, Roanoke; 


W. E. Driver, Mt. Sidney; Dr. J. H. Dunkley, Roanoke; E. R. 
Flippo, Fairfield; J. R. Gardner, Washington, D. C.; W. H. 
Gardner, Waynesboro; Worley Harr, Roanoke; Dr. T. J. 


Hughes, Roanoke; J. M. Kemper, Washington, 4.8. e. <. 
Lynch, Washington, D. C.; J. F. McConnell, Radford: mm <. 
Moomaw, Dublin; C. M. Shannon, Mt. Jackson; J. P. Sneed, 
Charlottesville ; M. R. Spellman, Washington, D. C.; Henry E. 
Thomas, E. Lee Trinkle and Charles E. Ward, Roanoke. 


PRODUCTION UP 


The Shenandoah Life reports that it enjoyed a gain of more 
than $1,400,000 insurance in force during October, bringing the 
total in force as of October 31st to $193,881,017 compared with 
$179,861,487 at the close of 1938. The company averaged a gain 
of more than $1,400,000 for each of the past 10 months of this 
year. November was set aside as President’s Month and when 
the month was half way through the applied business was more 


than 40% ahead of November, 1938. 
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STATE MUTUAL Life Assurance Company, 


Worcester, Mass. 
New Double Protection Policies 


The State Mutual Life has just added two new contracts to 
its portfolio—called the “65’s.” 

The “65’s” provide double protection to retirement age, when 
the protection need disappears, at a low level cost. They are 
dissimilar mainly in their premium paying periods. Styled to 
work in with income through the Social Security Act, the new 
contracts are also practical for the applicant excluded from the 
Act. 
In announcing the policies, President Chandler Bullock says, 
“Without exception they give the lowest cost permanent pro- 
tection we have ever offered, and are outstanding in our line of 
life and endowment policies. The liberal cash values, and the 
fact that our standard settlement privileges are available at 
age 65, provide maximum retirement benefits.” 

Mr. Bullock added that besides low cost protection, the “65’s” 
offer a liberal conversion privilege to age 50. Dividends are 
paid the first year and addition of double indemnity and dis- 
ability waiver is permitted. The ages for which the contracts 
were originated are 20-49. Both men and women are eligible. 


APPOINTS DIRECTOR OF AGENCIES 


Stephen Ireland, Vice President and Superintendent of Agen- 
cies of the State Mutual Life, has announced the appointment, 
on November 1, of Robert H. Denny to the Home Office Agency 
Department as Director of Agencies. 

Mr. Denny, who has been General Agent for State Mutual in 
New York since 1936, first entered the life insurance business 
as an agent 20 years ago with L. A. Cerf, Sr., and in turn was 
advanced rapidly by Mr. Cerf to Supervisor, Educational Di- 
rector and District Manager. 

In 1928 Mr. Denny was appointed Agency Manager of the 
Edgar T. Wells agency, National Life of Vermont, and later 
promoted to Associate State General Agent for that Company 
at Cleveland, Ohio. 

Mr. Denny, who is 42 years old, is a native of Illinois, though 
he took his lower school training in Pauls Valley, Oklahoma and 
his collegiate work at the Central State College in that State. 
He entered the army as private in April 1917, and served both 
with the A.E.F. in France and with the Army of Occupation in 
Germany. He was advanced during the war to Lieutenant of 
Infantry in the regular army. 


SUN Life Assurance Company, 
Montreal, Canada 


H. O. Promotions 


Important appointments in the Head Office Agency Organiza- 
tion of the Sun Life are announced by W. Stewart Penny, 
Director of Agencies. A. C. Coughtry, heretofore Superintendent 
of Group Sales, has been named Associate Superintendent of 
Agencies and will be assigned to the Canadian Agency Division 
where his many qualifications make him eminently suited for 
his new work. J. L. Harries, previously Assistant Supervisor 
of Agencies in the British Division, has been appointed Super- 
intendent of Sales Promotion succeeding S. C. H. Taylor whose 
transfer to the position of Superintendent of Agencies, Western 
United States Division, has already been announced. Mr. Har- 
ries became associated with the Sun Life in 1928 when he was 
attached to the Minneapolis Branch. Serving later in an Agency 
capacity in Jersey City and Newark, N. J., his marked ability 
was recognized by a promotion in 1937 to the British Division 
with the rank of Agency Assistant. More recently he was 
named Assistant Supervisor of Agencies, London Administra- 
tive Office, which position he now relinquishes on taking up 
his duties at Head Office. R. G. McKercher, at present Inspec- 
tor of Agencies, Group Sales Division, has been appointed Super- 
intendent of Group Sales. Mr. McKercher has long been as- 








sociated with Group Assurance, his entry into the Sun Life in 
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MANAGERS WANTED 


NORTHEAST KANSAS 
SOUTHEAST NEBRASKA 
(Other Attractive Territory Available) 


Premiums as Low As The Lowest 
Juvenile Policies That Sell 
Mortgage Protection Insurance 
Group Life Insurance 

Family Circle Plan 

Premium Deposit Fund 


All A Part Of An Aggressive Agency De- 
velopment Program Now Being Inaugurated 
By This Company. 


An Unusual Contract Enabling The Usual 
Agency Manager To Accomplish The Un- 
usual. 


THE CAPITOL LIFE INSURANCE CO. 
DENVER—COLORADO 


write to 
WOOLLEN 


CLARENCE J. DALY . *m # 
Agency Vice President 


President 


1924 being in that important branch of the Company’s business. 
Trevor Ross, formerly Secretary of Agencies, Group Sales 
Division, will succeed Mr. McKercher as Inspector of Agencies 
attached to Group Sales. 


SUNSET Life Insurance Company of America, 
Olympia, Wash. 


Report of Examination Favorable 


This company, which began business in 1937 has been examined 
by the Insurance Department of the state of Washington as of 
June 30, 1939; the report of the examiners was favorable to 
the company. As of that date the financial statement prepared 
by the examiners shows for the six months: Total Income, 
$185,635 (including $55,000 advanced by American Underwriters 
Corporation—this is explained hereafter) ; Total Disbursements, 
$108,952; admitted Assets, $630,129 (consisting largely of $500,- 
000 United States Treasury Notes bearing interest at 34%); 
Net Life Reserve, $130,649 ; Capital, $250,000; Surplus, $162,644 ; 
Insurance in Force $9,325,959. All items in the statement re- 
viewed by the examiners were routine and need no explanation 
except the item of advances by the American Underwriters Cor- 
poration. This item was in the form of cash advanced by the 
Corporation without interest charge. It appeared as a liability 
in the June 30th statement of the company but during the 
course of the examination the whole amount was repaid to the 
Corporation by the company. The entire capital stock is owned 
by the American Underwriters Corporation, which Corporation 
has an underwriting contract with the Life Company. The 
original capital of $100,000 (par value $100 per share) was paid 
in at $155 per share, thus creating in addition to the capital a 
surplus of $55,000. The American Underwriters Corporation at 
other periods following the initial surplus contribution, con- 
tributed to the surplus account $195,000 so that with the later 
capital increases which were made at par in each case, except 


Continued on next page 
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PUBLIC SERVICE 


“These are the institutions of the average man. 
They are great co-operative groups built to pre- 
vent the need of public ‘relief’. 


“There is a social significance in their existence 
which is of great importance. Public ‘relief’ sit- 
uations have a tendency to be largely financed 
by borrowing from the future, or in other words, 
by imposing a burden upon our children. Life 
insurance, doing the same type of work, finds its 
source in past savings. It confirms the value of 
self-reliance and builds character. These institu- 
tions have the form of private enterprise but 
are in reality public assets”. 
A. N. Mitchell 
President 


COhe CANADA LIFE 


ASSURANCE COMPANY 
Home Office TORONTO, CANADA 


OUR 50TH YEAR IN THE UNITED STATES 














SUNSET Life—Continued 


the original one, the Corporation has contributed a total of 
$250,000 to the surp.us in addition to purchasing all of the $250,- 
000 current capital stock. 

In concluding their report the examiners stated: “The com- 
pany is showing a continued growth with a good class of busi- 
ness. It is efhciently orgamized and well managed and its 
policyholders receive fair and equitable treatment.” 


TEXAS MUTUAL RESERVE Life Insurance 
Company, Tyler, Texas 


Reinsured in 
WESTERN STATES Life Insurance Company, 


Dallas, Texas 


Information is received which states that following an in- 
vestigation by representatives of the Attorney General’s De- 
partment, the Attorney General of Texas filed a suit against 
the Texas Mutual Reserve Life and after hearing evidence the 
court placed the company in receivership. Milton J. Daniel was 
appointed receiver of the company September 8, 1939, and he 
reinsured the business with the Western States Life Insurance 
Company, a stock legal reserve life insurance company which 
was licensed April 13, 1939, under date of September 22, 1939. 
It was found on examination that the Texas Mutual Reserve 
did not have sufficient assets to cover the reserves in that 
company and the reinsurance agreement under which the Western 
States took over the business provided that the policies after 
reinsurance would be dated at a time representing the reserve 
values which the Western States Life set up in the agreement. 








THE TRAVELERS Insurance Company, 
Hartford, Conn. 


New Disability Clause 


A new disability clause became effective November Ist—dis- 
ability due to war hazard being no longer covered—other minor 
changes were made. This benefit is for waiver of premium and 
the elimination of the war risk hazard is in the following terms: 
“No benefit will be allowed hereunder for disability resulting 
directly or indirectly from military or naval service in time oi 
war or resulting directly or indirectly from injuries sustained 
or disease contracted while the insured is under enrolment in 
such service.” 


UNION LIFE Insurance Company, 
Chicago, Illinois 


Examined 


This assessment company, licensed under the Assessment Legal 
Reserve Law of the State of Illinois, has been examined by the 
Illinois Insurance Department as of August 31, 1939. Total Ad- 
mitted Assets were shown at $12,504; Total Liabilities, $11,401 ; 
and Unassigned Funds of $1,103. 

As in most Illinois Department reports, there was a summary 
of the examiners findings, which we reproduce below, and 
likewise a departmental order as follows: 


“1. The Company has been operated at a loss due to high 
administrative and agency costs which necessitated the 
Company to accumulate a guaranty fund in order to main- 
tain minimum organization requirements. These costs 
must be materially reduced and in the future the manage- 
ment must confine expenditures for administrative and 
other operating costs only to funds available for such 
purposes. 

“2. Interest has been paid on Guaranty Fund certificates and 
commissions have been paid in connection with the sale 
of such certificates. The payment of interest due to 
lack of earned surplus and the payment of commissions 
are contrary to the provisions of Section 268 of the In- 
surance Code. The management must be guided strictly 
by the provisions of the above section in making payment 
of any nature on account of Guaranty Fund certificates 
outstanding or to be issued in the future.” 


The examiners summary was as follows: 


“1. The statement of Assets and Liabilities as of August 31, 
1939 reflects a solvent financial condition with unassigned 
surplus funds of $1,103.74 in excess of liabilities and pol- 
icy reserves. 


“2. The present cash position is deemed adequate for current 
operating demands but, in light of the non-liquid con- 
dition of the investment portfolio, safeguards should be 
taken to maintain ample cash resources. 


“3. Mortality loss ratios have been favorable in each of the 
years under review, but savings thereon have not been 
sufficient to offset the high administrative and agency 
costs of operation. Substantial operating losses have 
been sustained and to maintain a position of solvency 
guaranty fund certificates in the amount of $46,350.00 have 
been issued since June 1937. 


“4. Insurance production during the past four months has 
been materially increased by the issuance of policies sold 
through the medium of newspaper subscriptions. Insur- 
ance in force as of August 31, 1939 totals $4,074.570.00 
as compared with $1,476,046.00 at December 31, 1938. 


“S. As of August 31, 1939, a deficiency of $1,819.00 existed 
in the statutory security deposit. 
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“6. In most cases losses are settled in strict accordance with | lieved there was a definite demand for a good comprehensive 
the policy provisions, however, the claim files inspected | contract at adequate rates to give the public the protection it 
disclosed numerous cases of a controversial nature which | expects when buying accident and health insurance. “We be- 
are unsupported by sufficient information to justify the | jieve,” he said, “that this additional coverage will broaden the 
settlements effected. field for service of our agents in a constructive way by offering 

benithite an important adjunct to our life contracts.” 
minor . Mr. Mountrey, formerly with the Standard Surety and Cas- 
m and UNITED STATES Lite Insurance Company, ualty Company, brings to the United States Life a background 
ferms : New York, N. Y. of over 25 years experience in the accident and health field. 
ulting Mr. Mountrey is a member of the American Association of 
ae OF Enters Accident and Health Field University Teachers of Insurance, has conducted Accident and 
tained Health classes at Columbia University and for several years 
cmt im Entry of the United States Life into the accident and health | has also been on the teaching staff of the New York Insurance 
field, commencing January 1940, was announced by C. V. Starr, | society. He is a charter member of the Accident and Health 
president, who also announced the appointment of A. J. Mountrey | Club of New York, of which he was Secretary-Treasurer for 
as manager to head the new department. five years and has served as Secretary-Treasurer of the Na- 

Commenting on this latest move, Mr. Starr said that he be- | tional Association of Accident and Health Managers. 
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—e (COVERING LIABILITY AND PROPERTY DAMAGE PROVISIONS) 

= The chart shows an analysis of the liability and a damage pro- 
visions of approximately 200 policies issued by the leading automobile 

_ writing companies. Especially designed for quick and complete refer- 

sale ence—a most valuable chart for agents soliciting liability and property 

to damage business. 

an Automobile fatalities and accidents are increasing! Jury awards and 

tly judgments are mounting! 

ent If you are an agent you will find the chart most valuable in soliciting 

ate business, as it enables you to ag present your policy to a pros- 
pect and compare the coverage offere by your company and that of 
others. — are constantly running into limited policies—Best's Auto- 

31, mobile Policy Chart is an authoritative analysis; gives a long needed means 

-y of combating limited policy re To successfully sell automobile 
coverage, it is essential for you to have a complete knowledge of the policy 

oa — of all companies. Increase your sales and efficiency by using 

“ts est's Automobile Policy Chart. 

be Place your order for a copy of this valuable chart and determine for your- 
self the policy that gives you the coverage you want, or your client wants. 

he Incomplete coverage in the event of an accident may prove very costly. 

n 

COMPLETE! UNIQUE! ESSENTIAL! 

4 Price $1.54 Per Copy 

y (Postage Included) ALFRE 

: D M. BEST COMPANY 

INCORPORATED 

s | ‘ 

d 

" HOME OFFICE BEST BUILDING 

0 75 FULTON STREET NEW YORK, N. Y. 

d 

’ 


DECEMBER !, 1939 589 


























GETTING THE JUMP ON 1940 


a a 


“A good beginning is half the battle” 


With this adage in mind, Northwestern Mutual field men in the Eastern 
Zone are looking forward to their 25th Annual Eastern Regional Meeting 
at the Waldorf-Astoria, New York City, January 4th and Sth, 1940. 


At this meeting all field men will have an opportunity to meet and visit 
with one another, with Company leaders from the field and the Home 
Office. 


Dramatic portrayals of the vital “success qualities”, new approaches 
to old problems, new sales ideas that capitalize on current conditions— 
will be presented in a stimulating, tuned-to-the-times program, planned 
and executed by a committee of field men in conjunction with the Agency 
Department. The members of the committee are—Russell L. Law, Balti- 
more, General Chairman; A. J. Johannsen, Brooklyn, Arrangements Chair- 
man; Howard D. Goldman, Richmond; Vaughn D. Griffin, Manchester; 
C. L. McMillen, New York; Hugh O’Neill, Newark; and Stanley S. Trot- 


man, New Haven. 






THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 






Established 1857—Milwaukee, Wisconsin 
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(Revised Rates and Values) 
CRREREREIOED cocccccccnccceccoccoosccoccoocces 
All oe ~ Life Insurance Co., Birmingham, 
Ala. (President Lacy Dies) 
American Bankers Insurance Company, Jack- 
oeneeer Ill, (Insurance Department Takes 





American Citizens Life Insurance Company, 
Columbus, Ohio ar ort of Examination).. 
American Covenant Life Insurance Company, 
Joplin, Mo. (Purchased by and reinsured in 

Republic DED esscccacccoeseccasoecepes 
American Ho ital & Life Ins. Co., San aa- 
tonio, Tex. C1938 1938 Figures) .....ccerssceeess 
American Life Insurance 
ham, Ala. (Changes Title 
American Life Insurance Company, 
Mich. (Present Status) 


Ut eng filed to transfer receivership pro- 
ceedings to Federal Court) 
(Receivership Order Upheld) ....-.cesceesses 
(Reinsurance Proposals Being Considered). 
(To be reinsured in American United Life) . 
American Mutual Life Insurance Company. Des 
Moines, sea (Frink now Treasurer—Busi- 








eee eeeeeee Detroit. 


ness Inc 
CRUMEEEDEED 00006 0600000000000065000000 0000008 
Reports Gains: 
eclal Mortgage Plan: 
(Morfarty Month Successful) 
American National Insurance Company, Gal- 
veston, Texas, (Favorably Examined) 


American Reserve Life Insurance Company, 
ae _ (Thompson Appointed Agency 
DEE UEINED cccdccasoctococcsccoenntcecceaces 
American — Life Ins. Co., Kansas City, 
Pa, CE DOEEINGD . .ccccnesecceseseseses 
American United Life Tasurancs Company, In- 
diana polis, Ind. 
(To reinsure American Life of Michigan) . 
—— Life Association, Portland, Ore. 
Mer with The Maccabees D. acth seenetoades 
At antic Life Insurance Co., Richmond, Va. 
(Option Chan nge es) penbeeneesocesecoesocenes 
(New Policies ate Reductions—Over 100% 
Increase in Submitted Business) 
DE TD : 2. c0gc0060000000060000068 
(Report of Examination Favorable) 
(June Increase: August Convention) 
(S. F. Clabaugh Elected President) 
peer Life Insurance Company, Baltimore, 
(Stephen D. Powell Dies) . 
a an DUE ssccveccectapesséaces 
Bankers Health & Life Insurance Company, 
Macon, Ga. (June 30, 1939 Figures) ........ 
Bankers Life Company, Des Moines, Iowa 


Revamps Policy Format: 
Policy Provisions 


eeeeeoevneeereeeeeeeeeneeeneeneeenenenenere 


e*eeeeveeeeee 
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July ceccoceee Ml 
February ... 67U 
April ........ 
November ... 461 
April ........ 0 
September .. 300 
May eeeeveeee 16 
ne? sesaheneee 170 
December ... 562 
September .. 304 
December ... 0 
October ..... 394 
January ..... 598 
February 747 
December ... 5066 
December ... 5Sél 
December ... 563 
SGRW ccocccee Ue 
August ...... 240 
— secooe ae 
se06ee0es 181 
Oetabes ¥6aee 396 
February 6S4 
September .. 320 
January . 642, 643 
March ....... 765 
March ......-. 765 
ADEE ccccccece 
May ..ceeeces 36 
August ...... 259 
September .. 320 
October ..... 403 
August ...... 259 
DE seceeee 774 
February ... 684 
BOGE cccccsce 862 
December ... 571 
February 691 
February 691 
March ....... 766 
BI diac intees econ 36 
February 691 
OP. sasteonete 34 
October ..... 403 
November 491 
December ... 571 
eee 193 
August ...... 259 
September .. 320 
mber ... 571 
te acunsaen 112 
September .. 320 
November ... 491 
December ... 571 
January ..... 606 
January ..... 606 
coeruary 691 
peeneoeee 16 
Sune”: sedbosed 113 
= 265 
i... ~- 3820 
February 692 
EGE ebvecccte 862 
October ..... 4038 


{Changes Effective Jan. 1 — arpa 
educed 8%—Production Figures 
(Advance Figures) ...... 
(Dividend eRestrasens) 
(Correction—Rate Book Dee eeeeeeeeeeere 
(Adop pte, +9 Savings Plan: 6 Months’ 
licy BRYMCTIB) <ccceeceeeseseeeseseeeseses 
(New Five | and Ten Year Term Policies) . 
i'%o To ‘ite "fo Policy Owners) ..........+s+> 
Bee a Life surance Company, canoes, 
br. (C. H. Heyl Appointed) ........-. 
mF Mutual Life Company, Freeport, “Tih. 
CHxQmImed) .ncccccccccccsescsscssssesveseses 
Bankers National Life Insurance Co., Mont- 
clair, N (Dividend Schedule Continued— 
Chan — in Option Settlements. etc.—bBun- 
ner 








, 
ae 





xam 
(Dividend Exhibit) 


CWRrite ROGERS) .cccccccccccccccccccccccccess 
Bankers Union Life company, Denver, Cote. 
(Dividend Schedule — peocesceosocece 
(Official Changes) .....ecceccececccseeces ee0e 
(Favorably engender 
Beneticial Life Insurance Company, Salt Lake 
City, Utah (Dividends, etc. Continued)..... 
Berkshire Life Insurance Co., Pittsfieid, Mass. 
Seeaeii Changes, etc. —Business Gains Re- 
port eeeeeeeeeeeeeee eeereeereerereee eee eee 
(Reports Increases) .....cceccccccccsscceces 
iReports Progress—Treadway Elected Di- 
rec or *eervreeeneeeeneee eevee eeeeeeeeeeeeeeeeeenee 
(Dividend a Increases) 


(May Business Up 18%) .........ecccceeeeces 
(New Guarantor Policy: June Gains) ...... ee 
(August Business Almost Double) .........-. 
(New Term to 65 Policy) .........0ceceecceees 


(Adopts War Clause) .....6...ccecccccecceces 


Bohemian American Union, Chicago, Il. 
(merged with Czechoslovak Society of Amer- 
DP Atebtibeaakitiin ene eeesaeeesastenkeesnenanet 

Boston Mutual Life Insurance Co., Boston, 
Mass. (Dividends for 1939) 
(Dividends and Interest Rate) .........sss«. 

Brotherhood Mutual Life Insurance Company, 
Fort Wa ne, Ind. (Receives License) 

Business Men’s Assurance Co., Kansas City, 
Mo. (Sets New Record) .........secceesecces 
(inerea eo lpn Business Up) ee 


Increase Report 
Continues Gains) 
(June Business Up) 
(August Business 
California-Western States Life Insurance Co., 
(Veterans Life Insurance 


*eeeeeeneeevreeeeeeeeeeee® 





pee een on} Om a 


ih OILED SALI 
Reports Gains and Stockholders Dividend) 
\Ga ns ag oy 

Production U 











ees 


tes 
(Volume Up) 
Canada Life Assurance Company, 
Canada (Increases Dividends 
(General anager Hastie Dies) 
(Home Office Promotions) 
a a» Life Insurance Company, Denver, Col- 
rado (Wollen Appointed Agency Vice 
President) OPPO PTT eT T TT TTT TTTTTT TTT 
Catholic Order of Foresters, 
DED '06<cnccogescenaccuadeeoosanhecet 
Central Life Assurance Society, Des Moines, 
Iowa. chaverenty Examined) . 
(Correction Notice) .ccccccccccccccccces eevee 
(Mulock Honored) 
Speaeures Business of General Mutual of 





Contra) erates Life Insurance Co., 8t. Louis, 
(New Directors re tlecied) gnasescennedoneees be 
ten oan eee enn od behebenehes 

Gse Life Insurance Coapecation, New York, 

dvance Figures) ......+..+esees. ove 
ci Report of eb ee Favorable) ........ 
Ault Appointed Actuary) ......eseeeeees eee 
Fos Business Gains) see eeeeee eeeneeeeeeeeeeeee see 
June 30, 1930 Figures) ........e-scecccesees 





res) 

Church Pension Fund, "New York, N. Y. (State- 
ment) 
Cincinnati Mutual Life Insurance Company, 
Cincinnati, Ohio (Reinsured in Life Insurance 
Company of Detroit) 
a in Life Insurance Company of 
DD. eitisntdhd Kcnit dee eneke os oeee eds ¥ en's sen 
(Examination Reviewed) 


Colonial Life Insurance Co., Jersey City. N. J. 

{Ren Monthly Premium Intermediate Forms) 
Reports Gain8) .....scecsccccvceeces occce 

(Rruce Appointed Assistant Actuary) 

iienenia Gains) 

Colorado Life Company, Denver, Colo. (Pres- 
i Ce PED «). sccusbeeareec cocegececeseos 

Columbian Mutual Life Insurance Company, 
Memphis, Tenn. (Fraternal Suit) 


“ene eevee 





February 
January ... 


May ...«.. cece 


September .. 
October ..... 
December . 


October 


December ... 
February ... 
March ..cceee 
DD. cescece 
Ma 


February ... 
January ..... 


November ... 
December ... 


December 


February 
March 


December 


pcoreary 


August ...... 


January ..... 
caucus ry 


August ...... 


July 


November ... 


December ... 
December ... 


February 
April .ccceces 
May 


January ..... 
July 


114 


265 
492 


492 


573 
573 
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Columbian National Life Insurance Co., Bos- 





ton, ss. (Postpones Policy Changes— 
“Standard” Annuity Rates Adopted) ...... February ... 
(Reports Progress) eeeeeeeee eeee eee eee ereeeee April eee ee eee 
(First Six Months Results) .............s++. September .. 
Columbus Mutual Life Insurance Company, ‘ 
Columbus, Ohio (New Dividend Schedule)... November ... 
Confederation Life Association, Toronto, Can- 
ada (Dividend Scale Continued) ............. December . 
Counecticut General Life Ins. Co., Hartford, 
Conn. (Dividend Scale Continued—Reduc- 
tions on A. P. R. A. Contracts) ....... eoeee January ..... 
(Regular Dividend on Stock—Enters Texas— 
Builds H, O, Addition—Fall Sales Campaign 
BuccOSslGl) cccccccccccccccces Scecccceccce esos January ..... 
(Changes Effective Feb. 1st) ..... ceeecces ++» February ... 
(1938 Figures—Hospital Plan—New Director) March ....... 
Connecticut Mutual Life Insurance Co., Hart- 
ford, Conn, (New Policy Contract—Gains Re-/ 
DOTEUED ceueccecocncesaccccsegescecccosenccecs January ..... 
(Sales Increase for Year—Searle & Carter 
Celebrate—New Contract Issued—Issues Mil- 
lionth Policy) ........ coccccccee seceseesdede - February ‘ 
Pt: LD 06 damn cenk encneccocac esooee March ...... e 
(Six Months’ F gures: Policy Changes) ..... August ...... 
New Dividend Formula—In Force Continues 
Gains—Fewer and Better Agents) ............ December ... 
Continental American Life Ins. Co., Wilming- 
ton, Del. (14.3% Ahead for 11 Months) .... January ..... 
Changes Effective Jan. lst—Dividend Scale 
evised—Record Business) ..............se. February 
New Home Office Building—Elects Three 
sretere) peedaaééddbdnctsasoduccoe adescones « Mareh ....... 
(Dr. J. McFadden Dick Dies) ........... sew GEE cbdcccee 
(June High) ......... oeccecee seceses seccececce August ...... 
(Miles A Director) .....ccccccces eetecceoes September .. 
(Favorably Examined—Adopts “War Clause” 
—Commences Work on New H. O. Building) October ..... 
i Oe ee eer December ... 
Continental Assurance Company, Chicago, Il. 
Re-Enters Income Disability Field— eports 
Sn? sktieeeececeneééece $606as006006e06n00086 - October ..... 
Co-Operative Life Insurance Company, Colum- 
ar Ohio (Changes Name to Farm Bureau anet 
4 e eereee eee eee eee eeeeeeeeeeeeeeee eevee eee . pr **eeeeeee 
Credit Life Insurance Company, Springfield, 
Ohio (Harrison Appointed Vice President).. February ... 
Crown Life Insurance Company, Toronto, Can- 
ada, (Correction Notice) ......ccccccccccccce SEED 6bsesKce 
Czechoslovak Society of America, Cicero, Illinois 
(Merges with Bohemian American Union) .. December 
Dominion Life Assurance Company Waterloo, 
Canada (New Dominion Security Policy) sede Ga dcaeceeces 
Equitable Life Assurance Society, New York, 
N. ¥. (Dividend Scale Continued—Childs 
Compa ‘ Group) seceseoaneoes opeenncce scene SCORERET ccces 
Fifth Year ividends Review—$81,532,338 
n One Day—Loans on Refund and Cash Re- 
fund Annuities Discontinued—New Policies 
Announced—New Paid-for Group Insurance) February .. 
(1938 Fi ures eee eee eeee eeeee ee eee eeeeeeeeee March eeree 
(Passes Two Billion Group Mark) .......... April ....... . 
. C. B. Ehringhaus elected a director)...... SEMO cocces 
1 aevenate Pictures Group—New Optional 
ferred Annuity—Withdraws A. P. Retire- 
ment ey! and Supplementary 5 Pay 9 Yr. 
Cat DD Datethevesdoceeeééeece seco GD cicccecs 
(Special Protection Policy) ..............e0. s GP <cesenee 
(World’s Fair Exhibit aay abecesocsedees Gua eesde eee 
(Modified Whole Life “2”) ........ coosee August .... 
(Adopts “War Risk” Clauses) eocceccccccces October ..... 
(Minimum Non-Medical Age Reduced) ...... November ... 
Equitable Life Insurance Company, Wash- 
ngton, D. C. (Premiums Increased) ...... - January ..... 
Equitable Life Insurance Co., Des Moines, 
owa p> toneatnaty Figures—i938) peasceseoes February ... 
ple W. Hubbell Elected President & Other 
hanges) see ee eeee see eeee seeeeeeeeeeeaeeeeeeee March . *eee 
(Business Gains) ............. pepacecoceess 50 SE neneedons 
(Correction—Rate Book)......... odancensanes iT acéevase . 
te A. Swisher, Jr., Retires—R. EB. Fuller 
MRR prt EE apap ss cccccce GUMD cccccccs 
(New Business) ............. evedeceocsot cocce MUMMERS ccccce 
I December 
Eureka-Maryland Assurance Corporation. Bal- 
timore, Md. (Par Value of Capital Shares 
PRR enh dee se aeeeeneh eee de kn.) a stnuesane 
SS SPORE ITE December ... 
Expressmen’s Mutual Life Insurance Company, 
New York, N. Y. (Favorably Examined) ..... Ga” socbiccs 
Farm Bureau Life Insurance Com any, Colum- 
gus. Ohio (Formerly Cooperative Life Ins. - 
Wt, (ti iaetked ths cadaevndes dsadbusd bee’ ee beedcoce 
Farmers & Bankers Life Insurance Company, 
Wichita, Kan. (Reinsures Kansas ae uly . cece 
Farmers & Traders Life Insurance Company, 
Syracuse, N. Y. (Juvenile Pn 666 canhic a pcocccecs 
(Correction Notice—W. Cameron Lennie Dies) June ....... . 
{Alvord Now Cqunsel—Stockholders Divi- 
I November ... 
(Lutz Sbpctntes Assistant Actuary) ........ November ... 
Federal Life & Cocualty Company, Detroit, 
Mich. (June 30, 1939 F Dt ©ceeesesessasnc October ..... 
Federal Life Insurance Company, Chicago, Il. 


(Examination Report—Dividends Cont nued) February ... 
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8 


493 
574 


782 


610 


574 


Sax 2 8 


i) 
t 
w 


8 


410 


115 
410 
493 
613 
701 


16 
116 
268 


40 
577 
195 


196 

40 
117 
493 
494 
411 
701 


{Hamilton Elected a a of Board— 


pvasenge i SE 0 ci desconcosbace 
Federal Old Line Life Insurance Co., Seattle, 
Wash. (Report of Examination)...... seeebee 
(Report of Examination) .................... 
Fidelity Investment Association, Wheeling, W. 
Va. (S. E. C. Files Complaint).............. ‘ 
re a 
(Special Master’s Report Reviewed)......... 
Fidelity Life Insurance Company. Phoenix, 
Arizona (Reinsured in Republic National 
Ger SINGS 45 Skide cocdedieddetenentsesie 





Fidelity Mutual Life Insurance Co., Philadel- 


phia, Pa. (1939 Dividends and Interest Rate 
—Some Reductions Made) ...........ccccccces 
(Changes Effective Jan. 1, 1939—Advance Fig- 
Dt Stee teedn shea cageseeoddedeedesanantons 
Ce CRUD oo ccc cnneceecehocubns 
(Changes Effective August 21, 1939—The 
CO I i i 
J. H. Cheston Elected a Director) .......... 
Filipinas Life Assurance Company, Manila, P. I. 
I a ai 
Franklin Life Ins. Co., Springfield, Ill. (Re- 
iE RR SO SE SCS ERT oP L 
Se Ge SIE © cn cccdevecestoeweasec 
(Mahoney Suit Dropped) ............... eee 
Gate City Life Insurance Company, Greens- 
boro, N. C. (Control Purchased)............. 
General American Life Ins. Co., St. Louis, 
Mo. (Results of Campaign).................. 
(1938 Figures—Three Policyholders’ Direc- 
tors Elected—Additional Stock Retired)..... 


(Chamber of Commerce Report Favorable).. 


SO SN nonccvencvcetsdesnuicens 
(Sells Some Southwestern Life Stock) 
General Mutual Life Insurance Company, Van 
Wert, Ohio, (To be reinsured in Central Life 
of Iowa) 
(Reinsures in Central Life of Iowa) ......... 
George Washington Life Insurance Company, 
Charleston, W. Va. (Examined) 
Girard l.ife Insurance Company, Philadelphia, 
Pa. (Dividend Schedule Continued) 
(Report of Examination Favorable) ......... 
(Reports Quarter Gains) 
eports Gains) 
(Third Quarter Figures) 
Gleaner Life Insurance Society, Detroit, Mich. 
ae Rare senate etipersges 
Henry H. Hackett Appointed President 
Grange Mutual Life Company, Nampa, Idaho 
(Favorably Examined) 
Great American Life Insurance Co., San An 
tonio, Texas (Examined: No Criticisms).... 
Great Lakes Life Insurance Company, Cleve- 
land, Ohio (New Title of Pure Protection 
Life Assn.) 





-_ 
=| 


‘see e eee eee eee ee ere eee eee eee eee 


(To Occupy New Quarters) 
Great Northwest Life Insurance Company, 
ppoxane. Wash. (New Juvenile Policies).... 
(Favorably Examined) 
Great Southern Life Insurance Company, Dal- 
las, Texas (Collateral Loan Retired 
Great States Life Insurance Company, Bloom- 
ington, Ill. (Examined) 
Great West Life Assurance Co., Winnipeg, 
Man., Can. (November Production Weacoase 
(Progress meperted) ip-asbheetshecsesdeesawada 
(Gains Reported—Trimmer Dies)............ 
(New 3 remium Rates—Dividend Schedule 
Revised—Promotions) 
Half Year Results: Reserve Now 3%: New 
ates; Dividends Changed) .............. séee 
: New Director) .... 


eee ee ee eeeeeeee eee eeee 
ef eee 8 @ © 


eee ee eee eeee eee eeeneee >. 


(Sales Set New Recor 
(Correction Notice) ..... 
(War Clause and Exchange Situation) ....... 
Guarantee Mutual Life Co., Omaha, Nebr. 
(Dividend Schedule Continued)............ ee 
(Announces New Preferred Policy) 
(Correction Notice) ........... 
(J. F. Kinney Appointed Director) .......... 
Guardian Life Insurance Co., New York City 
(Dividend Scale reased 15%).. 


(Favorably Examined) .............ceee sees 
(Heye Marks 50th Anniversary) .......... ee 
(President Heye Honored) .................. 
Gulf Life Insurance Company, Jacksonville, Fla. 
(Correction Notice) ...... eetgeeseeoss sta neme 
Hearthstone Life Insurance Company, Indi- 
ROGGE, BOG. CUMUOTTD ccccccccccecccececess 
Home Friendly Life Insurance Company, Balti- 
ante” Md., (Report of Examination Favor- 
DD  dt-rtsthededeteauaadéddeetiabeene ceeeniucas 
Home Life Insurance Company, New York, 
N. Y. (Dividend Scale Continued)............ 
(Production Gains) ...............0. neneous - 
Home Life Insurance Company, Philadelphia, 
I a atbnmhes 


Home State Life Insurance Company, Oklahoma 
City, Okla. (Tenth Annual Convention) 

Homesteaders Life Association, Des Moines, 
Towa (Examined) ............. ET re Te 

Idaho Mutual Benefit Association, Boise, Idaho 
(History) 


October ..... 411 


February 705 
November ... 494 
January ..... 613 
February TUS 
March ....... 787 
January ..... 613 
January ..... 614 
February 706 
Ee we8esce< 864 
October ..... 413 
December ... 577 
a ‘sseccace 196 
DE wecsccs 787 
Gar cesséces 196 
September .. 324 
February ... 708 
January ..... 14 
March ....... 7 
gt asceneeoe 117 
a. scose - 197 
September .. 324 
I cnceseen 117 
August ...... 270 
November 494 
February ... 708 
tn Seccess 7389 
Ml ée6neeee 117 
October ..... 417 
December ... 577 


September .. 324 
October ..... 417 


March .....-. 78 
EP Sééccdcce 40 
January ..... 632 
February 708 
 hedecen 789 
Mt Gectisnene 41 
ET dei ets ance 3119 
January ..... 614 
February ... 708 
January ..... 614 
March ..... oo we 
BP ebeesess - 41 
Gaal sséadaws 197 


August 270, 281-284 


September .. 325 
October ..... 417 
Nuvember ... 495 
BOE ikivcccee 

, Ee 119 


August ...... 271 
November ... 


January ..... 
August ...... 
October ..... 
November ... 496 


GP scceseee WH 
January janes 616 
PU 4 avcecve 719 
January ..... 617 
October ..... 418 
April ........ 865 
November ... 496 
August ...... 271 
Me Gaecevdad 42 
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Illinois Bankers Life Assur. Co., Monmouth, III. 
(Woods Retires—Martin Now President) .. 
Imperial Life Assurance Company, Toronto, 
Canada (Dividend Schedule Continued)..... 
Inter-State Reserve Life Insurance Company, 
Chicago, Ill. (Examined) 
Jefferson National Life Insurance Company, 
Indianapolis, Ind. (History) ................ 
Jefferson Standard Life Seouumned Co., Greens- 
boro, N. C. ,000 In Force—Announces 
I, a io hh he cc onée sees 
(First Quarter Gains).. 
i ae “Sweepstake” Tro} hy) . 
(V. A. Sapp Now Controller) ................ 
(Gain in nd Quarter: Convention) ...... 
(ie; Months’ Figures) .........+.... eeccccecs 
0 


eee eeeeeeeeeeneeee ee 


Reports Gain in Force) ....cccccccccccecses 
n Hancock Mutual Life Insurance Co., 
Boston, Mass. (New Juvenile Monthly Debit 
Srumery Policies—Other Industrial Forms 


th, : cidtheeheeuenn ant ganshesesebeeeses . 
a eB a alld i ee awe oe 
(Samuel Davis Dies) ........... besdeeeoeeses 
(New Juvenile Policies) 6dadeeun peemeanee eee 
(O’Connell New Director) ........ 


(Dividend Scale Continued—Insurance’ Now 
I 0 odie nate oh nde a kde eeaatbsce 
Kansas City Life Insurance Co., Kansas City, 
Mo. (Executive Changes) 

gg  —- serene repepaspgew 
Kansas Life Insurance Com 
(Reinsured by Farmers & Bankers) .......... 
Kentucky Home Mutual Life ee ME Com- 
any, Louisville, Ky. (Reinsurance Agreement 
urther Amended) peeabonesdsécddssobacdeese 
Knights Life Ie Company, Pittsburgh, 
Pa. (1938 Fi 


eee eeenereneeeneeeeeeee 


*seeee et eeeeeeeeee eee eene eevee 


(Joins Ame can | ife Convention) .......... 
saree Life Insurance Co., Lafayette, Ind. 
dend Scale Revised) ......cccccccccccees 

ae Life Ins. Co., on ty icsesce pboeee 

(Owens in charge of agency matters)....... : 
(June SD tiie din te ahah ile 


_ peel Life Insurance Co., Dallas, 
Liberty National Life Insurance Co.. Birming- 
ham. Ala. (Capital a Ap oaaeunsaninetns 
Life Insurance company of Detroit, — 
Mich. (Reinsures Cincinnati Mutual Life) . 
(Reinsures Cincinnati Mutual Life) .......... 
Life yoy Co. of Virginia, Richmond, Va. 
(New Rates) 
I i ° 
Lincoln National Life Insurance Co., ” Fort 
Wayne, Ind. (Advance Figures—McAndless 
Now President—Other Promotions).......... 
(Annual Report—December 31, 1938).. ; 
REE ga aS I eS 
(26% Increase During Hall Month) 


(October Gain 33%—Enters Florida) ........ 
Lutheran Mutual Life Insurance Company, 
Waverly. Iowa (Extra Dividend DSnSree).. 
NE Ss nt enaneebense 


The Maccabees, Detroit, Mich. (Merges with 
I ED sinbdcncesacadeesdessossesiseese 


Manhattan Life Insurance Co., New York, 
N. Y. (Fordyce Month a Success)............ 
(Juvenile Policies—Production Dense Sin- 
gle Premium Policies) 
(February Production) 
(Annuity Chan 








ains) 
(Ideal Protection Policy) ..............+. 
(New Dividend Schedule—Gains Reported) .. 


Manufacturers Life Insurance Co., Toronto. 
Ont. (Increase in Dividend Scale—Blects Vice 
beg and Two Directors—Opens Pitts- 

1038. Fig ee seeoaeree Rates) eeeeeeeeee 


Options) oneenttentiialintitniidinn iteininé 
New Rate Book E ert me Dec. Ist—Some Re- 
visions in Cash Values and Rates) 
aipeyiana Life Insurance Company, Baltimore, 
(Increased Non-Participating Rates).. 


Massachusetts Mutual Life Ins. Co., Spring- 
— (Advance 1938 Financial State- 
(Dividends Generally Unchanged)........... 
a Quarter Results—Two new Old Age 
ncome policies) 

(Semi-Annual Figures) 
oie Months’ Gains). 
ne ei csdocnnsé 

Metropolitan Life Ins. Co. ew York City 
(Contracts for World’s Fair ehibig. 
(Changes in Premium Rates)............-... 
Housing Communit REE An 
> uts Group—Westchester Country Club 
i tees bediebesuaeebbbcbates ieaneeané 


es 
en Sn. « . «ci cog e6eeSbebdeeoce 
( Dividend Action oe 1939 
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April ........ 
February ... 


November ... 


February ... 
M e*eeneeeaeee 


£ . 
September 
Oct 





January ..... 


September .. 
October ..... 





December ... 


June 


eee eevee 


November ... 
December ... 


January ..... 
BOGE cccccce 


January ..... 


January ..... 
amd see 


July seosceed 


September .. 
October ..... 
November 


January ..... 


November ... 
December ... 


February ... 


February ... 
March 


August. : ‘ ’ ; a 
September .. 
November ... 


January ..... 
February 


865 
708 
497 

43 


498 


709 
119 
327 


492 
573 


578 


618 


505 
579 
711 


712 
796 


119 


(Files $550,000 Libel Sait Aparement Com- 
munity Named “Parkchester’’— Shee- 
han, Auditor, Dies—World’s Fair Population 
Exh hibit—Agents rqncncee-endies Sesecee 
(Neisner Group) 

World’s Fair Exhibit) 
Dunlap Appointed 3rd ‘Vice President— 


a ag Secretary Roberts Dies—Parkchester 
BEB, GEC.) ccocccccocccccceccccccccccccccccces 
ane Safety Razor Group—Continental 

omy Group—Savings & Loan Association 


BULC]B) occccccccccccccccsscccscecs 

(Correction Notice—Best’s Illustrations) .. secs 

DD  wedésenndosedooeseesoesenseconeees 
saeancere Annuity Rates) ..... pescoedsees seee 
Sullivan Elected Actuary) ........seseesees . 

Midland National Life Insurance Company, 

Watertown, 8S. D. (Report of Examination 
Dn : -tat~ectvcsmbandahses ennednes staness 


Minnesota Mutual Life Ins. Co., St. Paul, Minn. 
(Favorably a pmened) 
Advance 1938 Figures)...........sseseeeees 
Retirement henaity verde Other Policy 
hanges) 
(Three New Directors) 
Missouri Insurance company, St. Louis, Mo. 
CED EP MUD cn. cccccenceecncecoestese 
Msten Voodmen of merica, Rock Island, Ill. 
(Dividends Increased) 
Monarch Life Assurance Co., 
(New Annuit tes—Continues Dividends).. 
Morris Plan Ins. Society, New York, N. Y. 
a a Examined) 
June BO, 19039 Figures) .n.ccccccccccsccsccece 
oo Em loves Insurance Association, 
Chicago, Ill. (Examined 


Mutual Benefit Life Ins. Co., Newark, N. J. 
(Dividend Scale and Interest Rate Continued 
—Names Sommers to Board—New Assistant 

Medical Director eeeeeeeneeeeeeee 

(December Business Gains) 2secece cceesboccee 

( ncereases Reported) ......... 


on 





Winnipeg, Can. 


eeereee eeere 


DR. We We CAMGROT DOSE) cccccccccccccccccccs 
Pension Plan for Representatives) 
(Agents’ Retirement Contract—Reserves & 
Net Single Premiums) 


Mutual Life Insurance Co., New York City 
(Dividends Reduced Production ws 
ures—W. G. Carey, Jr. Elected Trustee ; 
(Home Office PUOTORIORS) occcccosctsecceoes 
(Houston Re-elected President—Dou las to 





me President January 1, 1940—Russell 
elected Vice President) ........ccccccsscseces 
‘War Ris MERGED coccccncccceoscoccoasesece 
ae Risk Restrictions —Jebas Elected Sec- 
DE? seesadansecooseoete conse eehensesocenss 
Mutual Trust Life perqresneye Co., seep Ill. 
_e NANGEB) ....seceseceece 96066060° * te ° 
ns New York O ce) neendsoneeosososseoes 
(rte st Six Months’ "eenenenes seccceceoce . 
(Favorably ERED ecvcccvcecvesesceesese 
Mutual Union Life Insurance Compan , Soaeee, 
Wash. (Report of Examination Rev ewed).. 


motenal is Industrial Life Insurance Company 


allas, dr ape (New yg Organizing) 
National Life & Accident Ins. Co., Nash lle, 
Tenn. (R. A. Halley Dies)...........-e0ee005 





National Life Insurance Co., Montpelier, Vt. 





(Policy Revisions and Rate’ Changes for 1 

aa Te Business Increases) .........+..+. 
ED PEED wocdccoccececncnceccesceseeese 
General’ Wood Elected Director)..........++. 
(Maintains Dividend) ...........ceceescecnees 
National Life Insurance Company of The Pailip- 
ines, Manila, P. I. ‘ orrection Notice— 
nancial Statement) . pecevvecevevescs : 
National Reserve Life " Instrance Company. 
Topeka, Kan. (President Moore Dies) ........ 
wavy Mutual Aid Association, W7agniagten, D. 
(Level Premium Plan Adopted).......... . 
tPaticy PEE = Shb cod eGesesbdecccdovesesoe 
New England Mutual Life Insurance Co., Bos- 
ton, Mass. (Dividends educed: Interest 
Allowed, 34%4%—Policy Changes)..........-. 
New Limits of Insurance for Standard 
isks—Changes in Retirement Income Poli- 
cies, etc.—Business Figures).........-+-sees:. 
(Advance 1938 Fi ph i Office Changes) 
Tibbott New Advertising Director)......... 
Frank T. Partridge DieS) .......eeeeeeeeees 
Tee GREED § cceescedecace Seceeesaboose eae 

CBwusimess GOING) .ccccccccccccccccccccccces 


New World Life Insurance Company, Seattle, 
Wash. (Favorab!l eae seenWeeeseveces 
(Stockholders’ Dividends) ........eeeeeeceees 


New York Life Insurance Co. ‘New York City 
(Dividend Scale Increased 5. 2% —Figures For 


11 Months) ...... 
(New Dividends) . i ee Cathe Rhee hab wee tins 
aaauel Statement—December 31, 1938)..... 
= ew Retirement Income Policies at Age 65 
or Men & Women) .........-. 


: une pebsdvece 121 
ibhseee 201 
SE oe 328 
November ... 505 
December 580 
March ** > . 800 
BEAD cccccocee 45 
 becesees 122 
August ...... 276 
September .. 329 
Noveniber ... 506 
January ..... 620 
February ... 712 
August ...... 276 
November ... 508 
April *eeeneee 869 
November ... 9 
March *eeneeeee 800 
March ....... 800 
October ..... 419 
November ... 509 
January ..... 2 
February ... 714 
March ....... 800 
October ..... 419 
November ... 910 
December 5S1 
February ... 714 
ADF cccccces 870 
MU ccccccece 201 
September .. 329 
October ..... 419 
caouney 714 
nt aan 202 
et rember oo 320 
October ..... 420 
March .....- . 801 
BEF ccocecscoe 6G 
January ..... 620 
January ..... 621 
February ... 714 
BE cocdsece 803 
December 5&2 
DP coteccee “OE 
April ...... 870 
February 715 
June .....122, 141 
January ..... 624 
February 716 
are e*eeeeee a 
SE epceecse 
i scasceoe . ae 
MT .sccceececs 204 
September _ -. 330 
February ... 717 
March ....... 804 
February ... 717 
OFC .cccs e S04 
April eseeeeeee 870 
ue woceees’s 122 


BEST'S LIFE NEWS 


P: 














(Walker Buckner Dies) .......-..+++++++-+0+: December 582 Pilot Life Insuran 
eee ce Cc 
New York Savings Bank Life Insurance, New N. C. (Advance F igures— ones souas "eer" 
1” York » # ( coal Information) headawadee February. 720 730 re tary) COE HREHEEESEH HEHEHE EEE EEE Februar 724 
: 901 North American Life Assurance Company, Tor- (1938 Figures) honetemey sn ee: ane 
onto, nada residen ra Db — COP eEH HEHEHE BE EEe eeeeseseeee eeccecee 
- 328 Some Rate & Other Changes) .. sonata , ” =, eons 583 (Insurance Up two Conventions) .....+.... TULY ccccceee 
North American Life Insurance Company, Chi- eee Polish Roman ne ie s U “ij eceesocesceseeseocse November ... 514 
203 as. _ a tockkolders reeeeenrets oeecceocece - February ... %22 cago, Ill. (Examine ed) ye etinacammen a onenl November 514 
‘xamine 1 Ra ES LTR “wees » BE4. LEUAGTIIINOCU) aeeeeceeeeeeseseseeesee y Sas) ae 
North, Careune, Mutual ‘Life Insurance Co. - Kaan aanan ined a a ee, ihe a , ~ New omen » Los Ma 53 
580 viewed) -...0: ne pelo pecan _— April 872 To _Practorians, allas, Texas, (Correction = 
800 Northern Life Assurance Co., London, Canada tte Deabestinn Eten Seems Camene. Sheed: DO cccecucs 128 
a (Reports Gains) .......... pueesecoseccesncces ED cccnes . 804 - eet Al Life Insurance Company, Birming- 
: x (Executive Appointments) ls RE ANA sesece GEE 6000: GE me. es apy oe ow ge ramensrenees rch ....... 811 
. Jorthwestern Mutual Li ; cident insurance 0., 
Se Die emer fined “Reports "Gela) crrres.stecc.ore: March 
(1 e eeeeeeee vee eeeeenee ®eeeeeee ee eeene S084 ™42 @Qeeee - ke ut arc wae ae 811 
(Six Months’ Report) ..............00.. ines eneaelies ves $30 arew eeeness Gains: New Policy Series) .. August ...... 278 
(Third Quarter 8 atement) pescecscocecsooces December ... 583 Cc ; ny Oe ncaa September .. 334 
506 - . (Client Arranges Cow Insurance”) beeeceson Novembe 515 
Northwestern Nat 1 Life Insurance Co., Min- (Gains R ted aap 
neapolis, Minn. (Financial Statement as ot yeah ee Diieedeed tesécoonsesaevesucees December ... 585 
December 31, ae seep peeve: sesescoceoss Siete 722 N. D (R fe Insurance Company, Bismarck, 
(G. N. Dayton Elected eSveetes) o« an Mar eee (Report of Renmination pi ae . December ... 586 
Settl ch eeeeeee 807 Provide t 
276 remiums a. mM. Entirely “Re- Ch (1889 convitens Seale Modified ther 
vised) eeeeeereeeaeeeeeeeeeeeeaeeee eeeeeeeeeeee May eeeeceeeee 46 P oe ~ hanges in wend Guarantees and 
(Rates. Dividends. Policies, etc. .: a iain ae eel June ies 123 Chat ums) ° eeeeeeeeeseee January eeeee 627 
(May Business Up 19%) ............. saninas SD osscacae Le ( Changes—Effective ‘Jan. 1, 1939)............ February ... 724 
(The “Arnold” Commission Plan EG October 372 8 Doccccccccceccocccceccccececcese arch eeeeeee 811 
m9 (October Business Increases—Home ‘Office os (1938 ee ctixeescsenanesesorss eoooese April .....-- . 873 
Elections—Dividend on Stock ) seeeeeeeeeeeeee December thin hS4 (O. D. Weed Dies) eeeeee eereee eeeeeeeeeeee ee July 
800 Occidental Life Insurance Co. Los Angeles, ae Increases) eeeeeeeeeee eeeeeeeee cece October : ae ‘ " , 425 
one Cal, Veterans’ Life Insurance Plan Ap- mL r Gpasees Figures) eetseeeceretesccees December ... 586 
419 ) eee eee eee eee eeeeeees eeeeereeeeeeeeeee genuery . 608 Til. (Ex fe Insurance Company, Chicago, 
{Advance MOD Hiseres)...cc.cccccccccccccees Math ....... ae OP aA xamined) becehansedddenseddescesotaanad November ... 515 
500 (Correction Notice) ......cccsescecccccenees ~ = TTTY *° 204 <Divid Pgs Ng me ngs Be wine ge Rae 
f (Official Promotions: W. 1S oan Mortgage Pro. a ends on Old Rates Reduced 7.5%— 
CectieM) ccccccccccccccccecccccccccccccscccoccce AUBBUBE coccee Bee ieee Policies, etc.—Home Office ; 
Coieenen Life Insurance Company, Raleigh, Home Office Promotions—Directors R oe  eoees Oe 
620) N. C. (Report of Examination Favorable) .. October ..... 422 Te May Seine February ... 725 
iis Ono National Life Insurance .fom any, Cin- ‘i (Brome Somer saneeeecenesesennes ecoccee Apel 875 
s Continued)..... --». February ... romotions in M oe 
= T. ' ae ‘Appleby, Memes eee 25th Anniversary y bon rr. az, Allotment rigage lee = ‘Department May 53 
5 — - Office Promotions) .........++.++++: fo ee orrection Notice—Starts Radio Program) June ........ 
aa PP cay Non-Par Rates & Other Changes) .... August ...... 277 a . aaa ’—Shanks Vice President) July anaes 306 
o State Life Insurance Company, Colum- — c Association Jubilee) ............ co AOE ccccce SE 
bus, Ohio — Figures) .....-++e++: February ... 723 ary Allotment Cases) .........; seeeeee October ..... 425 
(1938 Figures).. . *eeeeeeeeeeee eeeeeeeeeeeeenee March e*eeeeee 808 — Gtth Anniversary—Sillbereysen 
zis (Reports Gains) . vicectesaceesseceenaneesees | > lat 125 C8) ...-. TITTTTTTITITIT ITT ITT TTT November ... 515 
savtes & Stee BONED scvdecccosescsce July .....0+. 206 (Official Promotions—New Director) ........ December ... 586 
} aw se Seemees U Up: Quarterly Divi- mesidunine ae Pave, Preqestien Lit Association, Co.)eenes 
TTTTTTTITTITTT TTT TTT TTT eptember .. : akes e seeese 
201 (New Juvenile Policy) ........cceeececeseeees November 2 rants ife Insurance Compan  breviden ce, srcrenincnnacenens 
Old Line Life Insurance Company, Milwaukee, - I. (Report of Examination avorable).... April ........ 875 
Wis. (New Business) ......seesseeeeeeseeeees August ...... 278 nan Life Insurance Company, Pittsburgh, 
419 (Six Month y, urg 
T i ont s’ Gain) eeeee ee ee eee eeeeeeeeeeeeee September ee 332 Pa. (Report of Examination) eeeeeeeeseeeeeee . January 632 
a = ek, ee eens d December ... 584 Re alte Ni rational Life Insurance ‘Company, tae 
202 a} epublic Credit Life Insurance Company, Reing 
aoS a cago, 1 by” as angcpgenantalpe pap ae Tune ...<.... 18 te neures Fidelity Life of Arizona)....... - January ..... 613 
420 mpic Mutual Life Insurance Co., Seattle, (Reinsures American Covenant Life)........ February ... 691 
Fash. (Examined) ......ccsccccsccccccesseses March 808 Statement—December 31, 1938)..... April 87 
801 Onseen utual Life Insurance Co., Portland, ee Official Agency Changes) .......... PEE, Ga tae Ls 
(Chan ah, fares) .»« mpeapensasegoncseoenses March ecccece me eee Gains —Report of Examination) .. October ...:: 425 
46 (New Busi Rules). .......... a alesssese: eserve Loan Life Insurance Company, Indian- | 
Dp ten hoot = (oeebece ee tee ees 
620 Pacific Mut. Life Ins. Co. of Los Angeles, Cal. siemens Business Inereas Ae —— — ee 
(Rehabilitation Plan Unanimously Approved) January ..... 625 Heari “ amily Group Polity)... June ......-. 129 
621 sneen Interest Now 5%)........++. Sé0ensee . February okie (Hearing on Examination _Report—Indict- 
714 | Ana mp Officials Acquitted)............ - March ....... 810 ery po yy 9 AEE pela ieee eo July ..--se0e 207 
ou (National Newspaper Advertising Prize)... Do. ee (Indictments Nolle prossed) . ecccccece eccceces September -- 330 
a Dividend Revisions Made—3% Policy Divi- Rocko Again Changes—Capital Revised ...... September .. 356 
| dend Scale Continued—Other anges in Set- vi fore Life Insurance _—* Rockford, 
Bement Optio Ses reactor ra iar ess il Mees. -O-S (Favorably Examined) ............... coo SUME .wcceee - 129 
202 tock olders Form Committee—New Im- oman Standard Life Insurance Compa any. 
mediate Annuity Rates) ..... pebagnesteteann J i. 15 R anistee, Michigan (Receiver Discharge ) October ..... 427 
870 nee Retirement Annuity) .............- Now AO evel 24 League, Chicago, Ill. (Report of Exam 
xamination Generally Favorable) . Sete. ne dts ‘ October ae : Z 422 Rural Hone i COSCO EEE HEHEHE EEE EE April eeeeeeece 876 
715 Palmetto State Lite 1 Insurance Company, Co- an e Insurance Co., Dailas, Tex. (His- . a . 
_ ate Gee  .. _GHRIP cvcesccecccccctescoccscccccecsccvcsceces November ... $&1 
141 Pan American Lite p Rae o.. New Or- TEER o<tovnes: Ae St, Kouts Mutual 1) tite ine. a ‘ 
leans, La. aa New Form of Policy)... January 627. Seaboard Lif Tr 7 i a sccwcensné AGED Sctacer< 882 
” Gleason Elect ar cscccovscceess case’: ME nabedense 53 (Reports Geims) ......0.00- Houston, Tex. M 
- erkins is Assistant Actuary) Rare pent aye MEL lel ~ CURE" Gpmenenncnnnegegnenense: a. SOSeS eee nA 
Peninsular Life Insurance Company, Jackson- peer ranecgentlamithieseis gc(Favorably Bramied) Company, Scranton. Wome +<simee Oy 
i Rng Fla. (No Changes in Rates, etc.)..... . March....... 810 Pa. (Merriman Elected to pena. Seceaten, January 634 
3 | 22 Mutual Life Insurance Company, Phila- (December Business Up Debcedeccesoees a February ... 725 
70 delphia, Pa. (Stevenson Elected President— ee yg a ae + Increases) ......++.. October cc 427 
99 <ingsley now Board Chairman)............. February zo, +«‘Security Mutual Life Insurance Company, rie 
Of ‘ ar Risk Rules—Stewart Anderson Dies).. November ... 512 Lincoln, 1 Neb. cmapest of Examination Re- 
30 pple quite Insurance Company, Frankfort, aaa ) seccccccccccecccccccccccccessccesecs WK os ctaisce 
ort of Examination Favorable) .... December 584 urity Mutual Life Insurance Company, 
= Philadelphia Life Insurance Co., Philadelphia, ™ a endllnationsce dle soso fair: 
D4 (Ni ( Dividend Schedule Continued).......... February ... 723 (Favo yrabl <0 5 ypboabopespeeppberseres: jan 
x0 Dividend on Stock)......s+..seseeeeee0088 March ....... 810 Service > Life Insura naha, Net = SEGUE 4<01.. 
ny -+ E ssenecesseoes Sevceceserd coe BOD cocccecese (Law Su Settled) .. wmpeny. ‘Omaha, Neb. September 335 
ngement) ................ November ... 513 Shenandoah Life Insurance Company. Roan ee ee 
7 Phoenix Mutual Life Insurance Company, a oe Siva. (Prod retic = Company. Roanoke, 
* partford, Conn., (New Retirement Seenene pf BLE ae OM Up) cocceceecceccccccecccees oe re ee = 
LPM TT RNs “Mie mie ahaa gee ati . ‘ r e- 4) 
New Wamtiy Security Polley) 1.0.0. °°°°° SEBO cccccces 126 (Official Changes—Production Up) .......... December ... 586 
~ (New Far Y) «sesseeeseeee September .. 333 Slovene National Benefit Society, Chic saa 
y Examined y SeeConeeseesccectesess November ... 514 (Examined) ........cceseeees " ; ¢ oe _—s = May ...coce-- 66 


= 


S DECEMBER 1, 1939 595 








Sons of Norway, Minneapolis, Minn. (Report 





Union Employees Mutual Life Insurance Com- 





















































~ ay BD scone eocccocscosoe BERBER cccccee Tl pany, Tacoma, Wash. (Report of Examina- 
4 = Insurance Comp , Green- tion Reviewed) ......csccrccccecceccesceesses September .. gy 
Report of Bane AEST Favorable) 2.2777": 8 Te 427 RAMIMCT) ....ccecvccvcvcccsssvccsssecccsces December ... 588 
Southland Life Insurance Company, Dallas, oye "Unicare Tanutae Go. Portland Feb 
hm ang it ted—-Capital 1 e*eeeeeee January eee 634 (Irish Elected Presi n sd a Ma ~ wed dienes a 
w Directors Wiected.Canitel ince, UO” Ce Katte Bhocted President) .....ccccccsrcccsecs MGPOR o.c0ce. 
) tho a) ret . ae cnoeoepite ne so May eeeeteeee 67 vs — Company, Chicago, iil. (Ex- F b 
Southwestern Life Insurance Company, Dallas, TETTTTTCICLITIETTL TTT ebruary ... 727 
Texas exas (increase in Premiums)...... eoseeesee February ... 726 United ~ & Accident Insurance Company, 
Di o.essnneee00s0oeeseeoes RPRERN trp 811 Concord, H. (Business Up)..........+-++. February 12 
Servestion BEOTISR) ccccccccccccccccccscesccce BY ccccccce - 16 (Juvenile ‘Weaneuen Revised) .......sessse0% TEMG ceocccecs 139 
Standard Life Insurance Company, Indian- United Life Insurance Company, Salina, Kan. 
apolis, Ind. (Proposes New Stock Issue) .... August ...... 279 TRPECOREED BUSOU) oc ccccccecccccescocceoceue ED dcsences 883 
Standard Life Insurance Company, Jackson, United agg Life Insurance Company, 
Miss. (Note on Life Reports Table) .......... SP scvcsore 208 Traeniagten, D . C. (Receives License)........ A pail bbetneac 883 
(Favorably Examined) .........cccsccscvcess November . §18 TEEEEEETD cecdcoecescoceccoesecescosooccosose EM ecceccces "1 
Senders a engucapes Comopeny, Ao pe z = PGE GD “Sodceocuscecesedeceseedesecocccs October séeee 429 
a., xamination Report no eas GRD coscces . ; 
State Farm Life fncucente Company, Blooming- we By gl yo ey Darence, Payable 
ton, Ill. (Fav orably Examine ) eee eee eeeeeeee November eee 518 on Anasyoreary of Policy in 1939 i le es eae ew February a TR 
State Mutual Life Assur. Co., Worcester, Mass. (Correction Notice) ......cccccccecceessecees March ....... 815 
(Continues 1938 Interest-Dividends — Out- United States Life Insurance Co., New York, 
Det GONGMED  ccancconacecesesccaasceoess January ..... 640 N. - (Capital Now Half Million—Wells Di- 
Approximates Largest Month in History— reste oo cccceseccccscvecsocccecs cecccces cee January 641 
te aa Medical Director)............ February 726 1938 Figures Show Increase)............... TS ccsssee Gn 
COCO Se ee eeeeresesseeseseseeeses March ....... 812 Rhodebock Made Supt. of Agencies—Two 
Appoints py Ud Director) .....sssee0% October ..... 428 New Directors—Production Increases)...... a. eeseenéee 68 
New Double Protection Policies— Appoints I a do wing ; Sentembes i an 
Se Ge SEED wSdocdicctencéecececeancer December 587 Enters Accident & Health Field) ........... December ... 5% 
Sun Life Assurance Co., Montreal, Canada Universal Life & Accident Insurance Company 
J. A. Tory Elected a Director) pecepoccese -» January ..... 640 Dallas, Texas. (Correction Notice—Financia 
1938 Figu W. Simpson Dies)........ rch ...+++- 813 DD 9 ocuni diel achdechagdsehseashsecéet PP “Sccecece 200 
en Changes) Cee eee ee eee eeeeeeeeeeeeese April eee 882 Volunteer State Life Tas. Co., Chattanooga, 
DOTSD GERD coccuceccccccccccccccececcce BV sascvcces a7 Tenn. (Controlling Interest Purchased—Pre- 
(Semi-Annual Figures) .........seesseeeeees - October ..... 429 miums Increased) .........- pen ta | nae February 799 
3 Soe ens eedeeen ; Z panne ss - December ... S87 (New M cne teene ER RS EE IT ata 68 
unse e nsurance ompany oO mer _ 
Olympia, Wash. (Report of Examination Fa ne {1038 Figures-Orenvil 2 Wiected 
nrorable) Sneurance & Anpanity Assoc lation. December ... 587 MEP EIEIED. cnn tedguncoantececenscwecest March 815 
nnuity Pel dU l,l i i a. a ee 
New York, N. Y. (Rate Increase on Family wemaotee PAs. Inc., ag meee A) (Re- Feb 
ee Sat es! Senn aaa josey gpneary sacs ota West. Coast Life 3 -— + Gompeny. ieee = 
eeses Cceeesecseceseecs - a@eeeene . 
Texas Life Insurance Company, Waco, Texas A eeen gy nets CB) cereverees not en, GOES oo 
Rates, Values, Policy Forms Revi vised) seenee January ..... 41 tBeeminotion Review Continued) ee Octobe “ 43 
7“ Mutual Reserve Life Insurance BS . Ww R lite ier ssscovapes » eenee 1 
yler, Texas (Reinsured in Western States oe ay n nf pe ae 7, 568 Jul 
Lite lr a a AS Sa ey RR A December ... 588 ngelo, Texas. (Ashford Honored) ........ eee GUY seveeees 210 
Texas State Life Insurance Company, Dallas, Western & Southern Life Insurance Company, 
Texas (Sells Industrial Business) ........... August ...... 280 Cincinnati, Ohio (Director Lueders Dies) .. September .. 3% 
Travelers Insurance Company, Hartford, Conn. (Stock Dividend Being Considered) ......... November ... 518 
(Advance 1938 Figures—New Company Char- Western States Life Insurance Company, Dal- 
|, An ~~ eeeeeeeeeeeeeeeeee eee ** peocunsy it las, Texas (Licensed) eeeeeeeeee eee eeeneeeee . August e*eeeee 280 
(Wes tern Cartridge Group—Sheaffer Group) July ........ gor Western hin ell _ 
(New Disability Clause) ............sseeee00. December + 588 wy —* Lif 1 ~ > esemam Mf al . a. 2 
Union Central Life Ins. o., Cincinnati, Ohio.. Wis (Divi Be ~~ Ace ee 709 
Advance — aeltpeenenpen Cnanges—Decem- Wiscon in National Life Insurance Go. Osh: y 
DOP VOOR Sie cocencccesesoed ceoeseoesoocecs February sce Tae kosh wi (Re rt of Audit) ” M aX 
(Dividend Schedule Continued)......... pouce  dascese 4 osh, Wis. DOET OF AUGIE) .20+-scccccecess BY ccccccecs 
(Report of Examination Favorable) ....... JUME ccccccee 130 Woodmen of the World Life Insurance Society, 
Unter Cooperative Ins. Ass'n, Washington, Omaha, Neb. (John T. Yates Dies).......... April ........ RR3 
D. C. (Now American Standard Life)........ February 727 (Membership Campaign Results) ........... BED ‘cncceces 139 
COMPLETE, ACCURATE AND UNVARNISHED FACTS 
J . “ 
concerning the financial standing, man- 
agement and operating results of all stock, 
mutual, reciprocal and Lloyds fire, casu- 
alty, surety and marine insurance com- 
panies (domestic and foreign) operating in 
the U. S. can be found, at a glance, in 
BEST’S INSURANCE GUIDE WITH KEY 
RATINGS. Cost—only $5.08 a copy. 
ALFRED M. BEST COMPANY, INC. 
75 FULTON ST. NEW YORK, N. Y. 
596 





BEST'S LIFE NEWS ] 






